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INSULITE DIVISION 


“Recently we were informed that 4 ft. Bildrite 
Sheathing had become the first insulating sheathing 
to meet the rigid requirements of FHA without use 
of corner bracing. We were at that time erecting 
Rose Vista Apartments in St. Paul, Minnesota, a 
$1,500,000 project, using 2x8 ft. insulating sheath- 
ing. We immediately changed to 4x8 ft. Bildrite 

Sheathing and realized a saving of $80—$100 per apartment build- 

ing. Bildrite in the larger size cut both our labor and material costs 

and we also gained the greater bracing strength inherent in the 
4x8 ft. sheet. 

Insulating Sheathing has been used almost entirely on the 54 
apartments erected during 1950 by the Sauers Construction Com- 
pany in the Greater Minneapolis-St. Paul metropolitan areas. We 
prefer insulating sheathing because our cost studies prove that it 
costs $75—$100 less than wood sheathing on the average building. 
Frankly, we just can’t afford to use conventional wood sheathing. 

Simple addition shows that we can save up to $200 per average 
building when we specify Bildrite Sheathing exclusively. Elim- 
inating corner bracing and the lower cost of applying insulating 
sheathing is a worthwhile contribution that saves money during a 
critical period for the building industry. While it’s important to us 
that Bildrite reduces costs, we also know that it means better wall 
construction. We’ve used Bildrite for many years and its strength, 
moisture resistance and over-all high quality make it definitely 
superior.” 
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“BILDRITE SHEATHING Saved Us 
+200 on this job!” 


Says E.R. Daleen, Purchasing Agent & Sec., Savers Construction Co. 
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saved about $100 


in time and materials. BILDRITE—the first 
insulating sheathing to meet F.H.A. re- 
quirements without using additional corner 
bracing. 





LOWER APPLIED COSTS of Bildrite saved 
another $100. Bildrite handles easily, 
leaves no waste, and goes up in about 
half the time of wood sheathing. In ad- 
dition, Bildrite offers extra resistance to 
moisture and extra insulating value. 


SELL BILDRITEfor better construction at lower cost. 


MINNESOTA AND ONTARIO PAPER COMPANY 
MINNEAPOLIS 2, MINNESOTA 


*Reg. T.M.U.S. Pat. Off 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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These famous Pittsburgh Products are made to order for you 


There’s a big and ever-growing demand for Pittsburgh Structural Mirrors, Plate 
Glass Furniture Tops and Full-Length Door Mirrors. That means a real sales poten- 
tial for you. And you don’t have to carry costly stocks to take advantage of this 
profitable business. Neither do you have to keep complicated cutting and edging 
equipment, occupying a lot of valuable space. 

When a customer comes in for a Plate Glass Structural Mirror or Furniture Top, 
you simply get the measurements or pattern and send it to your nearest Pittsburgh 
Plate Glass Company warehouse or store (on the west coast, to a W. P. Fuller & 
Co. branch). They will cut and finish the piece and you either install it yourself or 


let the customer do it. Anyone who is handy with tools can usually do the work 
easily. 
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With Pittsburgh Door Mirrors there’s even less to do. Since these are fast 
moving items—and remember that Pittsburgh Door Mirrors are real, full-length 
mirrors—you'll be wise to carry a reasonable stock. For this purpose, we’ve ar- 
ranged an assortment of five standard sizes which will fit more than 90% of all in- 
terior millwork doors. 
















Here’s an out-of-the-ordinary, flexible line of quality Pittsburgh Products that 
any building supply dealer can handle with exceptional success. They have wide- 
spread consumer appeal, are readily sold, entail no costly inventory problems. 








We'll be glad to send you detailed information on how you can cash in on 
this profitable business. Why not write today for all the facts to Pittsburgh 
a ” : . Plate Glass Company, 2013-1 Grant Building, Pittsburgh 19, Pa.? 
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This Pittsburgh Label, supported by the 
biggest advertising campaign in the 
glass business, is recognized by your 
customers as the mark of quality Plate 
Glass. Make sure it’s on the products 
you handle. 


G PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH me GLtaA@ss COMPAN Y 
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WASHINGTON REPORT 





The Commerce Department has taken a poll of 
the construction industry and says that private 
builders expect new homes work in their field, 
this year, to run 46 percent below the ’50 level. 
There’s not complete agreement in the industry 
about so heavy a cut. 


Industrial building, on the other hand, is due for 
a sizable increase. A survey of company plans 
indicates that ’51 will see one and a quarter 
billions invested in new plant facilities. That’s 
about $185,000,000 more than for 1950; a gain 
of 17 percent in factory building and 25 per- 
cent in warehouses and offices. 


New construction put in place during November 
amounted to $2,506,000,000, which was eight 
percent below the October figure. Some of the 
decline was due to seasonal tapering off and 
to stormy weather; but more can be charged 
to tightened credit terms. However, for the 
first eleven months of 1950 the housing starts 
were 1,285,000; as compared with 946,800 for 
the like period of 1949. That’s an increase of 
37 percent. 


Indications as of now point to a special demand 
for housing this year. Defense industries are 
drawing labor from the plants that produce 
purely civilian goods; are doing it in part by 
offers of higher wages and in part by pressure 
of uncertainty in civilian goods plants. Much 
talk, as you know about limited materials for 
civilian plants; also about cutbacks of their 
output. 


Workers are shifting to defense plants, for these 
and other reasons; and already reports are 
coming in of housing shortages in defense pro- 
duction areas. These shortages are likely to be 
more acute in ’51 than they were in ’40. Some- 
thing doubtless will be done about it. Private 
builders will have a chance at this business; 
but they’ll have to move fast and talk turkey. 
It isn’t easy business to handle. However, this 
housing will have to be built; and reports in- 
dicate that on the strength of it lumber prices 
are beginning to stiffen. 


Scarce Materials: NPA Notice 1, issued under 
section 102 of the Defense Production Act of 
1950, carries a long list of officially designated 
“scarce materials.” This makes them definitely 
subject to the anti-hoarding provisions of the 
law and of Executive Order 10161. 


Building materials included: Cast iron pressure 
pipe and fittings; cast iron soil pipe and fit- 
tings; gypsum board, sheathing and lath; in- 
sulation and insulation material in which pulp 
is a component; insulation board, structural, 
in which paper is a component; Portland ce- 
ment. 


Lumber included: Both softwood and hardwood; 
also box, crate and package shook made of 
sawed lumber; softwood cut stock, and hard- 
wood small dimension. It does not include cross 
ties, mine ties or hardwood flooring. Softwood 
plywood, including softwood plywood made in 
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hardwood plywood mills; plywood which has a 
softwood face; and softwood plywood which 
has been overlayed with paper, plastic, metal 
or other materials, but not including hardwood 
veneer. 


Notice I carries the same items of lumber and 
plywood that appeared in NPA Regulation 1; 
but to that earlier list have been added the 
insulation materials and the cast iron pipe. 
Better expect other additions from time to 
time. The effective date of Notice 1 is Decem- 
ber 27, 1950. 


Voluntary Price Controls: There’s a wide differ- 
ence of opinion about the effectiveness of these 
controls. The ESA seems generally pleased 
that so many industrial concerns are trying to 
hold the December 1 price line. These in the 
main are big concerns whose actions are con- 
spicuous. But a lot of business men, willing to 
conform, get lost in trying to make out what 
the rules mean. It’s generally held that volun- 
tary controls are a stopgap affair, intended to 
give Michael DiSalle time to fix up an enforce- 
ment division. 


Questions & Answers: The ESA has issued a ques- 
tion-and-answer explanation of the Voluntary 
Pricing Standards. The release is too long to 
quote here; but it does deal clearly with the 
questions most frequently asked. It’s dated 
Dec. 27; and although the Agency is under- 
staffed and overworked, it’s probable that a 
request would bring you a copy. 


Cost of Living: According to recent reports, the 
old slugger, Inflation, has knocked another one 
into the stands. BLS says the cost of living 
is up by 3.2 percent as compared with June 15 
figures; a record high. Food prices, the last 
two weeks of November, climbed two percent. 
That’s partly the Korean troubles. 


But prices and wages seem headed for new highs, 
anyway; as most analysts see it. The fact of a 
labor shortage makes wages a tough one to 
throw. Add the escalator clauses and it gets 
rapidly no easier. Bringing in high-production- 
cost mines, oil wells and the like mean higher 
prices; as does the importation of scarce but 
vital materials such a copper, tin, wool and so 
on. All these feed the h. ec. of 1.; which in turn 
sends wages up. 


tin, for civilian use, gets cut by 20 percent in 
February. The use of copper in a long list of 
civilian goods, including window screens, gets 
pinched out in March. A lot of hardship cases 
are developing and will receive consideration. 


Retailers and wholesalers are permitted to raise 
prices as the costs of their goods go up; but 
they’re supposed to continue the mark-up at 
the figures prevailing in the pre-Korean period. 
Many manufacturers can raise the prices of 
certain lines, under the new rules; for example, 
on individual lines that are not yielding a 
profit. 
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Dealers everywhere find that a full size 

“sample” garage with a Strand overhead 
door, well-placed in the yard, steps up 4 
sales of all garage materials. Other 
dealers have found that merely building 
a garage opening, complete with Strand 
door, serves the purpose successfully. 
To go-getting dealers who want more 
sales we offer a big “special” on the 
full-size Strand all-steel Display Door 
pictured. It’s painted white with two- 
color lettering. Available in 9 x 7’ Re- 
ceding (track) type; or in 8 x 7’ Receding it 
(track) or Canopy type. Order Strand 
Display Door from your jobber—fea- 
tured now for a limited time only—at 
$25, f.o.b. Newport, Ky. 


~- 


Builders and owners (and their wives, particularly) 
get a ‘kick’ out of trying this Door for themselves, 
and discovering its easy opening and closing action. 


They’re instantly sold on the rigid, welded all-steel 
one-piece construction that makes this door a stand- 
out for strength and lifetime durability. 


A heavy galvanized zinc coat, plus high temperature 
‘heat treating, protects the Strand Door against rust, 
and provides an excellent base for paint without 
special priming coat. 

Builders like this important feature: Strand door 
saves a lot of installation time. The one-piece door 
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Win favorable attention of customers by dis- 
playing the new 9’ x 7’ Strand Door, above. 


leaf eliminates field assembly of single doors. Hard- 
ware is factory assembled, and easy to install with 
simple tools. 


There are now 4 types of Strand Garage Doors:— 
(1) New 9’ x 7’ Receding (track) type with horizontal 
lines (2) 8’ x 7’ Receding (track) type (3) 8’ x 7’ 
Canopy type (4) Double-Garage-Door, Receding 
(track) type, for 16’ x 7’ opening unobstructed by 
center post. 


Order Strand Doors for your stock—and the Strand 
Display Door— from your jobber, or mail the 
coupon if you need more information. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 
Dept. AL-1l, 2244 E. Grand Blvd. 
Detroit 11, Michigan 


(0 Please rush full information about Strand all-steel Garage 
Doors for 9’ x 7’, 8’ x 7’ and 16’ x 7’ openings. 


(1) Also send more information about your proposition on a 
Strand Display Door. 


tam a [) Builder [J Dealer [) Prospective Owner [] Other 
NAME____ 
ADDRESS Se ee 
CITY STATE 
2 Oe ee ee ee ee ee es ee ee ee ee © 
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NEWS BRIEFS 





Lumber is on the rebound price and demandwise—and nobody 
quite knows why. Best guess is that retailers are just jittery 
enough to place orders for spring stocks now. These orders nor- 
mally don’t hit the mills in volume until February. 


* & 


Manpower shortages will be reaching down into the dealer level 
by spring. Now is the time to be lining up and training replace- 
ments. Men in the older age brackets will have to be fitted into 
both the sales and labor pictures. Dealers are finding that women 
make excellent sales personnel in the store. 


* * * 


Wage, materials and price controls are all around the corner. 
The administration would still like to be tough on prices, easy on 
wages. It doesn’t make sense; but it’s politics. 


* * * 


Wages, as indicated above, are not controlled at present; prob- 
ably never will have an unyielding ceiling. A good many food lines 
are exempt from controls until they reach those more or less elas- 
tic parity levels. And so on. Well, don’t shoot the ECA organist, 
and all that stuff. He’s doing the best he can; and, considering the 
organ he’s got at present, he’s doing pretty good. 


* * * 


As the NRLDA sees it, the ECA “is feeling its way, both on 
matters of price control and on the matter of wage control.” Of 
course it’s a tough job. All the factors in the big pattern are set 
for a continuous rise; and stopping that spiral all of a sudden 
could issue in some extraordinary by-products. The ECA is work- 
ing faster and more to the point than may appear. 


* * * 


Mandatory Controls: They’ve been in the cards from the begin- 
ning, and they’re being prepared now; but fast. The timing is a 
guess; but those who ought to know expect the things to light on 
us, all spraddled out, within a matter of weeks. 


* s * 


One reason for this estimate is that the change-over to war pro- 
duction is making hoped-for, but unexpected, speed. By the last 


of March or maybe by the middle of April it’l] be far enough along 


to play hotfoot with the civilian economy. 


s + * 


The weapons output is already rising; and in an economy 
already committed fully to civilian goods production, this big 
diversion could whoop the prices of suddenly scarce articles for 
civilian use to the point of blowing the works. 


Already there have been a vast lot of war orders placed on the 
assembly lines; and there have been more cutbacks on consumer 
goods output than most of us realize. Hence the speeding of man- 
datory controls. 

* * a 


Men of knowhow are at the top of the controls-production ma- 
chinery. Charles E. Wilson, of General Electric and of the WPB, 
is Director of the Office of Defense Mobilization. General Lucius 
Clay, on leave as chairman of the Continental Can Co., is famous 
for his skill in procurement. He served under General Sommer- 
ville and was Military Governor in Germany. He is assistant to 
Wilson. Another top assistant is Sidney Weinberg, a noted banker, 
who was high in the War Production Board in the recent war. 
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1950 Construction Report 


A record volume of new con- 
struction work was accom- 
plished in 1950, the U. S. Labor 
Department’s Bureau of Labor 
Statistics and the Building 
Materials Division of the U. S. 
Department of Commerce have 
reported. Outlays for new con- 
struction put in place amounted 
to a record-breaking total of 
almost $2734 billion, the num- 
ber of new housing units 
started far surpassed any pre- 
vious year’s total, employ- 
ment in contract construction 
reached an all-time peak, and 
output of many building mate- 
rials broke all previous records. 


Homebuilding held the spot- 
light in 1950 and accounted for 
most of the new records in the 
construction field. The hous- 
ing boom which had begun in 
the last half of 1949 reached 
unprecedented proportions in 
the spring of 1950 and contin- 
ued to exceed all previous levels 
until near the end of the year. 
Liberal financing coupled with 
an accumulated backlog of 
housing needs set off the boom, 
and a tightening of housing 
credit brought it to an end in 
the fourth quarter of 1950. A 
total of nearly $1114 billion 
was spent on construction of 
privately owned nonfarm dwell- 
ings in 1950, or more than two- 
fifths of total outlays for all 
types of construction. 

Construction of schools, 
churches, hospitals and other 
institutional buildings,. both 
private and public, also 
achieved peak levels in 1950, 
and expenditures for highway 
construction and reclamation 
and flood control rose moderate- 
ly over 1949 to a new high. 


At year-end, a different pat- 
tern of construction activity 
was beginning to develop, part- 
ly as a result of actions taken 
to prevent inflation and to con- 
serve materials that will be 
needed for defense purposes, 
and partly in anticipation of 
similar further actions that 
may become necessary. While 
homebuilding was _ declining 
from record levels, factory, 
warehouse, and store building 
increased markedly after the 
outbreak of war in Korea. 

The immediate postwar ex- 
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doing it for years. 
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or Tigard 6161 

















SPECIFIED 


Tigard, Oregon 


Telephones — Portland Line CH 3330 


DOUGLAS 


Shipped ahead of time — faster 
than promised. We hope you like 
this policy because we've been 


Standard green Fir shipped in 
specified lengths, widths, 
grades of dimension; also small 


and 


The ever-increasing number of sat- 
istied Air-King customers is the 
result of prompt, dependable serv- 
ice and good, well manufactured 
Air-King lumber. You will like it 
too. Let us know your needs today. 





AIR-KING 


MANUFACTURING 
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Red Cedar Shingle Officials Display Miniature Bundles 


Miniature bundles of Certigrade shingles are shown by officers of the Red 


Cedar Shingle Bureau following the organization’s 34th annual meeting in Seattle 


in December. 


Left to right are: Earl S. Wasser, Milwaukie, Ore., newly-elected 


vice-president, W. H. McLallen, Vancouver, B. C., newly-elected president, W. W. 
Woodbridge, Seattle, re-elected secretary-manager, and Virgil G. Peterson, Se- 


attle, re-elected treasurer. 


In addition to McLallen and Wasser, trustees elected were: 


Cottage 


Fred A. Roles, 


irove, Ore., Dale Craft, Raymond, Wash., R. D. Mackie and C. C. Rose, 


Aberdeen, Wash., Paul R. Smith and Keith G. Fisken, Seattle, E. R. Scott, Ed- 
monds, Wash., R. H. Farrington, N. C. Jamison and R. A. Wilde, Everett, Wash., 
and Charles Plant, H. V. Whittall, J. A. MacKenzie and N. A. English, Van- 


couver, B. C. 





pansion of industrial plants 
had been largely completed by 
1949 and construction of new 
factories was proceeding at a 
relatively moderate pace until 
mid-1950 when many industrial 
establishments decided upon 
further expansion. Commercial 
building had lagged behind new 
residential developments’ in 
spite of substantial postwar ex- 
pansion. A _ considerable in- 
crease in the construction of 
new stores, warehouses, and of- 
fice buildings was under way, 
however, during the closing 
months of 1950. 

Total private outlays for 
new construction amounted to 
more than $2014 billion in 1950, 
up 27 percent from 1949. Ex- 
penditures by public agencies 
of just over $7 billion were 11 
percent larger than the amount 
they spent in 1949. 

In terms of the physical vol- 
ume of work put in place as 
well as in dollars spent, 1950 
was a record year in construc- 
tion. Indications are that the 
physical volume of construc- 
tion work done in the year just 
ended was about 10 percent 
above the previous record set 
in 1927 and at least 15 percent 
above the wartime peak in 1942. 
Construction contractors em- 
ployed over 2,600,000 workers 






in August and September, 1950, 
which exceeded any previous 
record. 

Shortages of a number of 
building materials delayed con- 
struction during the year, but 
output was stepped up in re- 
sponse to the unprecedented 
demand and by the end of the 
year practically all nonmetallic 
materials were in adequate sup- 
ply. Shortages of steel, copper, 
and aluminum may be expected 
to continue, as the defense pro- 
gram takes increasing amounts. 


Maple Flooring Meet 


The 54th Annual Meeting of 
the Maple Flooring Manufac- 
turers Association will be held 
at the Blackstone Hotel, Chi- 
cago, Friday, January 26, 1951. 
On Thursday, January 25, at 
the Blackstone, the Advertis- 
ing Committee, headed by Mr. 
C. F. DeWitt, Oconto, Wiscon- 
sin, will complete plans for con- 
tinuing association advertising, 
trade promotion and public re- 
lations activities. 

Manufacturers of Northern 
hardwood flooring from the 
states of New York, Ohio, IIli- 
nois, Michigan and Wisconsin, 
will be represented at the meet- 
ing. 

MFMaA president, Mr. W. C. 
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Casini 1951 
our prospects will be surrounded 
by Bruce advertising! _ 
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Bruce Hardwood Floors | 


BLOCK « STRIP « RANCH PLANK 


For color ioe write E. L. Bruce Co., Memphis 1, Tenn. 








WHOLESALERS 


semi- 
automatic 
aluminum 
GARAGE 
DOORS ... 





JOBBERS 


TAY Cb, 
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Shipped completely as- Make sal You 
tore aaeraot! Shp. wt sier for 
approx. 100 Ibs. 
veered Ea 
Why? Because TAYCO garage doors have sales 
features no other garage door can offer. 


Most important is the TAYCO exclusive “Float- 
ing Spring” feature. It means easy operation—easy instal- 
lation. With the preloaded spring mounted on the door 
panel, no field adjustment is necessary and complete in-~ 
stallation can be accomplished in about 30 minutes. And 
it can be installed in any size opening. .. . 8’ wide x 7’ high 
and 9° wide x 7’ high are standard door sizes. 


Operation is so smooth and easy. It practically 
floats up — out of the way. No fuss! No bother! And only 
6 in. clearance behind the door is required. Lightweight 
aluminum construction and the anti-friction lifetime rollers 
add to its easy operation. 


The TAYCO garage door combines beauty, 
strength and durability. Made of tough alloy, heavy gauge 
aluminum, it stays bright and beautiful. Never requires 
painting. Won't rot, rust or warp. And will give a lifetime 
of smooth, silent service. 


Why not see for yourself why more and more 
builders and homeowners are buying TAYCO garage 
doors? They're fast sellers. Offer you an easy sales and 
profit opportunity. 


L. S$. TAYLOR MANUFACTURING CO. 


851 Marietta St., N.W. HEmlock 4825 Atlanta, Georgia 
WRITE TODAY for full information. A few 
choice wholesaler and jobber territories still 
open 


L. S. Taylor Manufacturing Co. 
851 Marietta St., N. W., Atlanta, Ga. 


Gentlemen: 
Please send full information and prices to: 


RNS gaa ice rt coreg crawl accresa eearciarer ead shekela seems weet O) Wholesaler 
I So lee beak viele ene O Na ee ee [1] Jobber 
aia ea oti Maer tl wacsm ed bo sicermacteiec cite ean eaters C] Dealer 
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Abendroth, Reed City, Michi- 
gan, in making the announce- 
ment, stated that the associa- 
tion, now in its 54th year, has 
ambitious plans for 1951. Mr. 
Abendroth said: 

“Our group has agreed upon 
an increased budget in order to 
keep the advertising, trade pro- 
motion and publicity program 
rolling. The budget also in- 
cludes funds for starting a 
long range research program. 
We hope, through research, to 
devise better methods of pre- 
venting hardwood flooring from 
expanding or contracting be- 
yond practical limits after it is 
laid. Other research projects 
of interest to the building pub- 
lic will be announced later.” 

In addition to President 
Abendroth, other MFMA offi- 
cers are: Mr. D. S. DeWitt, 
Oconto, Wisconsin, vice-presi- 
dent; Mr. W. W. Gamble, Jr., 
White Lake, Wisconsin, treasur- 
er; Mr. L. M. Clady, Chicago, 
secretary-manager. Mr. P. W. 
Abendroth, Ishpeming, Michi- 
gan, is chairman of the Grades 
Committee. 


Western Pine Record 


A report on the fourth quar- 
ter and total 1950 production 
and shipments of Western Pine 
Region lumber and _ lumber 
products and estimate of prob- 
able first quarter, 1951, ship- 
ments has been made by S. V. 
Fullaway, Jr., secretary-man- 
ager of the Western Pine as- 
sociation. The report covers 
Idaho White Pine, Ponderosa 
Pine, Sugar Pine and Associ- 
ated Woods. 

“Although our September 
29th forecast of fourth quarter 
shipments was_ apparently 
about 170 million above the 
actual deliveries in that period, 
the 1950 performance of the 
Western Pine industry has ex- 
ceeded by considerable margin 
that of amy previous year,” 
Fullaway says. 

“It is now expected that for 
the year 1950, the Western Pine 
industry will have shipped ap- 
proximately 7 billion, 6 hun- 
dred million and produced 7!»5 
billion. These shipments are 
1314 percent above those in 
1949 and production is up al- 
most 13 percent. Total regional 
stocks on December 31, 1950, 
are estimated at 1,534 million, 
down more than 100 million 
from a year ago. 

“The year 1951 begins in an 
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LUMBER DEALERS ~ 
HEATING CONTRacTORS 


i nec natica e e 

























M) HEATING SUPPLY JOBBERS 


* BUILDING MATERIALS JOBBERS 


1. WASHINGTON, 
Vermiculite Prod. Corp. 

2. JACKSONV a 
Roger Kenned 

3. ATL 

4. CHICAGO, Alexander 
Warehouse & Sales Co. 

5. JOLIET, 

Alexander Warehouse 

EORIA, 

Alexander Warehouse 

7. URBANA, 

Alexander Warehouse 

SPRINGFIELD, 

errr? Warehouse 


ad 
v 





F 
10. CHICAGO, Chicago 
Metal Manufacturing Co. 


il. EAST ST. LOUIS, Midwest 


Wholesale Materials © 0. 
12. ELGIN, Valley Merc. Co. 
13. MO oes, Domestic 

Stake it Co. 

14, PEORIA, iithins Pipe 
and Sup 


15. NUINCY. ‘« & P Heat. Co. 
16. ool a dad Mott Brothers 


17. SPRINGF 


18. EVANSVILLE, - omagy al 
Radiator H Std 


. Cor 
19. FORT WAYNE, Tri- State 


Heating Supply Co. 


20. eh! 
‘Berkheimer Co. 
21. INDIAN wong 
Ce ~ ai Supply Co 
1S, 


1 + Aa Dist. Co. 

23. INDIANAPOLIS 
Na cae Co. 

24. SOUTH BEND, 
Great Lakes Dist. 











n 
uo 
. 


st. ore. (Br: 
N 


urn. & Pa Rep. Co. 
VIL 


30. DEARBORN, My Ae Air 
FERND Supoly ¢ 
McCaul 


Lumber & Coal Co. 
32. GRAND RAPIDS, Evans 


J exson, Lumber Co. 


w 
od 











i 
J 


u LUTH, § 
and C Wy oo 


ANTA, Dealers Sup. Co. 


Peter Veedenburgh Lumb. Co. 


Cor 
FORT WAYNE. Great Lakes 
PORT, Great Lakes 
Branch) 


Central Michigan 
poly. Inc. 
tandard Salt 


35. 


MINNEAPOLIS, 
Gage-Reeves Co. 


36. ST. PAUL, MacArthur Co. 


4 


> 
ao 
. 


48. 


49. YOUN 


50. 
51. 


Falstad. Lumber 
‘ oo 


NSAS CITY, Kansas 


. KA 
giv Build. Sup. Co., Inc. 


Louis, Dealers 
Service & Supply Co. 
OMAHA, D. E. McCulley 


40. BUFFALO, Schaefer Warm 


Home Crafts, Inc. 

GRAND FO 

ware Build. Sup. Co. 
LLISTON 


Co. 
The Hardware & 


Sup ; oe. 
\e BINCINNATI, 


{ 

are Suppl > & 
co erican 
' 





DAYTON, The Dayton 


* Builders Supply Co. 


vet ree. Adam Loos Co. 
yg seg Youngs- 
town Build. Mat. & Fuel Co. 
PORTLAN 

Mercer Steel Co., Ine. 
PHILAD wi gt ng 
Pierce-Phelps, 

CHARLEST ON. "Vea- Smith 
Building Material Co. 
GREENVILLE, Wholesale 
Heat. & Sheet Metal Sup. 
PIERRE, Schmit Sheet 
Metal Shop 


. RAPID CIT 


TY, 
ph] un eaen Co. 
X FALLS, 
a Buchanan’ a b. 


0. 
SALT LAKE CITY, Ashton 
Heat. & Air Cond. yt 


teen 


134 





BuILpING Propucts MERCHANDISER 


Peseta ees semnpnten ne, 


CORPORATION 


CHICAGO 3, 
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These Uan-Packeh 
JOBBERS CAN SHIP 
PACKAGED CHIMNEYS NOW 








58. MILWAUKEE, 
Wisconsin Ice & Coal Co. 
59. OS ew Pipkorn Fuel 


Sup: wow, © Co. 
60. sg | LL 0, Garrett 
Lines, inc, (W'reh’se) 
WARK. Van-Packer 





Now Van-Packer Chimneys are 
available everywhere . . . with- 
out waiting. You'll find a Van- 
Packer jobber in your vicinity 
ready and able to give you im- 
- Sears ON, mediate delivery and service. 
* a Y, Alert Pipe & Powerful, full page, color ad- 
67. DENVER, The as a vertising to builders presells 

Van-Packer to your customers. 

Over 75,000 Van-Packer Chim- 
neys are now in use—proof 
of Van-Packer’s acceptance 
among architects, home own- 
ers, builders and code officials. 


rehou' 
63. STEWART MANOR, P. G. 
Building Enterprises, Inc, 
64. WATERLOO, Waterloo 











: Building Enterprises, Inc. 
ALASK 


° CA ee 
E. ‘g_ Const. a 
72. HAINES. Mee P. B. Alle 


D> 











SOUTH CLARK STREET 
ILLINOIS 























Consistently 


LOW 
_ PRICES 


Warehouse or 
Carload Shipments 


\ wee \\ WGC Bn. 


WS 


WWW 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


STOCK 
PANELS 


Grades A-A, A-1, A-2, 
A-3, 1-1, 1-2, 1-3, 2-2, 
2-3, 3-3. All thick- 
nesses: 1” to 34”. 
Complete stock sizes 
or your sizes upon 
request. 


> 
Cc 


WN 
8 


BIRCH 
DOOR PANELS 


Z Grades available: 1-3, 2-3, 3-3, 
Y in 1° and 3/16” thicknesses. 
All panels are 3-ply construc- 
tion. 


Phenolic, Urea. Melomine and 
10 Cycle Glue. All hot press 
glues. on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs, 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


EPENDABLE 
DELIVERIES 


Z, 
4 
Z 


COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Uj : 
jj, Telephone — Midwest 4-3450-53 
Vf Birmingham 500 








atmosphere of doubt and un- 
certainty. Government controls 
of construction credit and ac- 
tual and impending curbs on 
the use of essential metals in- 
dicate a drastic drop in residen- 
tial construction from the 
record levels of 1950. The emer- 
gency status of the nation and 
the mobilization program can 
be expected to bring about 
rapidly a fully regulated econ- 
omy. It would be surprising if 
this did not result, at least 
temporarily, in serious econom- 
ic dislocations. For the imme- 
diate future there appears little 
prospect of any great military 
need for lumber. _. 

“FHA figures show a backlog 
of 400,000 residential units with 
approved FHA, VA or private 
loan commitments. Currently, 
however, new starts are down 
substantially from previous pe- 
riods and from the levels of a 
year ago. There seems nothing 
to indicate that residential con- 
struction can be expected to at- 
tain anything like the volume 
of 1950. One evidence of the 
trend is the decline during the 
past two months of lumber de- 
liveries as compared to a year 
ago. 

“Based on such factors and 
on all other available informa- 
tion, it now seems probable that 
during the first quarter of 
1951 shipments (consumption) 
of lumber from the Western 
Pine region will approximate 
1,140 million. 


Market News 


Seattle—Camps and mills ob- 
served the usual recognition of 
the Christmas-New Year’s holi- 
days by shutting down. With 
many shingle mills the eve of 
Christmas brought only a con- 
tinuation of the voluntary cur- 
tailment they have practiced 
for the last month. Except for 
heavy rains which broke rec- 
ords and some flood threats 
weather conditions have been 
good for production in contrast 
to last year when heavy snows 
and cold brought the worst 
winter to this section in many 
years. 

Demand-prices — Mills have 
fair order files by their own 
selection and are indifferent to 
orders at this time. Some hem- 
lock items bring as much as fir 
for the larger mills. A few 
mills advanced some prices but 
it is questionable whether they 





will stick. C and Btr upper 
items in some instances’ went 
up $5.00. The cutting market 
is very firm, especially timbers. 

There is little trading, hardly 
enough to pin point prices. 
Generally fir, hemlock, cedar, 
pines and spruce prices aye 
unchanged. Some pine prices 
rolled back to about December 
Ist. Shingle prices are a littie 
stronger. However, all marke's 
tend to firm. Nothing in the 
picture indicates a coming 
softer market. 

U. K. has bought large quan- 
tities of hemlock and U. S. mills 
have a very large unfilled or- 
der file for this item, so much 
so fir production will be cut for 
hemlock. 

Supply—Car material is get- 
ting harder to buy but most 
items of lumber are in fair 
supply. Royal shingles con- 
tinue scarce. 


Tacoma— The start of the 
new year finds the local lumber 
industry in pretty fair shape 
despite the uncertainties of the 
international situation. Prices 
on the whole seem to be hold- 
ing to a pretty set line and the 
market in general is firming 
up, although most operators 
are keeping a weather eye on 
the war horizon and are not 
making too heavy advance com- 
mitments. Locally some of the 
steadying of the market is at- 
tributed to the fact that heavy 
surpluses of Oregon lumber 
that accumulated during the 
rail car shortage have been ab- 
sorbed by the market. Ply- 
wood manufacturers believe 
that the new NPA order 
against consumer hoarding will 
have little affect on their prod- 
uct. Harry Schrader, Jr., man- 
aging director of Douglas Fir 
Plywood Association, believes 
that the new order merely 
broadens an earlier anti-hoard- 
ing ruling directed at manufac- 
turers, distributors and indus- 
trial users of building materi- 
als. This earlier regulation, he 
explained, has not changed ply- 
wood production or distribu- 
tion because there was no ex- 
cessive accumulation of ply- 
wood in the trade, he said. He 
said that the 59-factory West 
Coast plywood industry now 1s 
turning out a record 55 million 
square feet of plywood weekly. 
At present, he said, 10 per cent 
is being delivered to the mili- 
tary and a like quantity is go- 
ing to firms working on mili- 
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Start NOW reaping year-round profits 
with National Lock BUILDERS HARDWARE 


BOLTS 


A65-153 








Co 
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ww 





Barrel Bolts are made of steel in 3 sizes... with 3, 4 and 5 inch bolts. Items are finished with 
base in black enamel or brass plate. Bolt is brass plate. Packed one dozen in a carton with screws. 


One of many quality-made, in-demand hardware 
items from NATIONAL LOCK’S complete line... 


National Lock Builders Hardware provides consistent profits 
month after month. Items are offered in a wide range of sizes, 
specifications and finishes to answer every builder and consumer 
need. Many are attractively packaged. All are shipped in dur- 
able, compact cartons. Handsome counter display boards are 
provided FREE to help you sell. Order a well-rounded inventory 
NOW, as illustrated in our Builders Hardware Catalog. Write 
us if you do not have a copy. One will be sent free of charge. 


Ask your favorite supplier about National Lock Hinges, Butts, Hasps, Latches, Pulls, Sash Locks 





~ en rc - 


WALIUHAL LUG te [ 
ROCKFORD, ILLINOIS * MERCHANT SALES DIVISION 


DISTINCTIVE HARDWARE....ALL FROM ] SOURCE 
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@ building contractors 
e builders 

e draftsmen 
e architects 


FRONT WARM ¢ © 
AIR OUTLET 4= 
\ & 





SIDE WARM AIR oy, 
vet 
e wane AIR - 
$10) 


COOL AIR_INLET 


/ 
COOL AIR INLET 


HEATFORM Model ‘‘A"' 
Eight stock sizes 24” to 72” 


WARM AIR 
/ OUTLET 


WARM AIR OUTLET 


COOL AIR INLET 
ee 


“SCOOL AIR INLET 


HEATFORM Model “'S" 
View of Fire from Front & Side 


ROCKWOOL 

COVERS y 

COMPLETE LZ 
ORM ase 









F PF VE s) 7S 
MOKY 
REPLACES 


MM ASSURES 19},"4 
PROPER CONSTRUCTION [**" 
A) OF THROAT 








SUPERIOR FORM DAMPER 
the Architects’ Friend 











This 36-page book contains 50 beau- 
tiful interiors and fireplace designs. 
These photographs were selected 
from our National Photo Prize Con- 
test. The book contains elevations, 
sections and plans for installation of 
three HEATFORM Models: A, C and 
S. It also shows proper location of 
fireplace for best heating results; how 
to heat adjacent rooms on first and 
second floor, and other valuable fire- 
place information you will want. 


HEATFORM 


®@ Model “A” is the standard 
HEATFORM used in homes through- 
out America for the past 30 years. 
Complete information on Model 
A" and Superior Form Dampers 
is contained in: 


1950—Sweet’s Architectural File, Section 29g/7 
1950—Sweet’s Builder's File, Section 4-c/26 
1951—Sweet’s Architectural File, Section 29k/Su 
1951—Sweet’s Builder’s File, Section 4-d/Su 
1950-51—Western States A-E-C Catalog File 


Model C and S are completely de- 
scribed in Book of HEATFORM Fire- 
place Designs. 


SUPERIOR FORM DAMPER 


— the Architects’ Friend — always building 
good fireplaces without your personal su- 
pervision. It saves in labor time — no forms 
to build, no bricks to cut, no throat to plas- 
ter. Cracking of masonry is eliminated by 
use of rock wool and detached lintel bar. 
It is constructed of heavy steel for lifetime 
service. 


*T. M. Reg. 


SUPERIOR FIREPLACE CoO. 


1709-D East 15th St. 
Los Angeles 21, Calif. 


601-X North Point Road 
Baltimore 6, Maryland 


Pioneer manufacturers of heat circulating fireplaces and Form Dampers. Nationally adver- 
tised to millions of potential users. Sold through leading building supply dealers everywhere. 


HEAT FORM 








The 


SUPERIOR 
heat circulating 





most efficient and durable of all 








tary contracts. This, he ex- 
plained, is a big increase over 
pre-Korea. 


Lumber—National 


Lumber shipments of 401 
mills reporting to the National 
Lumber Trade Barometer were 
3.5 percent below production 
for the week ending December 
23, 1950. In the same week new 
orders of these mills were 6.2 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 50 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders 
were equivalent to 25 days’ 
production at the current rate, 
and gross stocks were equiva- 
lent to 46 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.4 percent above 
production; orders were 6.2 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 77.6 percent above; ship- 
ments were 76.8 percent above; 
orders were 66.5 percent above. 
Compared to the corresponding 
week in 1949, production of re- 
porting mills was 11.1 percent 
above; shipments were 6.6 per- 
cent above; and new orders 
were 22.7 percent above. 


Western Pine 


The 76 mills reporting to the 
Western Pine Association for 
the week ending December 23, 
1950, cut a total of 48,190,000 
feet for the period. Production 
for the corresponding week a 
year ago amounted to 38,688,- 
000 feet. Shipments for the 
week amounted to 46,309,000 
feet compared to 47,454,000 
feet the previous year. Orders 
received totaled 53,386,000 feet 
compared to 51,708,000 feet for 
the corresponding week a year 
ago. Unfilled orders stood at 
141,824,000 feet at the week’s 
end and gross stocks amounted 
to 566,400,000 feet. Both fig- 
ures are down somewhat from 
the corresponding figures for a 
year ago. 


Southern Pine 


Production of Southern Pine 
by the 107 mills reporting to 
the Southern Pine Association 
for the week ending December 
23, 1950 totaled 16,296,000 feet. 
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‘Remodeling with — makes | 
(old homes look like new homes! | 


NO “PATCHED-UP” OR 
“MADE-OVER” LOOK 
WITH DUA-LAPS...USE 
GENUINE DUA-LAPS 
ON YOUR NEXT 
REMODELING JOB! 



























































































































Dua-Laps not only brighten 





and modernize, but insulate and 








be i weather-proof. Pre-stained in a 




















' choice of eight lively, appealing 





colors, these durable shingles are 

















the “Sunday suit” to dress up 
tacky homes. Exceptional flexi- 
bility permits each unit to hug 











i | _- warping, aging walls and seal off 
CHE every nook and cranny. This 
keeps the elements out, precious 
heat in, slashes fuel bills about 
a third. 

Genuine Dua-Laps are made 

















only of certigrade straight-grain 














































red cedar, with lasting finish 


baked on by infra-red light. 
Write Dept. B 


HN 





vue 






BUILDING Propucts MERCHANDISER 17 








This was 3.90 percent below the 
three year average. Shipments 
for the week amounted to 12,- 
802,000 feet. This was 22.98 
percent below production and 
25.98 percent below the three 
year average. Orders received 


for the week’s period totaled 
17,372,000 feet. This was 4.51 
percent above production and 
0.44 percent above the three 
year average. Orders on hand 
increased by 11.41 percent dur- 
ing the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends ana as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
if Cc D 
BEG senevannenes 170.00 160.00 120.00 
Flat Grain Flooring 
Se aveeueareeen 145.00 135.00 103.00 
BMG eecckcecsveve 165.00 160.00 110.00 
Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #£116).155.00 150.00 115.00 
Celling 
OEE. seecceunan 115.00 110.00 70.00 
arene 120-130 115-125 100.00 
Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
No. 1 ...-€7.00 70.00 68.00 70.00 
me. S «+ es8Oee 67.00 65.00 67.00 
NO. S « «+0406 57.00 55.00 57.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 69.5 69.50 69.50 73.50 73.50 
2x 6 74.50 74.50 74.50 74.50 74.50 
2x 8 74.50 74.50 74.50 74.50 74.50 
2x10 74.50 74.50 74.50 74.50 74.50 
2x12 74.50 74.50 74.50 74.50 74.50 
No. 2 Dimension 
2x 4 67.00 67.00 67.00 69.50 69.50 
2x 6 66.00 65.50 66.00 70.00 70.00 
2x 8 65.50 65.50 65.00 69.50 69.50 
2x10 65.50 65.50 65.50 65.50 65.50 
2x12 64.00 64.00 64.00 64.00 64.00 
No. 3 Dimension R/L Only 
BS. ctdeasewerbinséneweewenen 49.00 
De sebeeedneeeneeec ees eee een 49.00 
i rr ee ee ee 45.00 
Di es6censceus unos aeaweoae 41.00 
Ee ee en 41.00 


(Add $10.00 to $12.00 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 

S2 or 4S 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ...265.00 275.00 260.00 

Shop, S82 No. 1 No. 2 
 e PSS ee re 155.00 135.00 
ME diane kansqmeu amano’ 150.00 120.00 

Commons 

S2 or 42 No. 2 No. 3 No. 4 
1x 8 RL .--128.00 94.00 75.00 
1x12 RL . -124.00 90.00 wea 

Trim 

Uppers RL 1x4 1x5 1x6 1x8 
Da 2 Unis aeblea «cess adeue ewarie 
NS ahnde  6ecbe eewas eke 

Idaho White Pine 

Selects, S2 

or 4S 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 255.00 260.00 265.00 
ee «ese 205.00 210.00 225.00 235.00 

Commons, S82 or 4S No. 1 No. 2 No. 3 

ae wweaceuewus 135.00 130.00 114.00 
EE. Se keew sewed 135.00 120.00 94.00 

Sugar Pine, Selects, 

S2 or 48 /4 RW ae Rw ad? RW 
B&Btr. RL...300.00 00 05.00 
aS BEE veeseees 275.00 a8. 00 195,00 
a eee te caeuee 255.00 240.00 175.00 

Shop, S28 No. 1 No. 2 No. 3 

oe KGesewese we 150.00 120.00 90.00 
rere 150.00 120.00 90.00 
, aaa 150.00 120.00 90.00 


SOUTHERN PINE 


Vertical Grain Flooring c 
170.00 


155.00 
155.00 


155.00 


= x6 
Drop Siding 
1x6 (Pat. #£106).165.00 
1x6 (Pat. #116).165.00 155.00 
Ceiling 
st ee eT 150.00 140.00 


eee eee eee ee ee eee eeees eeree 


1x10 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 





2x 4 .85.00 87.00 91.00 94.00 94.00 

2x 6 .83.00 85.00 89.00 92.00 92.00 

2x 8 .83.00 85.00 89.00 92.00 92.00 

2x10 .89.00 89.00 89.00 92.00 92.00 

2x12 .92.00 92.00 95.00 101.00 101.00 
No. 2 Dimension 

2x 4 .78.00 80.00 84.00 87.00 87.00 

2x 6 .76.00 78.00 82.00 85.00 85.00 

2x 8 .76.00 78.00 82.00 85.00 85.00 

2x10 .82.00 82.00 82.00 85.00 85.00 

2x12 .82.00 82.00 88.00 97.00 97.00 
No. 3 Dimension ve omy 

2x 4 .55.00 

2x 6 .55.00 

2x 8 .55.00 

2x10 .55.00 

2x12 .53.00 

REDWOOD 
Finish 

BE BEDte. BIGGS 2... cccccccss 120.00 

BE BRB. TGS oc ccccccccce 150.00 

eS TS OO Ea 185.00 
1x 4 eee eos S0eee 
8 OE OO errr re 180.00 
Se Dee Sy. 6 vececcseccces 195.00 
Re DEO GENE, cece cccececewes 210.00 
BSED TEsSEs Bere cccecncncesesss 220.00 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 


Clear Case “— 

2624 inch ...ess 95.00 83.00 75.00 
TASS INCH 2. ccc 120.00 118.00 88.00 
x6 — conens 155.00 143.00 120.00 
x8 inch ..ces 185.00 173.00 130.00 

Clear Renegaiow ee % Inch 

a eee 10.0 198.00 160.00 
2 ae 230.00 218.00 175.00 
Ot 230.00 228.00 165.00 


Finish, B and Btr. S28 or 4S, 
ae 4 or Rough 
8 





ere eee ree 145.00- toa 00 
BE. .Wiie av barhieeeeaare ewer 5.00 
er ee 188, 00 
Ceiling or Flooring, 
B and Btr., 9-16’ 
Bé&Btr. Cc 
BES siveeeneeees 100.00 97.00 85.00 
BO deudwwnerees 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
SS gk |) nr 18.50 
tte cs reer ere 11.50 
Sa eres 8.50 
Perfections 
ee sp reer ee oo 25 
a rrr 
ee a) eee f 7 
xx x 
ge fo  : eerreeere ores 11.00-11.25 
BO ORE GEE hicks ceed avees 
ge Be . Seen rarer 5.75 


ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 1x10 
No. 2&Btr..114.00 112.00 115.00 
No. 38&Btr.. 93.00 96.00 102.00 

No. 1 Dimension 

4 14’ 16’ 18’ 
2x 4 83.00 83.00 83.00 83.00 
2x 6 83.00 83.00 83.00 83.00 
2x 8 83.00 83.00 83.00 83.00 
2x10 83.00 83.00 83.00 83.00 
2x12 74.00 74.00 74.00 74.00 

No. 2 Dimension 
2x 4 78.00 78.00 78.00 78.00 
2x 6 78.00 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 78.00 
2x10 78. 00 78.00 78.00 78.00 
2x12 74.00 74.00 74.00 74.00 


4.0 
(Boards graded No. 1, 2, 3, at flat 


1x12 
125.00 
112.00 


20 
83.00 
83.00 
83.00 
83.00 
74.00 


78.00 
78.00 
78.00 
78.00 
74.00 








price; no price for straight 'No: 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 
WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr. Cc D 
eee 165.00 155.00 115.00 
Flat Grain Flooring 
< Sale near eae 140.00 130.00 98.00 
Ms finceeiales o esera wee 160.00 155.00 110.00 
uae Siding 
1x6 (Pat. #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 110.00 
Ceiling ; 
errr 100.00 105.00 65.00 
OS ee 115-125 110-120 95.00 
Boards and Shiplap 
(Dimension and 1 and 2’ 
dry) 1x6 1x8 1x10 1x12 
NO. Bose teee 81.00 81.00 81.00 
No. 2.....76.00 78.00 78.00 78.00 
No. 3....59.00 61.00 61.00 61.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.50 84.00 83.00 83.00 
2x 6 81.50 81.50 81.50 83.00 83.00 
2x 8 80.00 80.00 79.00 79.00 79.00 
2x10 80.00 80.00 80.00 80.00 80.00 
2x12 78.00 78.00 78.00 78.00 78.00 
No. 2 Dimension 
2x 4. 76.00 76.00 76.00 78.00 78.00 
2x 6 75.50 75.50 75.50 75.00 75.00 
2x 8 75.00 75.00 74.00 74.00 74.00 
2x10 75.00 75.00 75.00 75.00 75.00 
2x12 73.00 73.00 73.00 73.00 73.00 
No. 3 Dimension R/L Only 
NT ini Gg diac einta ar eva eenieueiate e kleckiane 50.00 
Baal cia otpr ucio eta de Batenecctanesera ieee pe eee 54.00 
WP) Sehane cte-anepak dbusaa Warm caren, Sautereiarernie 48.00 
BE 5.%rcshererebikaea eR erabe oreo ala elee es 50.00 
BE. 3 eo eae waw eee ich aaa nee 50.00 
OAK FLOORING 
Clear Pin qix2K% #x1l% %x2 %xl 
White ..245. 215.00 187.50 177.50 
Red ....245. 00 215.00 187.50 177.50 
Sel Pin. ’ 
Red ....215.00 195.00 167.50 1652.50 
White ..215.00 195.00 167.50 152.50 
#1 Com. 
White ..190.00 165.00 152.50 132.50 
Red ....190.00 165.00 152.50 132.50 
#2 Mixed 
15” Shorts 
105.00 77.00 77.00 65.00 
#1 Com. & é 
Btr.. .-135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 


cars, new bundling, 6 to 18’ are: 
Beveled Siding, % inch 


Clear “a “EY 
44x4 inch ...... 95.00 92.00 70.00 
7eE5 INCR 20+: 120.00 118.00 88.00 
%x6 inch ...... 155.00 153.00 120.50 
MeO WER 226605 185.00 183.00 145.00 
Clear Bungalow Siding, % Inch 
BS PG scence. 210.00 208.00 160.00 
: 2. re 230.00 228.00 190.90 
Ce eer 230.00 228.00 165.00 
Finish, B and Btr. S2 or 4S, 
6-16’ or rough 
Re Ganmneas Perauisrae nie: Bletn a etace 145.00-165.90 
1x10 seta weraib tte aicina nice eae 175.00 
EMRE .<xceeseeeaees vem 185.00 
Odili or ee oe — . 
SEE caccitenseues 100.00 97.00 Pi 10 
OS rere 100.00 97.00 85.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— a 
Listing under $4.00—list plus 125 pe 


— 


cent. , 
Listing $4.00 and over—list plus 1:9 


per cent. 
Clear Lattice, 6 to 16”, 5-16’ 
100 Lin. Feet 
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x12 
15.00 


(2.00 


53.00 
33.00 
53.00 
53.00 
4.00 


8.00 
8.00 
8.00 
8.00 
4.00 


fills 
pa - 


1.00 


20’ 
33.00 
33.00 
19.00 
30.00 
78.00 


78.00 
5.00 
4.00 
75.00 
73.00 





* A Winning Formula 


Our country has won every war in its history. 
But in the last two world wars we lost the 
peace that followed. We have the power to win 
military victories. Can we find a winning for- 
mula to wage Peace? 


Winning the peace means winning the War of 
Ideas. 


As a business executive, to win the War of 
[deas against our enemy Communism, I must 
start with me. Am I conscious of my country’s 
peril? Do I recognize that the freedom to make 
and keep a profit is inseparable from other 
freedoms? Do I believe our business structure 
benefits everyone? Am I convinced that the char- 
acter of business management is as good as 
my own? ; 

Am I ready to demand economy in govern- 
ment—even though my special interest may be 
hurt? Will I fight to conserve my country’s 
resources, material, physical, moral and spirit- 
ual? Will I accept the responsibilities which 
will earn for me my rights as a Citizen? Will 
I let my voice be heard through my votes and 
through my political representatives? Will I 
take on the responsibility myself and persuade 
others to enter the selling crusade for Freedom 
—the American Way? 

When I have answered all these questions af- 
firmatively and when I have dedicated myself 
to this job, I must next sell my family, my 
friends, my associates in business, my social and 
commercial contacts and my church. I must 
carry Freedom’s Sales Kit of Ideas with me 
every waking hour, until the work of selling 
Freedom is as natural to me as breathing. 


Then I must organize cells and teams, as 
the enemy does, to infiltrate with freedom’s 
propaganda our schools, industry, communica- 
tion structures, churches and legislative halls, 
until our youth, our fighters, our home front 
workers, our women—our whole people—are 
united on the Principles of Freedom. 


I will use the technique of contrast in making 


Freedom Sales. I will not hesitate to knock and , 


even try to knock out my competitor—Com- 
munism. 


Let’s put Freedom’s Package of Benefits and 
what Communism offers side by side and take a 
look at the two sales packages. 


Freedom Offers Communism Offers 
A free business struc- Political monopoly 
ture Profit only to party 
Universal profit members 
High Principled man- The whip and the dou- 
agement ble cross 





* This is the last of a series of editorials on the general 
subject “Our Grave Dangers and Some Patterns for Sur- 
vival.” 


BuILpING Propucts MERCHANDISER 


EDITORIAL 


Legal taxes Confiscated property 

Highest known living Subsistence living 
standards standards 

Limited government Tyranny 

A free secret ballot No choice and no vote 

A bill of duties Dictatorial edicts 

Plenty for all Famine for millions 


Where we live by salesmanship, the enemy 
lives by murder, theft, rape and _ sabotage. 
Where we have freedom—he offers slavery to 
the state. Where we have trust in God—he 
offers denial of God. With this contrasting 
presentation before us, what reasonable per- 
son will buy the enemy’s offer? 

We just haven’t done a selling job on free- 
dom’s benefits at home or abroad! 


Other than the crime-stained leaders of Com- 
munism, is there any citizen of the world on 
either side of the iron curtain who wouldn’t buy 
our way of life if he understood it? The same 
deadly dynamic exists in Communism as in the 
life of a typical criminal. Almost without ex- 
ception a hardened criminal continues the life 
of crime until he is put away for good. 

Communism because of its criminal nature 
must continue murdering, thieving and raping 
until it is contained and controlled, until the 
iron curtain is a prison wall, or until an internal 
revolution has swept away the criminal leader- 
ship. The sad thing about Communism is that 
it can never be voted out by its people. 

What dynamic do we have to match this 
deadly dynamic of Communism? 

The dynamic we need is a united crusade to 
sell Freedom’s Package of Benefits, starting in 
our homes, our businesses, our clubs, our 
churches, our communities, and spreading across 
the states to the United Nations and ultimately 
to a freedom seeking world. 

It is said that the second largest item in 
the Russian budget after military expenditures 
is the expenditure on propaganda. And con- 
trary to general opinion outside of the iron 
curtain, the largest part of this budget is spent 
internally. It is reported that over 200,000 
Communists within Russia devote their entire 
time and energy to internal propaganda. They 
are salesmen of Communism on the payroll of 
their government. 


We do not need and should not have govern- 
ment payrollees as propagandists. But we do 
need hundreds of thousands of volunteer prop- 
agandists of the American way, spending a part 
of their time every day selling the benefits of 
the American way—To Americans! 

What better propaganda structure could we 
have than the salesmen of America? In starting 
this work we have the assets that we are indis- 
putably the richest nation in the world in 

(Continued on page 127) 


65 








OVER 700 PRODUCTS will be exhibited at the 1951 NAHB show. 








THOMAS P. COOGAN, 
President, NAHB 


Home Builders Plan Record-Breaking Show 


Material exhibit of 700 products will highlight annual NAHB con- 
vention in Chicago, with a business program geared to the problems of home build- 


ing in 1951. 


A record turnout exceeding 
16,000 persons from the home 
building industry is expected 
in Chicago for the Annual Con- 
vention and Exposition of the 
National Association of Home 
Builders, which opens January 
21 and continues through Jan- 
uary 25. 


Joining the builders in the. 


big industry-wide conference 
will be over 4,000 lumber and 
building material dealers and 
distributors as well as large 
numbers of architects, engi- 
neers, manufacturers, financial 
representatives and other al- 
lied groups. 

In an action packed conven- 
tion program, builder interest 
will be centered on _ sessions 
dealing with financing, mate- 
rial scarcities and other cur- 
rent production problems. 
Leaders of government and in- 
dustry will take part in dis- 
cussion panels and audience 
participation meetings de- 
signed to clarify these issues 
and help the average builder 
decide what and how to build 
in 1951. 

Sharing the spotlight with 
this timely convention program 
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will be a huge exposition of the 
latest building materials and 
home equipment. More than 
700 home building products will 
be on display in the exhibit 
halls of the Stevens and Con- 
gress Hotels. The impressive 
show will open Sunday after- 
noon, January 21. 

The convention will get off 
to a fast start on Monday morn- 
ing, January 22, as women 
home builders present a special 
program to air their views. In- 
cluded will be discussions of 
women’s activities in politics, 
providing housing for minority 
groups, and a spirited debate 
on whether home builders are 
meeting the needs of American 
housewives. Mrs. Henry Chal- 
aron of New Orleans will be in 
charge of the meeting, assisted 
by Mrs. Henny Mollgaard, Mil- 
waukee, Mrs. Maud Butler of 
Tulsa and Mrs. Irvin Blietz, 
Chicago. 


Shop Talk Sessions 


At the same time, the first 
of four informal “shop talk” 
sessions for builders will get 
under way. The purpose of 
these meetings is to give build- 


ers an opportunity to swap ex- 
periences and exchange infor- 
mation on their operations and 
mutual problems. This new 
feature will be completely in- 
formal with no set program. 
Earl Smith, Berkeley, Calif., 
builder, will be in charge of 
the meetings. 

Senator Everett Dirksen 
(R., Ill.) will deliver a major 
address at the opening general 
session on Monday afternoon. 
The balance of the session will 
be devoted to association busi- 
ness. Speakers include Presi- 
dent Thomas P. Coogan, Con- 
vention Chairman E. M. Spie- 
gel, Secretary Joseph Haver- 
stick, and Executive Vice Presi- 
dent Frank Cortright. 


New Product Show 


Another brand new feature 
will be the ““New Products Show 
of 1951,” produced by NAHB’s 
new products ace, Joseph 
Schulte. This colorful show 
will consist of dramatic demon- 
strations of a score of outstan«- 
ing new products. It will be 
staged several times on Mon- 
day and Tuesday in the Eighth 
Street Theater. 
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FRANK W. CORTRIGHT 
Executive Vice-President 


A series of clinic discussions 
will get underway on Tuesday 
morning, January 23. Subjects 
scheduled are builders’ tax 
problems, low cost rental apart- 
ments, defeating public hous- 
ing by local referenda, and 
building and merchandising 
$20,000 and up houses. 

The Tuesday afternoon gen- 
eral session will be one of the 
most valuable of the conven- 
tion. It will bring together 
spokesmen for the home build- 
ers, material suppliers and the 
government in an informative 
panel discussion entitled, “Sup- 
ply and Distribution of Build- 
ing Materials in 1951.” The 
gypsum, brick, steel, copper, 
brass, plumbing and _ heating, 
lumber and electrical manufac- 
turing industries will be repre- 
sented on the panel. Later, 
delegates will hear Senator 
John J. Sparkman (D., Ala.) 
who will deliver an address on 
the role of government in hous- 
ing in 1951. This session will 
close with the presentation of 
NAHB’s educational and pub- 
lic relations campaign by 
builder Fritz Burns of Los 
Angeles. 

Meanwhile, the convention 
goers will be seeking additional 
information on building mate- 
rials and home equipment di- 
rect from manufacturers in the 
Exposition. Exhibitors will 
send more than 2,000 represen- 
tatives to Chicago to demon- 
Strate and explain their prod- 
ucts and confer with interested 
builders. Many manufacturers 
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PAUL S. VAN AUKEN 
Convention Director 


are reported to be ready with 
ideas for substitute materials 
and new, money saving meth- 
ods. Technical experts will be 
on hand to analyze working 
plans and submit design and 
installation ideas for builders. 

Over 160 manufacturers have 
taken space in the show, which 
will include a large number of 
new and recently improved 
products. 


Better House Design 


“Better Design for Today’s 
Houses” is the challenging sub- 
ject of the Wednesday morn- 
ing, January 24, panel discus- 
sion. An outstanding group of 
architects, builders and other 
design authorities will take 
part. Slide films of prize win- 
ning designs will be used in con- 
junction with the discussion. 

Other Wednesday morning 
meetings include an FHA-VA- 
Federal Reserve Board ques- 
tion and answer session, a wo- 
men’s auxiliary meeting and a 
discussion of prefabrication. A 
discussion clinic devoted to 
bookkeeping and time and ma- 
terial accounting will feature 
studies made by the University 
of Michigan on job and admin- 
istrative accounting for build- 
ers. 

On Wednesday afternoon, 
President Coogan, an authority 
on financing, will preside at an 
important panel discussion of 
problems of mortgage finance 
and the status of housing con- 
struction. HHFA Administra- 
tor Raymond Foley, FHA Com- 





E. M. SPIEGEL 
Convention Chairman 


missioner Franklin Richards, 
VA Loan Guarantee Chief T. 
B. King, and William A. Clark 
of the Federal Reserve Board 
will appear along with top 
builder and industry represen- 
tatives. This session is certain 
to be one of the most popular 
of the convention. Audience 
participation will be invited. 
The final general session, on 
Thursday morning, January 
25, will feature an on-stage 
press conference by the new 
and retiring NAHB presidents 
and news reporters, a discus- 
sion entitled, “Things I Never 
Knew ’Til Now” led by Earl 
Smith, Joseph Haverstick in his 
famous “Dr. Hi-Cue Home 
Builder and His Merry Men,” 
and an address by DeLoss 


Walker, nationally known in- 


spirational speaker. 

Winners of national contests 
on home design, neighborhood 
development, merchandising 
and National Home Week news- 
paper sections will receive 
awards during the convention. 
The prize winning entries will 
be on display in the Stevens 
Hotel. 

Meetings of standing and 
special NAHB committees are 
being held in advance of the 
convention, beginning Thurs- 
day, January 18, and continu- 
ing through Saturday, Janu- 
ary 20. 

All persons connected with 
the home building industry are 
eligible to attend the conven- 
tion and exposition. Member- 
ship in NAHB is not necessary. 
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C. A. Wangberg 


Mountain States Western Retail 


J. W. McConnell 
Illinois 


Earl M. Jones 
Mississippi 


Ralph T. Howard 








John W. Dain 
Northeastern 


Ralph E. Nuzwn 
Wisconsin 
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T. H. Harrel JS. 
Louisiana 


R. Armstrong 
Texas 


Dealers Prepare for War-Time Economy 


1951 convention programs keyed to problems arising from 
new government controls; retail associations schedule more aids to 
better merchandising in widespread district meetings. 


How the dealer can meet 
business problems arising from 
war-time controls is one of the 
most vital subjects under dis- 
cussion at the retail building 
materials conventions now un- 
derway. 

Recognizing the problem of 
the dealer in a war-time econ- 
omy, every association is clear- 
ing the deck in 1951 to service 
its members with interpreta- 
tions of government control or- 
ders and edicts as they did dur- 
ing World War II and shortly 
thereafter. 

As William C. (Bill) Bell, 
managing director of the West- 
ern Retail Lumbermens Assn., 
succinctly states the situation: 

“No convention business pro- 
gram can be regarded as com- 
plete which does not discuss 
and consider our defense pro- 
gram and the situations which 
can arise from it. Our own pro- 
gram will of necessity include 
discussion of possible controls, 
defense activities and the na- 
tional and international situa- 
tion.” 

One special feature of the 
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Western Retail program is a 
panel session on the subject of 
“Profit Planning for 1951.” The 
moderator will be F. S. (Sid) 
Burt, Dant & Russell, Inc., 
Portland, Oreg. Members of the 
panel will be selected from 
among the industry leaders who 
have demonstrated their ability 
in planning and executing a 
profitable operation. 


Western Retail has re- 
planned its convention time so 
that dealers may have the max- 
imum amount of time to spend 
on the convention floor. All 
business sessions will be held 
in the afternoon and prompt- 
ness will be stimulated by prize 
drawings for which only those 
persons in the hall before the 
meeting opens will be eligible. 
Western’s 48th annual conven- 
tion slogan is “It Can Be Done 
in 1951.” Exhibit space is sold 
out. The convention is held at 
the Davenport Hotel, Spokane. 

Ohio, likewise, recognizes the 
shadow of forthcoming controls 
by including Don Campbell, 
secretary manager of the Ken- 
tucky association and one of 


the Washington, D. C. adminis- 
trators of government edicts 
covering the lumber industry 
during World War II, on its 
program at the 70th annual 
convention in Cincinnati. 


Top management will get to- 
gether for round-table discus- 
sions of managerial policies at 
morning sessions, but the for- 
mal business sessions will be 
held exclusively in the after- 
noon. Speakers on the after- 
noon programs will include Col. 
Robert B. Brooks, Jr., of the 
Roy Wenzlick & Co. organiza- 
tion. Clyde A. Fulton, presi- 
dent of NRLDA, and Dr. Wil- 
liam H. Alexander, who will 
speak on “Faith and Freedom.” 


Included on Ohio’s year- 
around program for 1951 is a 
plan to extend the short-course 
training program through a se- 
ries of monthly district meet- 
ings. Instructors and industry 
representatives will be selected 
to “circuit-ride” the monthly 
district meetings to give lec- 
tures they have given students 
at the short courses at Ohio 
State University. Lecture sub- 
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Cc. H. Kemper 
Southwestern 


John M. Horn 
Ohio 





T. O. Lashlee 
Tennessee 


George B. King 
West. Penna. 


jects are: personnel relations 
and incentives fundamentals of 
salesmanship; business law ap- 
plicable to the lumber industry ; 
lumber accounting and _ cost 
analysis. 

Two panels are scheduled to 
highlight Kentucky’s 46th an- 
nual convention at the Brown 
Hotel in Louisville, Jan. 15-17. 
The first will take up the Na- 
tional picture including credit 
restrictions financing, alloca- 
tions, priorities and price con- 
trol; the second panel, held on 
the afternoon of the same day, 
will discuss matters closely re- 
lated to the dealers’ every-day 
operation: effects of wage- 
hour regulation; the building 
material supply situation, ete. 
Aside from these two panels 
there will be a report from 
eight dealers scattered through- 
out the state on (a) the mate- 
rial supply situation; (b) ef- 
feet of credit restrictions; (c) 
prospects for 1951. Don Camp- 
bell, secretary-manager of the 
Kentucky association, will mod- 
erate both panels. 

Louisiana’s convention at Ho- 
tel Jung in New Orleans, Mar. 
14-15, will include a forum with 
representatives of the national 
manufacturers of building ma- 
terials participating. These 
men will discuss the material 
situation, government regula- 
tions, the 1951 outlook and will 
answer dealer questions on cur- 
rent problems. Convention 
speakers, according to R. Need- 
ham Ball, association executive 
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Lester Essenburg 
Michigan 


P. K. Leonhard 
Oklahoma 








Paul Ely 
Nebraska 


Rex V. Porter 
Northwestern 


Photographs of the presidents of state and regional associations of building 
materials dealers are reproduced on these pages. 


vice president, will include 
NRLDA President Clyde Ful- 
ton; Lynn Boyd, Snark of the 
Universe; Henry Munnerlyn, 
executive committee member 
from the Second District of the 
National; James C. Downs, Jr., 
real estate analyst. 

Emphasis next year at the 
district meetings, says Mr. Ball, 
is likely to be centered around 
interpretation of government 
controls. 

Carolina’s convention sched- 
uled for Mar. 20-22 in Ashe- 
ville, N. C., will include one 
day of panel discussions. Sub- 
jects to be discussed will in- 
clude every important problem 
confronting the dealer. The ex- 
hibit of materials, according to 
Secretary E. M. Garner, will be 
the largest in the association’s 
convention history. 

The importance of the deal- 
ers’ active participation in poli- 
tics will be emphasized by the 
Mountain States Lumber Deal- 
ers Association in 1951. Cover- 
ing the states of Colorado, New 
Mexico and Wyoming, the as- 
sociation has organized a state- 
wide “State Affairs Committee” 
with a county chairman in each 
county with the idea of encour- 
aging dealers to take an active 
part in politics and legislation. 

The Mountain States conven- 
tion program will include seven 
speakers, educational films and 
one session devoted to dealer 
problems, government regula- 
tions, etc. 

Traditionally, one of the big- 
gest conventions, Northeastern 
will have as a headline speaker 
Norman P. Mason, Wm. P. 
Proctor Co., North Chelmsford, 
Mass., former president of the 
National and now a director of 
the U. S. Chamber of Commerce 
and chairman of its Construc- 
tion Civic Development Com- 
mittee. Other speakers will in- 


clude Clyde A. Fulton, Char- 
lotte, Mich., president of the 
National. A new industry film 
will be shown at the beginning 
of every session. 


Paul S. Collier, executive vice 
president of Northeastern, says 
the largest group of wholesal- 
ers, manufacturers and distrib- 
utors will present the largest 
selection of exhibits ever spon- 
sored by the association. The 
exhibit space will cover most of 
the available room on the mez- 
zanine floor as well as the entire 
18th floor of the Hotel Statler. 
Northeastern’s convention 
theme is “Guard Our Heritage! 
Build for America’s Future!” 

Northeastern’s program for 
next year will be pointed to- 
ward clarifying and aiding the 
dealers in the interpretation of 
government controls. 

Michigan’s convention slogan 
is “Sell or Else—in ’51!” Its 
62nd annual convention will be 
held in the Grand Rapids Civic 
Auditorium, Feb. 6-8. The con- 
vention floor will include 10% 


- more displays than in previous 


years, according to Secretary 
Hunter M. Gaines. Speakers 
will include U. S. Rep. Jesse P. 
Wolcott, who will speak on “De- 
fense and Our Economy”; Ger- 
ald F. Hoppe, sales promotion 
manager for Insulite, Minne- 
apolis, who will speak on “Sell 
and Survive,” Merrill Graham, 
sales training consultant, Con- 
cord, Mich., “Is Your Selling 
Fit for the Fifties?” 


Edward G. Gavin, editor of 
American Builder, will act as 
moderator of a Michigan panel 
which will be subject to dealer 
questions. The panel partici- 
pants will be E. H. Libbey, 
NRDLA secretary, “The Wash- 
ington Scene”; Robert E. Rus- 
sell, managing editor, American 
Lumberman, “Store and Yard 
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Business in 5] will call for the squeeze-play often. The economic pitchers 
will have plenty of “Controls” __ there'll be few walks .. You'll have to 
score the hard way. Hitting hord your merchandising. running for 
business will be the order for all retail lumber dealers , if your 
score is to stay in the black for 1951. 


O.L.A.WILL PROVIDE THE FOLLOWING BATS 
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OKLAHOMA LUMBERMENS ASSOCIATION'S 
LEGISLATIVE-MERCHANDISING-PUBLIC RELATIONS 
PROGRAM 
FOR 1951 


OLAs Report On Government Orvers OLAS 4-Yr.LuMBERMEN'S Course «ZA §&M. 


» Farm BuicoinG Procram . 

» Titre |. Sec.8 Procram 
TraFFic SERVICE. 

Group INSURANCE 

News BuLtetin. 

LEGAL INFORMATION. 
EMPLOYMENT SERVICE. 
Direct INFORMATION SERVICE. 
“ Youth Procram. 
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* 30DaylumBermens Scoot. $.M.U. 
* Js» ON SELLING The Farm Marker, A&M. 
"Farm Buioinc Day in Oxia. City. 


16 District MEETINGS. 
LEGISLATIVE ProGRAM 


~ HOME OF MONTH PLAN SERVICE. 
“ Farm Pian Service. 


“ Mownriiy Tax Carenver ey Worr Co 
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: ' 17 


4 r Z A Was 


“YOU’VE GOT TO SCORE the hard way in 1951,” the Oklahoma association 
warns its members in mapping its legislative-merchandising-public relations 


program for 1951. 


Arrangement”; C. A. Thomp- 
son, Champaign, I11]., “Lumber 
Dealers Research Council,” C. 
M. Mortensen, managing direc- 
tor of Producers’ Council, 
“Dealer Data Book.” 

The theme of the Wisconsin 
convention, Feb. 20-22, will be 
“Take Time to Look Ahead.” 
The three mornings will be de- 
voted to outstanding business 
sessions. Speakers will include 
N. F. Lawler, director of ad- 
vertising and sales promotion, 
Nash Motors; G. F. Hoppe, ad- 
vertising and promotion mana- 
ger, Insulite Division, Minne- 
sota and Ontario Paper Co., 
‘*Practical Merchandising 
Ideas”; Charles Collingwood, 
White House correspondent for 
Columbia Broadcasting System, 
“Report from Washington, 
Capital of the World”; Frank 
W. Lovejoy, Socony Vacuum 
Oil Co., “Let’s Keep on Sell- 
ing’; Dr. George W. Crane, psy- 
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chologist, “Why Businessmen 
Are Sparkplugs of Civiliza- 
tion”; L. C. Hart, Johns-Man- 
ville, “What Impact—Commu- 
nism?” 

Florida’s convention, accord- 
ing to Secretary Marie Ben- 
nett, will feature special ses- 
sions on materials handling 
equipment. The convention ses- 
sions will be held at the Shera- 
ton Plaza Hotel, Daytona 
Beach, Fla., April 18-20. One 
entire morning session will be 
devoted to an open forum on 
the building materials outlook 
for 1951. District meetings 
through the year will feature 
films on merchandising and 
product films of an educational 
nature; discussions will center 
around government controls. 

Oklahoma’s 16 district meet- 
ings throughout the year will 
develop around the theme, “The 
Power of Suggestion Is Our 
Greatest Sales Weapon.” The 


dramatic “Self Order Service’ 
display board developed by the 
Forest City Material Company 
and publicized in American 
Lumberman, will be used by 
means of huge photographs to 
illustrate district meeting talks 
on merchandising and display. 
Other highlights of Oklahoma’s 
1951 program outlined by Sec- 
retary-Manager W. M. (Bill) 
Morgan will include interpreta- 
tions of government orders af- 
fecting the dealer; a short 
course at Oklahoma A & M 
College on selling the farm 
market and a monthly plan 
service presenting house plans 
best fitted to Oklahoma condi- 
tions. 

Speakers on the Illinois pro- 
gram at the Hotel Sherman, 
Chicago, Feb. 13-15, will in- 
clude J. L. Wood, Johns-Man- 
ville, who will speak on the 
subject “How to Make the Cash 
Register Register”; L.W. Hesse, 
Keystone Steel & Wire Co., 
“There’s Something More to 
Sell” and Arthur Clifford, The 
A. W. Burritt Co., Bridgeport, 
Conn., “You Don’t Live on Past 
Glory.” 


Southwestern’s big conven- 
tion in Kansas City, Jan. 24-26, 
is subtitled “The Business 
Clinic of Your Industry.” As- 
sociation members are urged to 
attend and see the new prod- 
ucts, new methods, new mar- 
kets and new ideas revealed in 
the 170-odd exhibits in the Mu- 
nicipal Auditorium. 


A new Southwestern conven- 
tion feature announced by Sec- 
retary Manager Allan T. Flint 
will be a clinic on “The Retail 
Building Materials Market in 
1951.” Nine dealers have been 
allotted 10 minutes each to dis- 
cuss the following subjects: 
“The Market for New Homes” ; 
“The Home Modernization and 
Repair Market”; “The Farm 
Market” ; “The Commercial and 
Industrial Market”; “The Con- 
tractor-Generated Sales Mar- 
ket”; “The Counter-Merchan- 
dise Market”; “The Market tor 
Appliances”; “The Specialty 
Application Market”; ‘‘T he 
Yard Fabrication Market.” 

Among the other speakers on 
Southwestern’s program will be 
Ralph Carney, “New Strength 
for America”; Edward McFaul, 
Northwestern University, “How 
Confused Can You Get?” and 
Dr. William H. Alexander, 

(Continued on page 127) 
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ASTER 
CASVER 
FOOLPROOF 


Here’s the sink frame that really clamps coverings into place 
to stay—seals out moisture—hugs the sink with a tight, perma- 
nent, fit. Coverings can’t work loose or curl up! 


U.S. PAT. NO. 2440741 


Easier to install, too! Sink-Lok frames overlap edges of the 
covering a full quarter-inch. No close scribing, cutting or fitting 
of materials. No special tools needed. No mortising or rabbeting 
of the sink-well hole—just cut a straight-walled opening for the 
sink. The frame anchors in place from underneath the sink top 
—supports the sink itself in addition to sealing the joint be- 
tween the covering and the sink. No bolts or screws through the 
counter top. 


No. A-725 Frame and Lug, for standard flat- 
‘0 ». tim sinks installed on 
a 5/e’’ to %/’’ plywood 
tops covered with ma- 
terial up to Ze”. Also 
available in Model No. 
B-725 for 7/s”’ to 1” 
plywood tops, and in 
Model No. (-726 for 
Vitreous china sinks. 


Sink-Lok Frames are available for flat-rim sinks of any size, 
with either round or square corners, for installation on wood or 
plywood sink-cabinet tops from 54” to 1” thick, covered with 
any material up to 14-inch thick, Also available for most vitreous 


china sinks. 
The 8 T Metals Company 
& Columbus 16, Ohio 


Write for complete information. 
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1951 PRODUCT REVIEW 


What’s new in building materials and supplies, home accessories, 
hardware and tools, paint, mastics, and allied products, garage doors, appliances, 
heating and ventilating units, store and yard machinery and equipment. Be sure to 
check these products on the following pages. 


Building Materials and Supplies 























Modernfold Doors 


One of the highlights of the 
NAHB Show at the Stevens will 
be Modernfold Doors—steel framed 
vinyl covered folding doors that 
operate like an accordion in open- 
ing and closing. Used as a room 
closure, they make usable all the 
space wasted by swinging doors— 
provide for better furniture place- 
ment, better decoration and room- 
ier living. Used as a movable wall, 
they convert one room into two, 
make more space available for the 
buyer’s dollar. The doors can be 
seen in booths 89 and 90. Write 
New Castle Products, New Castle, 
Ind. 








Improved Block Flooring 


Higgins, Inc. has improved its 
Bonded Hardwood Block Flooring 
to give each block a much thicker 
and heavier wearing surface. 
Blocks are 9” x 9” x 1%”, oak-faced 
and made of multiple plies of hard- 
wood crossed at right angles and 
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pressure-bonded with waterproof 
glue. Higgins floors are quickly 
and economically laid,- since each 
block has a universal fitting. Blocks 
can be blind-nailed to wood sub- 
floors or laid over concrete with 
Higgins Adhesives No. 7 or No. 9 
(for installations where moisture 
is present or not, respectively). 
Flexible construction compensates 
for uneven subfloor. Unique cross- 
grain construction is proof against 
warping, buckling or cracking. 
Write Higgins, Inc., Dept. 113, 
New Orleans, La. 





Bosco Tru-Line Spring Clip 


Designed to simplify jointing 
operations and reduce installation 
costs of perforated drainage lines 
and make lines more stable under 
backfilling, the new ‘“Tru-Line’” 
Spring Clip, a recent development 
of The Bowerston Shale Company, 
is becoming increasingly popular 
with drainage men. Although each 
spring clip weighs only one ounce, 
nearly 18 tons of the new device 
have been purchased this year to 
joint Bosco Perforated Plain End 
Pipe manufactured by The Bowers- 
ton Shale Company. Use of the 
new “Tru-Line” Spring Clip elim- 
inates tedious jointing operations, 
which were formerly necessary. 
The spring clip lies flat against the 
pipe, making bell holes and collar 
depressions in the bedding un- 
necessary. Flexible, yet strong, it 
permits jointing of two or three 
lengths of pipe on the trench bank, 
speeding up installation; thus re- 
ducing costs. For descriptive bulle- 
tin, Bosco 849, write Bowerston 
Shale Co., Bowerston, Ohio. 
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New Picture Window 


Solar Air-Flo louvered window 
units provide maximum visibility 
plus a minimum amount of. infil- 
tration or heat loss. Supplied in 
a wide variety of stock sizes, with 
louvered sections placed at top, bot- 
tom or sides of stationary window 
pane, solar areas may be glazed 
with single, double or triple plate 
glass. Rustproof, self-storing 
screens concealed in the air-flo sec- 
tion, may be removed from the in- 
side for cleaning. Insulated baffle 
door regulates flow of fresh air, 
repels cold, snow and rain. Write 


Solar Air-Flo, Inc., Elkhart, Ind. 























New Vertical Sun Blinds 


Sun Vertikal Blinds are made of 
vertical strips of a washable fabric 
known as Celanese Multicord. The 
panels are extremely resistant to 
dirt and dust and when laundering 
is necessary, they can be removed, 
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washed, and hung back at the win- 
dows in just minutes. The vertical 
strips of fabric are attached on 
either end to frames of lightweight 
steel that connect with a control 
rod for easy opening and closing of 
the blinds. The panels come in 28 
decorator colors in the Multicord 
and may be ordered in plastic also. 
Improved ventilation and visibility 
are reportedly possible with the en- 
gineered long-line slats that control 
livyht and privacy by opening to any 
angle and closing completely. Write 
Sun Vertikal Blind Company, 55 
Mt. Vernon, N.W., Grand Rapids, 
Mich. 


























Plastic Coated Panels 


East Coast Tilebord Corpora- 
tion is introducing four brand new 
highly attractive shades to its well 
known line of plastic coated panels. 
In the belief that the consumer is 
looking for the “‘decorator’s touch,” 
an iridescent finish with a metallic 
or ““‘Hammertone”’ quality has been 
developed. Like the other 16 shades 
of East Coast panels, these are 
available in Tilebord, Streamline, 
or Unscored patterns in 4’x4’, 
4’x6’, or 4’x8’ and are guaranteed 
to retain their lustrous lasting 
beauty. The 1951 finishes will con- 
tinue to feature the wide three-di- 
mensional beveled scoring. They 
are said to represent the highest 
development in durability and at- 
tractiveness and at the same time 
remain in the low “economy” price 
range. Write East Coast Tile- 
bord Corp., 41 Wyckoff Ave., 
Brooklyn 27, N. Y. 


The Thomason Flush Door 


Construction of the Thomason 
al! wood, hollow core flush door of- 
fers attractive advantages to the 
builder. Light in weight it re- 
quires only two hinges, so one car- 
penter can easily hang it. Lock 
blocks on both sides, plus the 114” 
stile, provide a 444” x 23” area on 
both sides for locking—this gives 
a quick and easy method of hang- 
ing the door. Two special air 
vents placed at each end, top and 
bottom, permit free circulation of 
air thus permitting the door to ad- 
just itself to existing conditions. 
The face veneer on each door is 
carefully matched for color of 
wood, figure of grain and for simi- 
larity of color and figure on both 
Sides of the door. In addition to 
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gum face the doors are manufac- 
tured with face veneers in mahog- 
any, oak, walnut and birch. There 
is a Thomason flush door for ex- 
terior as well as interior use. Write 
Thomason Plywood Corporation, 


Fayetteville, N. C. 
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Kimsul Adds Reinforcing Strip 


Reflective Kimsul Insulation now 
has tough reinforcing strips of 1” 
width located %:” from each edge 
of its Reflective Vaporseal Cover. 
Stapling or nailing the flange 
through the reinforcing strips to 
the side of the stud and flush with 
its front edge automatically lo- 
cates the insulation 1’" from inside 
finish, thus providing proper air 
space on the warm side of Kimsul. 
The 14” selvedge of flange is then 
folded over face of studs to com- 
plete the vapor sealing of the job. 
Write Kimberly-Clark Corporation, 
Neenah, Wis. 


Floating Action Wood 
Windows 


A new line of floating action unit 
wood windows has been introduced 
by A. R. B. Window Sales Com- 
pany. All modular sizes and de- 
signs are available for all types 
of construction. The units are 
complete with weatherstrip and 
balance, ready for installation in 
the rough opening. Sash are ad- 
justable at all times by means of 
three spring equalizing set screws. 
They are also removable in a mat- 
ter of seconds from the inside. 
The toxic treated windows slide on 
aluminum alloy metal sash guides. 
Large sizes are counterbalanced to 
insure easy operation. For further 


information, write A. R. B. Sales . 


Company, 306 E. State Fair Ave., 
Detroit 3, Mich. 











Residence Casement Window 


Combining complete outside and 
inside metal trim with the Fenestra 
residence steel casement and hard- 
ware, Detroit Steel Products Co. 
claims new features of advanced de- 
sign, easier installation and fool- 
proof construction of major import- 
ance to house builders. The new 
window unit provides simplified 
low-cost installation of one com- 
plete assembly. Casement window, 
screen and storm sash have Bonder- 
ized, prime painted frames and 
bronze-lacquered hardware and 
screen cloth. Trim is galvanized 
and Bonderized and consists of one- 
piece sections coped and fitted for 
secure attachment. Head members 
lap over jamb members making 
rigid and weather-tight connec- 
tions. Head and jamb sections are 
18-gauge, sill 16-gauge, galvanized 
steel. Outside sill and inside stool 
project 34” beyond jamb members 
for better appearance and weather- 
ing. Write Detroit Steel Products 
Co., 2269 E. Grand Blvd., Detroit 
11, Mich. 


J-M Asbestos Siding Shingles 


Improved asbestos siding shin- 
gles called Smoothgrain Perma- 
tones have been introduced by 
Johns-Manville. They have _ the 


.deep, grained appearance of weath- 


ered wood, but to the touch these 
shingles are smooth. They have the 
same cross section throughout. The 
smooth surface is accomplished by 
placing the colored ceramic gran- 
ules in the grooves of the grain and 
then pressing. The result is color- 
ful, textured shingles that are also 
dense, hard and smooth. On the 
wall the texture of these smooth 
shingles looks the same from all 
angles since there are no raised 
places to catch the light. And they 
stay cleaner since the smooth sur- 
face prevents dirt and soot from 
clinging. Smoothgrain Permatones 
come in an attractive range of col- 
ors and are equally well suited for 
either remodeling or new work. 
Write Johns-Manville, 22 East 40th 
St., New York 16, N. Y. 
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Kapco Insulation 


Photograph 
tion of Kapco Fiberglas Edge In- 


portrays _ installa- 
sulation, one of the new building 
materials marketed by Keystone 
Asphalt Products Company, a divi- 
sion of American-Marietta Com- 
pany. The pictured residence is 
one of 78 homes now being erected 
in Hinsdale, Ill., by Kronenberg 
Construction Company of that city. 
Outstanding features of Kapco 
Fiberglas Edge Insulation: com- 
plete asphalt impregnation; will not 
rot; decreased breakage loss; fabri- 
cated to size; (eliminates costly 
“on-the-job” fabrication), or avail- 
able in slab form, 2’ x 10’; light 
weight; superior in performance. 
Write Keystone Asphalt Products 
Company, 43 East Ohio St., Chi- 
eago 11, Il. 





Pre-Fabricated Linwood Siding 


A new 
Siding with an embossed comb- 


pre-fabricated Linwood 


grain design is now being dis- 
tributed by Aetna Plywood & Ve- 
neer Company. Outstanding fea- 
ture of Linwood Siding is the in- 
visible tongue and groove strips 
that interlock securely. In_ the 
factory, these strips are glued in 
place on the upper front and lower 
back side of each panel with a 
waterproof resorcinol resin. The 
siding panels come in sizes 32’’x 
10” and 32x14”, 1%” thick, al- 
ready factory sealed by dipping 
in pentachlorophenol, protecting the 
wood against the attack of decay, 
mold, mildew, termites, etc. Lin- 
wood Siding is the only wood prod- 
uct that actually breathes. This 
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has been engineered into the prod- 
uct by the use of water repellent 
to the wood and allowing for an 
air space between the sheathing 
and the siding, thereby eliminating 
most of the reasons for paint peel- 
ing and short-lived paint exteriors. 
Because of the large panel sizes, 
the installation time for Linwood 
Siding is cut to one-third of that 
of any comparable siding. Panels 
may be cut in any direction for 
fitting to windows or other open- 
ings. They can be installed over 
all types of sheeting like plywood, 
shiplap, fibreboard, etc., and can 
also be installed on unsheathed 
walls. Write Aetna Plywood & 
Veneer Company, 1732 N. Elston, 
Chicago 22, Ill. 





Bonding Plaster for Old Walls 


Nu-Wall Bonding Plaster is ap- 
plied easily—'!” thickness, direct- 
ly over the previously painted brick 
walls. A 25-lb. bag when dry mixed 
with equal amount of plastering 
sand and mixed with sufficient 
water to make a creamy mixture 
usually covers more than 20 sq. 
yds., depending upon roughness of 
surface. A finish coat of the con- 
ventional plaster finish is all that 
is necessary to complete the job. 
This is the same Nu-Wall that is 
being widely used over all dry wall 
materials, old painted plaster walls 
and ceilings, poured concrete and 
many other’ interior surfaces. 
Write Nu-Wall Mfg. Co., 923 N. 
19th St., Milwaukee 3, Wis. 


Large Weldwood Fire Doors 


Development of Weldwood fire 
doors as large as 4’ x 7’ with a 
10” x 10” light opening which can 
be used in any size door frame, has 
been announced by United States 
Plywood Corporation. The doors 
have an incombustible mineral core 
and come in a wide variety of face 
veneers. They have passed the Un- 
derwriters’ Laboratories test which 
gives authorization for their use in 
class B and class C openings. For 
complete details write United States 
Plywood Corporation, 55 West 44th 
St., New York 18, N. Y. 
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New Metal Floor Bridging 


A new floor bridging that needs 
no nailing should prove a practical 


product for residence builders. 
Easily installed, the sharp points 
on each end bite into the joist as 
the two pieces snap-lock together 
when pulled down. Flooring can 
now be laid first and bridged un- 
derneath later in contrast to slow- 
er, time consuming operations 
necessary when wooden bridging is 
used. By eliminating sawing and 
nailing, the metal bridging, called 
Hercules, allows builders to know 
their true cost of bridging .. . re- 
portedly less than 30c per pair, in- 
cluding labor. Formed from 20 
gauge, rust-proofed steel, the new 
bridging presents a trim finished 
appearance, can be removed and 
re-installed easily enough if heat- 
ing, plumbing or electrical altera- 
tions are ever desired. Tested by 
the University of Akron and ap- 
proved by building code supervis- 
ors of all cities in the immediate 
Ohio area, the product is being 
introduced at the National Asso- 
ciation of Home Builders Show, 
Booth 166, at Chicago’s Hotel Stev- 
ens, January 21-25. Write Glover 
Manufacturing and Sales, 2491 
Manchester Road, Akron, Ohio. 
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Finished Edge Corner Lath 


Milcor’s New Spring Fit Corner- 
Ex is the ultimate in a base {or 
fine plastered inside angles. Extra- 
wide 105° angle accurately «pre- 
shaped to make a snug, spring fit 
in a normal 90° corner. Center 
stiffener helps maintain correct 
angle and shape, guides Corner-Ex 
quickly, accurately into corner, and 
makes every corner clean-cut. 
Corner-Ex is furnished in 8 ft. 
lengths, packed three bundles or 
600 ft. to a carton. Each bundle 
contains 25 lengths. For descrip- 
tive literature write Inland Steel 
Products Company, P. O. Box 393, 
Milwaukee 1, Wis. 
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Metal Cellar Door Unit 


The rapid rise of the basement 


to a part of the modern home’s liv- 


ing quarters has created an excel- 
lent market for the new Bilco metal 
Celladoor. A permanent, neat look- 
ing, easily operated unit, it pro- 


vides the direct access so necessary 
to a well planned home. 


Most im- 
portant of the improvements in the 
Bilco door this year is the addition 


of clips on each end of the header 


piece, which prevent incorrect in- 
stallation and make it easier for 
the builder to caulk these joints 
after installation. Sold through 
building material dealers exclusive- 
ly, the Bilco door will be on display 
in January at the Northeastern Re- 
tail Lumbermen’s Association at 
the Hotel Statler in New York 
City. Write The Bilco Company, 
164 Hallock Ave., New Haven 5, 
Conn. 


FIBERGLAS PERIMETER 
INSULATION. = 
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Fiberglas Perimeter Insulations 


Fiberglas Perimeter Insulations 
for concrete floor slabs in residen- 
tial construction have been an- 
nounced by Owens-Corning Fiber- 
glas Corp. The product, formerly 
identified as floor slab edge insula- 
tion, is gaining wide acceptance as 
perimeter insulation for new homes 
built without basements. During 
the heating season perimeter insu- 
lations make possible reduced fuel 
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bills. And greater comfort is af- 
forded through warmer floors. 
Heating coils or perimeter heating 
(warm air) in the slab increase 
the need for perimeter insulation. 
A reduction in the size of the heat- 
ing unit can also be planned with 
installation of the perimeter insula- 
tion. The perimeter insulation, in 
addition, serves as an expansion 
joint to protect the concrete slab. 
For details of types, application, 
etc., write Owens-Corning Fiberglas 
Corp., Toledo, Ohio. 





New Low-Cost Areawall 


The new, inexpensive Standard 
Areawall designed for maximum 
flexibility, is available in a single 
width with six height sizes. It is 
particularly adaptable to large hous- 
ing projects because the Standard 
Areawall has an adjustable range 
of five inches .. . can be expanded 
or contracted to fit any average 
basement window opening. The 
product is made of high grade steel, 
zinc galvanized to last a lifetime. 
Teardrop holes in flange make at- 
tachment quick and easy. Flat leak- 
proof flanges are a part of the 
areawall. Write Building Products 
Division, Brainard Steel Company, 
Warren, Ohio. 


Matching Face Patterns 


A uniform appearance that gives 


a smart, professional effect has 
been achieved with matching face 
patterns for PresTrim metal mold- 
ings. PresTrim is a product of the 
PresTile Manufacturing Co., mak- 
ers of PresTile plastic finish tile- 
board. PresTrim is available in 
five popular shapes, individually 
sleeve wrapped in convenient 8-foot 
or 6-foot lengths. Cap or end strips, 
divider strips, tub moldings, inside 
corners with double or single 
flanges, and outside corner mold- 
ings all have matching faces. Pres- 
Trim is precision made of heavy 
gauge, polished aluminum, and is 
acid and corrosion proof. Wide nail- 
ing flanges and continuous nailing 
groove assure neat, easy installa- 
tion. Matching black cap and base 
moldings, prefinished, are also part 
of PresTile’s PresTrim line. Write 
PresTile Manufacturing Co., 5850 
Ogden Ave., Chicago 50, III. 








Steelcraft Door Frames 


Steelcraft steel door frames, 
manufactured by the Steelcraft 
Manufacturing Company, are de- 
signed to reduce construction costs 
and provide permanent, neat ap- 
pearance in apartment houses, in- 
dividual residences, commercial 
structures, and housing projects. 
The extra strength and rigidity of 
these one-piece all- welded steel 
units are ideal for almost any in- 
terior or exterior door frame pur- 
pose. A spreader bar welded at 
the bottom insures perfect align- 
ment from factory to installation. 
Full particulars are available by 
writing the Steelcraft Manufactur- 
ing Co., Rossmoyne, Ohio. 
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New Type Flexible Door 


The Ra-Tox Flexible Door, de- 
veloped over a period of many 
months from the standpoint of de- 
sign, construction, installation and 
use, has already been selected for 
interior door application by several 
builders on large housing projects. 
Ra-Tox Flexible Doors are de- 
signed primarily for home or apart- 


= 


‘ ment use as doors for walk-in clos- 


ets, room partitions, and similar 
applications. The doors are avail- 
able in a range of 11 beautiful 
standard colors including a natural 
finish that displays the natural 
graining and tone of the wood. For 
copy of Ra-Tox Flexible Door cata- 
log and list of standard door sizes, 
write The Hough Corporation, Ra- 
Tox Division, 1046 Jackson Street, 
Janesville, Wis, 
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R.O.W. Window Study 


An independent Detroit research 
company was recently hired to make 
a time check of the washing oper- 
ation of R°O°W removable windows 
as against the ordinary non-re- 
movable type. The two window 
units used in the test were exactly 
the same size with the same num- 
ber of window panes. Both win- 
dows were washed from the inside, 
i.e., for the non-removable window 
the model stood on a chair and sat 
on a window ledge in order to wash 
the outside. The certified results— 
a fraction less than two minutes 
for an R°O°W removable window 
as against six and one-half min- 
utes for the ordinary window. A 
consumer program announcing this 
surprising fact is planned for 1951. 
Tie-in merchandising and_ sales 
promotional material will be made 
available to builders and dealers. 
For information about the R.O.W. 
line write R.O.W. Sales Company, 
1354 Academy Ave., Ferndale 20, 
Mich. 





Packaged Chimney 


This illustration of the Van- 
Packer packaged chimney will be 
featured in a January advertise- 
ment built around a Robert Bart- 
lett project. Accepted! Proved! 
Big 668 Unit La Grange Project 
Uses Van-Packer Packaged Chim- 
ney ... such is the heading for 
the ad which also includes several 
photos of Bartlett Engineered 
Homes. Advantages to the giant 
construction company in_ using 
Van-Packer chimneys are listed as 
follows: save construction time; 
eliminate waiting time and clean- 
up; conserve space; lower costs; 
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insure best heater performance. 
The Van-Packer chimney meets 
F.H.A. requirements and_ the 
chimney now has Underwriters’ 
Laboratories report of August 18, 
1950, recommending zero clearance 
for the chimney to floor, ceiling and 
roof. The manufacturer reports 
that everything needed is shipped 
with every Van-Packer Chimney. 
There is nothing else to buy. Write 
Van-Packer Corp,, 134 S. Clark St., 
Chicago 3, IIl. 





Vento Steel Block Lintels 


Vento steel block lintels are said 
to give better, stronger window 
and door installations in block con- 
struction. They are available from 
2-ft. 6-in. to 5-ft., and are formed 
from 10 gauge hot rolled steel with 
stiffening crimp in the center. Bev- 
eled edges provide a masonry bond 
and seat for mortar. One of the 
economies of Vento lintels is 
through the use of standard 8-inch 
blocks over windows and doors. For 
further information write Vento 
Steel Products Co., Inc., 249 Colo- 
rado Ave., Buffalo 15, N. Y. 


Insulite Lok-Joint Lath 


Insulite is producing a 34 and 1 
inch Sealed Lok-Joint Lath. The 
new thicknesses supplement the 
popular '% inch thickness, and the 
overall size of the product con- 
tinues to be 18 x 48 inches. The %4 
inch thickness is also available 
without a vapor barrier for in- 
terior walls. Both %4 and 1 inch 
Lok-Joint Lath are manufactured 
from Graylite insulation board that 
has integral asphalt treatment for 
positive moisture resistance. The 
*4 inch plaster base is made from 
insulation board of that thickness; 
the 1 inch lath consists of two 
sheets of % inch insulation board 
stapled together. All the features 
of regular '% inch Sealed Lok-Joint 
Lath are incorporated in the new 
34 and 1 inch products. The lath 
have shiplapped joints for tight, 
strong joints, heavy-gauge _ gal- 
vanized wire “Loks” attached to 
the lower edges for support be- 
tween framing members, and an 
asphalt vapor barrier to guard 
against condensation. Write Insu- 
lite, 500 Baker Arcade Bldg., Min- 
neapolis 2, Minn. 





Mat-Thick Sealed Blanket 


National Gypsum Company has 
a mat-thick sealed blanket in its 
Gold Bond line of rock wool insula- 
tion materials. The company be- 
lieves this product to be the light- 
est rock wool blanket on the market 
permitting easier, faster handling 
with important installation sav- 
ings as a result. Produced in 15” 
widths to fit standard spacing of 
framing members, the blanket 
comes in 8 lengths and it is easy 
to cut and fit. Widths of 19” and 
23” and lengths greater than 8 
are available on special order. The 
naturally fire-proof rock wool ad- 
heres to all four sides of the tough, 
specially treated paper enclosure 
which provides a breather-cover on 
three sides and an efficient vapor 
barrier on the fourth side. The mat- 
thick blanket is said to have high 
insulating efficiency with a “K” 
factor of .27 and a conductance of 
.18. Write National Gypsum Com- 
pany, Buffalo 2, N. Y. 











Curtis Grained Prespine 


When the manufacturers of Cur- 
tis Woodwork first introduced 
Prespine—the new all-wood panel 
material—it was considered a new 
forward step in woodwork manu- 
facture. Now Curtis has added an- 
other major advantage to this pop- 
ular product. By an exclusive Cur- 
tis process, the beautiful natural 
grain of ponderosa pine is accu- 
rately reproduced on Prespine to 
double the beauty of Prespine pan- 
els when natural finishes are pre- 
ferred. Prespine is used in most 
Curtis flat panel doors, including 
interior, exterior and garage de- 
signs. It provides a superior door 
at no extra cost. Prespine is also 
used in Curtis kitchen units and in 
cabinetwork of all kinds. It is 
manufactured exclusively by Cur- 
tis Companies Incorporated, Clin- 
ton, Iowa, for use only in Curtis 
Woodwork. 
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Masonry Construction Guide 


“The Masonry House,” a prac- 
tical, step-by-step guide to the con- 
struction of a masonry engineered 
house, teaches the professional or 
nonprofessional in simple text ex- 
actly how to build a brick and tile 
home. The guide demonstrates the 
use of modular designs and ma- 
terials, and outlines engineering 
methods which have proved suc- 
cessful in producing better houses 
in less time and at lower costs. 
“The Masonry House”—124 pages, 
293 illustrations, is written by Lee 
Frankl (Training-Thru-Sight As- 
sociates) in cooperation with Struc- 
tural Clay Products Institute. The 
price is $2.95. Write Structural 
Clay Products Institute, 1520 18th 
St., N.W., Washington 6, D. C. 


Harmony Door Selector 


A Door and Plywood Selector 
developed by Roddis Plywood Cor- 
poration, illustrates 100 door and 
wall treatments in authentic color 
and wood combinations which show 
a customer exactly how the in- 
stalled job will look after com- 
pletion. Ten different doors and 
10 different wall treatments are 
reproduced on thick enamel stock, 
convenient to carry and easy to 
show prospects who are selecting 
door and wall combinations. This 
sales aid was developed in conjunc- 
tion with a well-known architect 
and interior decorator. Some of 
the wall combinations are full birch 
paneling, birch dado with paper, 
comb grain white oak dado with 
paint, walnut paneling, knotty pine 
—both in full paneling and dado 
paper combinations. Among the 
doors are unselected birch, plain 
sliced walnut, knotty pine, avodire, 
oak, and paint. Interesting molding 
applications for flush doors are also 
shown whereby the doors can be- 
come a part of the wall. The pros- 
pective buyer can pick out a wall 
treatment from one of the handy 
cards, then place door cards in the 
door openings against a_ back- 
ground of different woods and 
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paints to suit his taste. Literature 
is available. Write Roddis Plywood 
Corporation, Marshfield, Wis. 


The Keystone System 


The Keystone System is a com- 
plete guide for the application of 
siding and surfacing materials 
where open mesh steel reinforcing 
is required. In preparing this 
manual, leading contractors and 
on-the-job tradesmen were con- 
tacted to determine the most prac- 
tical and best-recommended proce- 
dures. Building trade associations 
and other authoritative sources 
supplied additional data. Research 
and tests by the Keystone Steel & 
Wire Company also served as 
valuable sources of information. 
Included in the table of contents 
are modern concrete stucco, Key- 
stone System of stucco applica- 
tion — stucco overcoating, plaster 
reinforcing and other applications 
of Keymesh reinforcing.. The man- 
ual is attractively illustrated and 
easy to read; step-by-step instruc- 
tions are followed by detailed pro- 
cedures. In Step IV _ (Section 
Two), for example, four pages are 
devoted to illustrations and ex- 
planations for obtaining various 
stucco finishes. Write Keystone 


oo & Wire Company, Peoria 7, 
Ill. 
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Plytex Wood Paneling 

Plytex, a highlighted, 3-dimen- 
sional plywood is a beautiful pan- 
eling for any room in the home, 
office, or store, and for porch en- 
closures and gables. The product 
offers warm beauty in natural fin- 
ish—in one color, or in rich two- 
tone effects. This material can be 
used as the only decorative ceiling 
or wall paneling, yet harmonizes 
well with other materials. Surpris- 
ingly low in cost, Plytex wood pan- 
eling is within the reach of the 
modest budget. Write Davis Ply- 
wood Corporation, 12555 Berea 
Road, Cleveland 11, Ohio. 








Decorative Plastic Laminate 


A new, decorative plastic lami- 
nate offering lifetime beauty for 
walls, ceilings and top surfaces has 
been announced by Woodall Indus- 
tries, Inc. The new material known 
as ‘“‘Lamidall,” offers these fea- 
tures: Decorator colors, patterns 
and wood-grains are protected by a 
glass-hard plastic surface—an 1%” 
thickness of Presdwood gives it 
structural strength and provides a 
perfect mounting base—and it is 
reportedly economical because of 
Woodall’s special manufacturing 
process. The wear-resisting plas- 
tic surface resists heat, moisture, 
abrasion and impact and is un- 
affected by soap, beverages, fruit 
juices, alcohol and common solv- 
ents. Panels are available in a full 
range of sizes up to 4’ x 12’ ina 
selection of beautiful colors, pat- 
terns and wood grains. Lamidall 
is easily installed by cementing to 
new or old walls and ceilings. 
Matching decorative moldings are 
also available. Write Woodall In- 
dustries, Inc., 3500 Oakton St., 
Skokie, II. 


Invisible Doorman 


An invisible doorman opens and 
closes heavy glass doors in an al- 
most magical manner. A Pitts- 
burgh Plate Glass Company devel- 
opment, the unit, called Pittcomatic, 
is the first double-acting auto- 
matic power hinge ever manufac- 
tured. A small electric-hydraulic 
apparatus, it controls 250-pound 
doors with a feather-like touch. 
Completely revolutionary in design 
and operation, the invisible door- 
man does not require huge space, 
major structural changes for in- 
stallation, or air compressors for 
operation. Unlike electric-eye open- 
ers the unit can be entirely self- 
contained in a Pittco checking floor 
hinge unit no larger than a shoe 
box or it may be operated by re- 
mote control with an already exist- 
ing Pittco checking floor hinge 
from a unit just six-inches square. 
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The invisible doorman’s magic-like 
operation is controlled by a hidden 
micro-switch so sensitive that the 
moment the door handle is touched, 
even lightly, the door starts to 
open by hydraulic action. The open- 
ing operation may be actuated with 
either a slight push or pull on the 
handle. A _ one-third horsepower 
motor completely mechanizes the 
whole process. Write Pittsburgh 
Plate Glass Company, 2088-0 
Grant Building, Pittsburgh 19, Pa. 
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Standard Conveyor Bulletin 


Several types of equipment fea- 
tured in Standard Conveyor’s new 
Bulletin No. 63-BA, are of partic- 
ular interest to the building mate- 
rial industry. Included are All 
Purpose Roller Conveyors, Lite- 
wate Roller Conveyors, Wheel Con- 
veyors, Handibelt and Handiplier 
Machines (portable belt conveyors). 
These conveyors are designed to 
handle lumber, bundles of lathe, 
bundles of lumber, shingles, brick, 
cement block and sacked materials. 
For copies of this bulletin write 
Standard Conveyor Company, 
North St. Paul 9, Minn. 


Residential Steel Doors 


Two developments in residential 
interior steel doors are announced 
by the Truscon Steel Company. 
The new line includes a swing-type 
steel door and frame for between- 
room use, and a two-sliding panel 
closet door. Precision engineered 
and manufactured of the highest 
quality steel, these doors and 
frames are reported to assure per- 
fect fit and permanent, trouble-free 
operation. The swing doors are of 
1%.” thickness and are available in 
a pleasing vertical flush panel de- 
sign in one height of 6’-8” and in 
five width dimensions from 1’-8” 
to 3’-0”. A choice of either 414” or 
64%,” depth frame and four types 
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of Yale and Towne type “D” brass 
lock-sets are offered to meet all 
normal architectural requirements. 
The Sliding Closet Doors are avail- 
able in two standard sizes: 4’-0” x 
6’-8” and 5’-0” x 6’-8”. Each door 
is equipped with two ball bearing 
rollers, dense felt top guides and 
rubber bumpers at jambs to pro- 
vide smooth, quiet operation. Fin- 
ger pulls are fitted into each panel 
at the factory. Write Truscon 
Steel Company, Youngstown 1, 
Ohio. 


Dua-Lap Stained Shingles 


The new Dua-Lap stained shin- 
gles have their finish baked on in 
an infra-red drying oven. The new 
treatment gives to the shingles a 
protective coating characterized by 
an evenness of tone and thickness 
and a harder, more durable finish. 
Due to the controlled oxidation pro- 
cess, the linseed oil content of the 
coating helps bind the surface of 
the shingle and the color pigment, 
thus adding durability and color 
retention. More natural oil is said 
to be sealed into the No. 1 Certi- 
grade genuine red cedar wood from 
which Dua-Lap shingles are made. 
The new infra-red drying oven 
equipment which has been installed 
in order to dry every shingle tho- 
roughly is said to be a striking 
improvement over the old air-dry- 
ing method which was subject to 
humidity, temperature and other 
factors. For complete information 
about Dua-Lap stained glass shin- 
gles and how the infra-red drying 
treatment adds to the quality of 
the stain application and prevents 
damage to the finish in handling 
and transit, write The American 
Stained Shingle Co., 355 Spruce St., 
Columbus 8, Ohio. 





"Grani-lite'"' Tileboard Panels 


Wallace Manufacturing Company 
is now producing a new and en- 
tirely different finish on tempered 
hardboard panels in its various 
standard patterns. Having all the 
beauty, sparkle and color depth 
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of polished granite, Wallace has 
named the new line “Grani-lite.” 
This granite-like finish in hard 
baked enamel is completely differ- 
ent from anything ever’ before 
offered in the pre-finished wall 
board field. Panels have the multi- 
colored appearance of real granite. 
Grani-lite is now available in the 
new shades of sky blue, sea green, 
apricot blush, dove gray and mal- 
tese gray. Grani-lite patterns are 
Tile Pattern, Parallel-line, Stream- 
line and Smooth Surface. Score 
lines will be the same as in Wal- 
lace’s other board products, Wal-lite 
and Satin-lite ... a smooth contour, 
wide-shouldered line introduced by 
Wallace three years ago. Panel 
sizes of Garni-lite will be the con- 
ventional 4 x 4, 4 x 6, and 4 x 8. 
Regardless of panel size it will be 
crated 192 square feet per crate. 
For free samples of Grani-lite 
write Wallace Manufacturing Com- 
pany, 10th and Fayette Sts., N. 
Kansas City, Mo. 
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Confab, New Magazine 


Just off the presses is the first 
issue of “Confab’, Acme Steel’s 
quarterly magazine for users of 
strip steel products. The new pub- 
lication, with a circulation of 70,- 
000, replaces “Process News,”’ 
which dealt with protection of 
shipments in transit. The word 
Confab was selected since it sug- 
gests a “friendly chat and meeting 
of minds.” The purpose of the 
magazine will be to set up a “long- 
distance interchange of ideas be- 
tween Acme Steel and its many 
friends. It will contain interesting 
items and successful customer “ap- 
plications of the company’s meth- 
ods and products.” For copies of 
this publication write the Adver- 
tising and Sales Promotion Depart- 
ment, Acme Steel Company, 2838 
Archer Ave., Chicago 8, II. 
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Zonolite Finish Aggregate 


A new plaster aggregate has been 
introduced by the Zonolite Com- 
pany. The material, which will be 
known as Zonolite finish aggregate, 
is composed of unfibered gypsum 
and vermiculite aggregate. Its value 
to the construction industry stems 
from the fact that it eliminates the 
time-consuming hand operation of 
mixing lime and gauging plaster, 
because vermiculite aggregate and 
gypsum are all that is required for 
the mix. A smooth, hard finish 
is provided over either a vermicu- 
lite or sand base coat. According 
to the manufacturers, the finish 
aggregate was put through three 
years of extensive field tests to de- 
termine its characteristics, which 
include: 1. Strongest possible bond 
as a result of its gypsum to gyp- 
sum application. 2. Easy propor- 
tioning takes guesswork out of 
mixing. 3. Easy working with the 
right amount of “fat” for trowel- 
ing. 4. Spreads quickly to allow 
long sweeps with the trowel. 5. 
Resistance to chipping or marring 
when nails or picture hooks are 
driven into the wall. The aggre- 
gate is intended for trowel finish 
only. Write the Zonolite Company, 
135 S. La Salle St., Chicago, II. 
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Penn Metal 7/g'' Ground 
Casings 

Of interest to builders and con- 
tractors where rock lath, gypsum 
lath, gypsum board or similar ma- 
terials are used for walls or parti- 
tions are the new %” ground 
metal casings for doors and win- 
dows. This additional size is now 
available in all types of short 
flange Penmetal Casings: square 
nose, bull nose, Plain Edge and 
V-Edge. It has been designed to 
meet the requirements of a deeper 
ground to accommodate the addi- 


BuILpDING PRropucts MERCHANDISER 


tional thickness (°s”) of gypsum 
lath and board now specified as 
standard by manufacturers of that 
material. Prior to the introduc- 
tion of this new ground in Pen- 
metal Casings, casings have been 
standardized in two sizes, 42’ and 
34/7 ground, which have been satis- 
factory with metal lath and other 
wall and partition materials. The 
7%” ground allows for %” of plas- 


ter over the °.” gypsum lath or 
board made to the new thickness 
specifications of the manufactur- 
ers. The %” ground casings have 
the same outward appearance as 
the 4%2” and 34” grounds and the 
same characteristics. The only 
difference is in the one dimension 
(size of grounds). Write Penn 
Metal Company, Inc., 205 E. 42nd 
St., New York 17, N. Y. 


Home Accessories 





Lustro-Ware Bathroom Fixtures 


The widespread use of plastic 
tile for remodeling as well as in 
new home construction has created 
a great demand for the Lustro- 
Ware line of bathroom fixtures pro- 
duced by Columbus Plastic Prod- 
ucts, Inc. Outstanding in style and 
utility, these fixtures are available 
in a variety of beautiful colors 
which stay sparkling bright indefi- 
nitely. An occasional wiping off 
with a damp cloth keeps them look- 
ing like new. Precision molded of 
durable Styron plastic, they are 
practically non-breakable and will 
not chip, check, warp or become 


discolored from alkali, alcohol or . 


acid. There are no metal parts to 
rust, tarnish or corrode. Installa- 
tion of either recessed or surface 
attached fixtures is quickly and 
solidly made on any wall surface. 
For descriptive literature write Co- 
lumbus Plastic Products, Inc., Co- 
lumbus, Ohio. 


Automatic Storm Sash 


The Bee Gee window features an 
exclusive design that provides easy 
cleaning of the outside from the 
inside. It not only permits storm 
window protection but also provides 
easy access to fresh air. The new 
automatic feature, a patented 
method, permits opening both the 
window and storm sash at the same 
time ... to any desired degree of 
ventilation. Here are specifications 
for the new storm sash: 14% chem- 
ically-treated white pine for maxi- 
mum protection, complete with 


glass and bronze weather-stripping. 
All necessary hardware is applied 
at the factory. It is reported by 
Brown-Graves that the over-all de- 
sign of the new automatic storm 
sash so accurately matches the Bee 
Gee window that it is difficult to 
distinguish whether or not the Bee 
Gee window has a storm sash in- 
stallation. A descriptive folder is 
available. Write Brown-Graves Co., 
191 E. Miller Ave., Akron, Ohio. 











Tool Assortment-Display 


The Tool Display shown above 
is furnished free with each War- 
ner No. 1004 Tool Assortment. 
This open stock display takes full 
advantage of tie-in sales of putty 
knives, wall scrapers, patchers, 
floor scrapers, etc. The tools sell 
to every class of trade, have rugged 
serviceable construction and bright 
appealing colors. This compact Tool 
Display requires only 18” of 
counter space and contains 14 dif- 
ferent tools including extra scraper 
blades for the three wood scrapers. 
This Assortment-Display  elimi- 
nates the dealer’s stock problem 
on sundry merchandise, as only a 
moderate quantity of each type of 
tool is included in the assortment. 
These tools along with the display 
are shipped in one carton; the dis- 
play itself is completely assem- 
bled except for joining panels and 
inserting legs. Write Warner 
Manufacturing Co., 801 16th Ave., 
S. E., Minneapolis 14, Minn. 
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New Floor Covering 


A new linoleum floor covering 
called Texfloor Terano, which “of- 
fers a new concept in design,” will 
be introduced by the _ Sloane- 
Blabon Corp. to the 1951 markets. 
In addition to the new Texfloor 
Terano linoleum which comes in 
five patterns, the company will also 
introduce 19 other new linoleum 
and felt base rug and yard goods 
designs. Texfloor Terano high- 
lights a soft “finger-painting” ef- 
fect in each of its five 9” by 9” 
cross directional block patterns in 
tone-on-tone colors. Colors are: 
Pilot Blue in a two-tone soft blue; 
Beachcomber Gray, a light gray 
with values that range from cream 
to dark gray; Herdsman Green in 
light and dark shades of silver 
green; Buccaneer Red ranging from 
light flame to deep wine, and 
Rancho Beige, a combination of 
warm wood tones in a semi-neutral 


color effect. Texfloor Terano is 
available in a two yard width. 
Write Sloane-Blabon Corp., 295 


Fifth Ave., N. Y. 16, N. Y. 





Outdoor Furniture 


Planning for the outdoor furni- 
ture season? The market should 
offer ample sales opportunities in 
this field, since homeowners who 
acquired their property last year 
will undoubtedly add accessories 
in the spring. Now is the time to 
check old stocks and add new styles. 
It is also the best time to consider 
carrying an outdoor furniture line. 
A lumber firm in Madison, Wis., 
last year reported excellent accept- 
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ance with the outdoor furniture 
manufactured by The Connor Lum- 
ber and Land Company. ... “Be- 
fore adding outdoor furniture to 
our stock, we looked over a number 
of lines at the market and we de- 
cided that yours offered an out- 
standing value in design and dura- 
bility. We have sold over a carload 
of your summer furniture.” For 
complete information about the 
Connor line of outdoor furniture, 
also the manufacturer’s new kiln 
dried Connor Board, write The 
Connor Lumber and Land Co., 
P. O. Box 112-M, Marshfield, Wis. 





Long-Bell Cabinets 


The adaptability of metal acces- 
sories to the kitchen cabinets being 
manufactured by The Long - Bell 
Lumber Company is demonstrated 
by the garbage can attached to 
the door of a sink front unit. The 
cabinets, made of wood, are easily 
adapted to any color scheme. The 
clear vertical grain doors and 
drawer fronts make them easily 
decorated in any of a number of 
natural finishes. The line is con- 
structed on a three-inch module 
and is easily installed in old or new 
construction. Write The Long-Bell 
Lumber Company, Longview, Wash. 


Practical Way to Reach Attic 


The Slide-A-Fold disappearing 
attic stairway is completely assem- 
bled at the factory, and ready to 
be set into the ceiling opening by 
inserting a few bolts. It is made 
in two sections of clear, long leaf 
yellow pine. The lower section 
slides up and over the panel sec- 
tion when not in use. When the 
stairway is closed, it is held firmly 
in ceiling by powerful spring-lever 
action. Requires only 36” attic 
height, only 5’7” of floor landing 
space. The Slide-A-Fold can be in- 
stalled in a small space—a large 
closet or a small hallway. For il- 
lustrated folder write Craig Wood 
Products Company, Brennan Road, 
Columbus, Ga. 








Koolvent Awnings 


This Kool-Vent awning is made 
of aluminum strips interlocked in a 
form which shades without stop- 
ping ventilation. It was invented 
in Louisiana and patented before 
World War II. The product is sold 
the year round, the winter sales 
argument being shelter for doors 
and windows from snow and sleet. 
Baked enamel color schemes, long- 
lasting, enable styling for any 
home. Sales to national manufac- 
turing companies are also reported. 
One case was mentioned in which 
a complete installation on a plant’s 
windows eliminated need for sum- 
mer air-conditioning equipment. 
Write Kool-Vent Metal Awning 
Corp. of America, Keystone Bldg., 
Pittsburgh 22, Pa. 





New Wallpaper Patterns 


New wallpapers will be easier to 
live with and more usable as a re- 
sult of such developments as soft, 
subdued patterns that form a back- 
ground for “Quiet Living,” and the 
greater variety of small designs 
scaled for today’s smaller homes, 
according to United Wallpaper, 
Inc. The firm’s 1951 collection in- 
cludes approximately 200 patterns. 
It is a comprehensive group span- 
ning the popular priced field and 
ranging in styling from advanced 
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modern patterns to quaint, diminu- 
tive provincial designs. Included 
in the complete line are the Studio 
Album Selections styled by William 
Burton; the Salon Wallpaper Books 
created and styled by Robert Grif- 
fin; the Hand Looms by Dorothy 
Liebes; the Fabri-Tone Ensembles 
and the Tropical Textures. Write 
United Wallpaper, Inc., Merchan- 
dise Mart, Chicago 54, IIl. 








Fluorescent Bathroom Cabinet 


This new “80” Series Lawson 
Fluorescent Lighted Bathroom Cab- 
inet is available with frameless 
mirror or with stainless steel mir- 
ror frame. Single switch controls 
both lights. Other features include 
convenience outlet for electric raz- 
or, hair dryer, etc.; single electrical 
outlet box to minimize installation 
costs; Underwriter’s Laboratories 
Label; full length piano hinge; one 
piece drawn seamless steel body 
and baked white enamel finish over 
bonderized coating which is applied 
after all fabrication is completed. 
Write The F. H. Lawson Company, 
809 Evans St., Cincinnati, Ohio. 


Trellis and Garden Furniture 


Attractively designed and care- 
fully constructed, the extensive line 
of trellis, arches, pergolas, fences, 
etc., manufactured by the Adelph- 
ian Mill is ideal for any lawn or 
garden—from the smallest plot to 
the largest country estate. These 
garden accessories are gracefully 
designed for charm and distinction. 
They are made of top quality 
woods, and prime painted white. A 
wide range of styles, sizes and de- 
signs is available. And also to be 
had are natural birch long barbe- 
cue tables, redwood lawn furniture, 
redwood bird houses, shadow boxes, 
window boxes, window shutters, 
ets. For descriptive literature, 
write E. A. Vandy, 14105 Mer- 
chandise Mart, Chicago 54, II. 
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New Utility Unit 


An outstanding new “custom 
standard” unit by Miller Metal 
Products, Inc., is this tall and ver- 
satile Utility Unit. Offered as part 
of a Beautycraft Custom Kitchen, 
it provides three spacious shelves, 
two deep drawers, and two sliding, 
ventilated vegetable bins behind 
a louvered door. Like all other 
Beautycraft cabinets, this Utility 
Unit (BUS—1824-2) is of channel- 
type all-steel construction, with 
inch-thick insulated doors and 
drawer-heads. Doors have Curv- 
Line styling, reinforced automobile- 
type hinges at left or right. Draw- 
ers slide silently on patented 
long-life fibre bearings. Dimen- 
sions are 18” wide, 24” deep, 84” 
high. Write Miller Metal Prod- 


ucts, Ine., 2215 Russell St., Balti- 
more 30, Md. 











Cab-Units 

Cab-Units make up a new deco- 
rating theme that blends pre-built 
units into a custom planned set- 
ting. They are completely flexible, 
well constructed, adjustable shelf, 
sliding door cabinets with literally 
dozens of uses for every room in 
the home. Cab-Units are inexpen- 
sive in cost yet sturdily built and 
modern in design. They are avail- 
able in many hardwoods and glass 
doors, also provided in many sizes 


and two depths: seven inches in 
depth when it is necessary to con- 
serve space behind doors, hallways, 
etc.; ten inches in depth to allow 
more storage area. These practical 
units hang on a wall or door as 
well as stand on the floor. Cab- 
Units are designed to blend into 
a pattern that’s entirely individual. 
They can be hung _ horizontally 
along a wall, vertically on a wail 
or door, around the head of a bed 
to form a back board and in the 
kitchen to provide inexpensive nat- 
ural wood kitchen wall cabinets, 
over stoves, sink or refrigerators 
and in the breakfast nook for 
dishes, glasses, etc. Write Feder- 
ated Industries Co., 129 Lexington 
Ave., New York 16, N. Y. 





Revolving Door Closet 


A new development in today’s 
home for new construction or re- 
modeling is the Revolvodor, the 
unit closet and dressing room. As 
the name implies, it is actually a 
revolving closet offering the follow- 
ing features: 1) finger touch selec- 
tion of entire wardrobe; 2) spaci- 
ous shoe rack; 3) hat shelf with 
nine square feet of flat storage; 4) 
long hanging space; 5) ample dust- 
proof shelf space; 6) handy. tray 
space; 7) full length plate mirror; 
and 8) private dressing room. The 
Revolvodor can be installed quickly 
and easily in all styles, types and 
sizes. The door is mounted on piv- 
ots and swings very easily. Write 
Revolvodor Corporation, 1520 East 
Slauson, Los Angeles, Calif. 


Prefab Wood Wall Closets 


Compartments and the special 
adjustable shelves of the Mengel 
wall closet make the interior com- 
pletely adaptable to individual 
needs, while sliding doors permit 
full utilization of floor space. 
Shelves can be arranged for effi- 
cient storage of hats, gloves, 
purses, etc., with space for hanging 
jackets and other short garments 
on one side, and adequate space 
for full-length garments on the 
other side. Mengel wall closets can 
be used for single or two-closet 
installations. They can also be used 
to form a complete section of wall 
with the plastered surface between 
closets serving as the back of a 
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third closet opening on the other 
side of the wall. Mengel wall clos- 
ets are shipped knocked-down. 
They are individually packed with 
all hardware included, ready for 
quick assembly. The closets are 
available with exposed surfaces in 
birch for finishing natural wood 
or with prime coat of paint for 
finish painting on job. For de- 
scriptive literature write The 
Mengel Company, Cabinet Division, 
Louisville 1, Ky. 





All Metal Door Canopy 


This new 72” steel Stoop Canopy 
is a happy and quite inexpensive 
solution to the problem of an un- 
protected doorway. The lines of the 
canopy are in architectural har- 
mony with siding and trim, and in 
appearance, it looks like it was 
built as an integral part of the 
house. Few modern houses are pro- 
vided with rain or snow protection 
on outside doors, in fact many have 
nothing over front, rear or side 
entrances. The result is not only 
considerable discomfort to the 
family in bad weather, but guests 
are often left to wait outside in a 
pouring rain while some member 
of the family is answering the 
doorbell. Made of special rust 
proofed steel with baked on enamel 
these canopies have ample strength 
to resist the highest winds. They 
are as easily cleaned as a refriger- 
ator. Write the Troy Sunshade 


Company, Troy, Ohio. 





New Hanger System 


A new hanger system for the 
Ez-Wax Folding Stairway has been 
developed by Ez-Way Sales, Inc., a 
Division of Minnesota Wood Spe- 
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cialties, Inc. Providing smoother 
operation of the disappearing stair- 
way, the new system is engineered 
for smooth, safe and easy action. 
An ingenious mechanism maintains 
a slight upward tension on the 
stairway, yet holds the panel tight- 
ly in the jamb to seal out draft and 
dirt when the stairway is closed. 
The mechanism is simple in design 
with a minimum of working parts 
to insure life-long operation. Other 
features retained in the improved 
model include sturdy Ponderosa 
pine construction, heavy steel hard- 
ware, fir plywood panels and Safti- 
Walk strips on all treads. The unit 
comes completely assembled, jamb 
included, with panel attached for 
easy installation. Write Ez-Way 
Sales, Inc., Box 300, St. Paul Park, 
Minn. 





New Type Window Screen 


As more and more emphasis is 
placed on reducing housing cost, 
manufacturers are searching for 
new products and new methods of 
production that will lower charges 
for materials and equipment. One 
such product, the Durall Aluminum 
Tension Screen, recently made its 
appearance in the household equip- 
ment and building materials mar- 
kets. Already this screen has found 
approval by home owners, archi- 
tects, builders and dealers alike be- 
cause of its quality, low cost fea- 
tures—not only for new construc- 
tion but for replacement purposes 
too. This new window screen has 
features which appeal both to the 
lady of the house and the man. 
Durall has a unique tension design 
which eliminates heavy side frames. 
It’s not necessary to remove Durall 
when the windows need washing. 
A simple twist of the thumb screws 
at the bottom of the screen allows 
it to swing freely, giving easy ac- 
cess to the window pane. This 
new window screen is being mar- 
keted in a wide variety of sizes 
through hardware and_ building 
materials channels. For descrip- 
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Majestic TV Cook-Nook 


Expressly created to bring to- 
gether cooking, dining, and tele- 


viewing in an open-air setting, 
this unique Outdoor Fireplace gives 
a novel lift to modern living! The 
Cook-Nook has special provisions 
for adding a portable or table- 
model television set. (An electrical 
outlet built into the Cook-Nook or 
an extension wire from the house 
can supply the necessary current.) 
Cooking and serving facilities are 
built around an all-metal, complete 
Majestic fireplace unit. This has a 
two-piece, removable top. The grill- 
grate front half has tapered and 
notched bars to allow more direct 
heat for grilling meats. The solid 
rear half has a 614” lift-up stove 
lid. Bottom grates can be raised 
for charcoal or lowered for wood 
fuel. Smoke Hood for southern- 
style barbecuing, and an adjustable 
Spit are easily put on or taken off. 
Either or both can be used atop 
the unit. Fireplace compartments, 
varied to suit individual needs, 
offer storage space for folding 
chairs, utensils, fuel, electric wire, 
reel, etc. If an outside “TV” aerial 
is required, it can replace the 
weather vane. Write The Majestic 
Company, Huntington, Ind. 


New Types of Window Materials 


The new 700-W R-V-Lite is an- 
nounced as the first 4 x 4 mesh 
aluminum wire reinforced window 
material. This mesh is sealed be- 
tween 2 layers of cellulose acetate 
plastic film. It is priced lower than 
the old 300-W type with 6 x 8 
aluminum mesh. Both use corro- 
sion-proof aluminum for sturdiness, 
yet offer the advantage of extreme 
light weight. Storm sash or hot 
and cold bed frames of either the 
300-W or the new 700-W are ex- 
ceptionally easy to move or lift. The 
other new addition to the line is the 
800-CW. Its extreme sturdiness, 
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combin:d with semi-rigid construc- 
tion, fits this new material for par- 
ticularly hard-working installations 
such as storm doors, farm animal 
building doors and partitions, 
barns, garages and sheds. Its gal- 
vanized steel wire mesh (14 x 14) 
coated with Tenite plastic, cuts 
eisily with ordinary scissors. Write 
Arvey Corporation, 3462 N. Kim- 
ball Ave., Chicago 18, III. 


Adjustable. Screen Door Grille 


Recently shown on a typical in- 
stallation is Fits-All No. 5 which 
brings the line of Fits-All Screen 
Door Grilles to five different styles 
and sizes that are fully adjustable 
to nearly all standard screen doors. 
The grilles are designed not only 
to enhance the beauty of the screen 
door, but also to provide protection 
by keeping the screen from being 
pushed through by careless hands. 
The Fits-All No. 5 has a silvery- 
satin finish and is made of Macklan- 
burg-Dunean’s_ specially prepared 
rust-proof, tarnish-proof Alacrome 
metal. The other four models are 
adjustable for size and height by 
a hinged, accordion-like action. 
However, the Fits-All No. 5 consists 
of a set of five gracefully designed 
scrolls which may be easily adapted 
for any size screen opening by 
simply cutting off the bottom edges 
to measure. One of the main uses 
of the grille is for the popular com- 
bination screen-storm door. The 
Fits-All No. 5 is completely pack- 
aged with everything necessary for 
installation including instructions 
printed right on the carton. For 
complete details write Macklan- 
burg-Dunecan Co., Oklahoma City 
1, Okla. 





Book of Fireplace Designs 


The Heatform fireplace, which 
keeps the old-time open fire but also 
circulates heat like a furnace, is a 


double-walled metal unit which 
provides heating chambers around 
and above the firebox. Through the 
inlet grilles the cool air flows off 
the floor into the heating chambers 
where it is heated, then back into 
the room through outlet grilles 
above. This natural rising of warm 
air makes the circulation through 
the unit, thus saving much of the 
heat that would otherwise be lost 
up the chimney. The outlet grilles 
may be placed in the front or sides 
of the fireplace, in the mantel shelf, 
under a metal hood, in the wall 
near the ceiling, or even in an ad- 
joining room. A 35-page brochure 
presents a variety of designs with 
suggestions for the building and 
use of the Heatform fireplace. 
Included is the new corner Model S 
fireplace with the front and one end 
open, which provides a view of the 
open fire from both the living and 
dining rooms. Masonry walls are 
easily built around this correctly 
designed metal form. Write The 
Superior Fireplace Company, Dept. 
1709-D E. 15th St., Los Angeles 
21, Calif. 


Home Hardware & Tools 





Tuck-A-Way. Laundry Dryer 


The Tuck-A-Way Bathroom 
dryer, manufactured by the South- 
ern Galvanizing Co., is designed 
for small space, indoor drying of 


laundry. Weighing less than a 
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pound, and held to a wall by power- 
ful suction cups, the dryer will 
hold 20 feet of line and up to 40 
pounds of clothing. Made of rust- 
proof, safety-edge polished alu- 
minum, the dryers are individually 
boxed in colorful cartons, complete 
with 20 feet of line. For further 
information, write the Southern 
Galvanizing Co., 1600 Bush St., 
Baltimore 30, Md. 


Adjustable Tension Hinge 


Two adjustable tension screen 
door hinges are moderately priced 
and feature a tension spring which 
is easily adjusted to regulate speed 
of door closing. The sturdy spring 
is enclosed in barrel of hinge for 
attractive appearance and _ protec- 
tion. Made of wrought steel, hinges 


‘will add beauty 


are designed for half-surface (No. 
2152) or full surface (No. 2154) 
applications, and are furnished in 
japan or plated finishes. Mounted 
samples will be supplied at the cost 
of hinges only. Write the Stanley 
Works, New Britain, Conn. 


Aluminum Rafter Square 


A polling by Sargent & Com- 
pany, revealed that over 87% of 
master carpenters favored a lighter 
weight rafter square, but only if it 
retained the standard 24 x 2 inch 
body and 16 x 1% inch tongue. 
And they demanded true right 
angle in a standard, reliable square 
having the same qualities of the 
steel used in Sargent’s No. 500 
Rafter Square. To meet these 
requirements Sargent tool designers 
thrashed out the problem with en- 
gineers of the Aluminum Company 
of America and selected an alumi- 
num alloy with the strength of 
steel and an alumilite finish which 
is completely corrosion proof. Two 
thirds of the weight was eliminated 
in this new square, with no loss 
of “feel” so important to the car- 
penter. Write Sargent & Company, 
New Haven, Conn. 


New Lanterns in Liteway Line 
Swain & ne 
Bridge an- 
nounces the ad- 
dition of three 
new _ all-copper 
lanterns to its 
line of Liteway 
exterior  light- 
ing fixtures: 
The Newport, 
24” high, 13” a 
square; The 
Mayfair, 20” 
high, 10%” i 
square; The 
Hampshire, 17” 
high, 9” square. 
These lanterns 





and safety to 
the grounds of 
any building, 
private way or 
estate. Solid 
copper construc- 
tion, traditional 
design and Un- 
derwriter’s Lab- 
oratories ap- 
proval assure 
lifetime service. 
Two aluminum 
Lamp Posts in 
the Liteway line 
are now fully 
adjustable . 
easier to wire 
or install new 
bulbs. They are 
ALP No. 1 and 
ALP No. 2. For 
new catalog write Swain & Bridge, 
New Britain, Conn. 
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New Magazine-Size Mail Plate 

A new draft-free design makes 
practical a mail plate with open- 
ings large enough for magazines. 
The draft-free feature is accom- 
plished by the use of double gravity 
drops (or covers) over the openings 
of both the outside and inside of the 
door. The design of the inside drop 
overcomes the tendency of letters or 
magazines catching as they pass 
through the mail plate. A distinct 
feature of this design is the finished 
appearance that the mail plate gives 
with the inside identically match- 
ing the outside. The conventional 
type of plate leaves the opening cut 
through the door, exposed to sight 
on the inside, while the new double 
drop covers the opening on both 
sides. The styling of the plate gives 
it lines that harmonize with the de- 
sign of most any hardware, other 
than old iron patterns. The mail 
plate is available in polished brass, 
polished bronze, dull bronze, dull 
nickel and chrome finishes. Write 
National Brass Company, Grand 


Rapids, Mich. 





Heavy Duty Stapling Hammer 

The new Bostitch H4 Heavy 
Duty Stapling Hammer is fast 
proving itself to be a cold weather 
friend to thousands of roofers, car- 
penters, farmers, and others who 
must hammer away through the 
biting cold of winter weather. This 
self-feeding hammer enables the 
user to drive home a heavy 34-inch 
galvanized staple with one follow- 
through blow, using just one hand. 
Since there is no need to hold nails 
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between the fingers when the H4 is 
used, gloves may be worn on both 
hands. The “spare” hand may be 
utilized by using it to hold material 
in place. Savings in time, money, 
and worker efficiency are the re- 
sult of this new stapling hammer 
used for roofing, fencing, siding, 
and hundreds of other similar fas- 
tening jobs. Write Bostitch, 1073 
Mechanic St., Westerly, R. I. 





ShurLok Glass Knob Units 


The ShurLok glass knob unit set 
establishes a completely new trend 
in door trim, according to the man- 
ufacturer, Techanical Glass Com- 
pany, Inc. This new line of knob 
sets for passage, bathroom, bed- 
room, exterior and entry doors 
combine sparkling beauty with life- 
time quality and economy. Known 
to the trade as the ShurLok “800s” 
these sets feature ‘“Anchor-Tite” 
glass knobs, automatic alignment, 
speedy installation, and low orig- 
inal cost. The latch is entirely 
free of die cast parts. All sets are 
tested and proved at the factory. 
They carry an unconditional guar- 
antee for workmanship and mate- 
rials. For descriptive literature 
write Technical Glass Company, 
Inc., 2050 East 48th St., Los An- 
geles 58, Calif. 


New Hansen Tacker 


“Time out” for tackers used in 
tacking up insulation, ceiling tile, 
metal lath, etc., in home and com- 
mercial building construction, is 
now cut to a minimum with the an- 
nounced improved features of the 
Hansen Tacker made by the A. L. 
Hansen Mfg. Co. The usual screw- 
type head, with screws coming loose 
through continual vibration, the 
slow assembly and disassembly due 
to removing and replacing the 
screws, are all overcome with a 
single swing-type jaw which moves 
out to disassemble and moves in to 
assemble in one quick movement, 
without using tools or screws. Jaw 
is held in place by compression, 
completely eliminating screws. In- 
cluded in the improved feature is 
the reported use of a channel clean- 
er which is inserted in channel and 
removes dirt, debris or broken 
staples, thus doing a complete clean- 
ing job in less than a minute. For 


descriptive booklet T-40 write A. L, 
Hansen Mfg. Co., 5036 Ravenswood 
Ave., Chicago, IIl. 





New Fan-Craft Catalog 


The Fan-Craft Manufacturing 
Company, which has specialized in 
the manufacture of Post Lanterns 
since 1935, recently announced a 
new catalog featuring its Post 
Lanterns and residential lighting 
fixtures. One of the original de- 
signs is shown here. Illustrated in 
the new catalog are many designs 
within all price ranges. This line 
can fit in very well with other 
standard building equipment. Write 
Fan-Craft Manufacturing Com- 
pany, Plainville, Conn. 


LANCTOT inc 
32 ESST aes STREET 
stwroas3.a.r 





Utility Garden Tool 


The Trimower is a new, electric- 
powered, two-speed, all-purpose, 
combination lawn trimmer, hedge 
cutter and edger which operates by 
simply attaching any standard '4” 
electric drill. It is a complete, all- 
in-one garden tool that does 4 
three-way job efliciently and with- 
out effort. The Trimower gets to 
all inaccessible places, without 
bending over or kneeling—under 
trees, flower beds, shrubbery and 
fences—along walks and_ fences, 
too. It also trims hedges perfectly 
in any style or shape desired. Write 
Langotot, Inc., 32 East Fourth St., 
New York 3, N. Y. 
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New Skilsaw Guide 


The problem of on-the-job pre- 
cision saw cuts has been solved 
by Skilsaw, Inc., with the intro- 
duction of the fully portable Skil 


Saw-Guide. The new Saw-Guide 
quickly converts a portable electric 
saw into a portable radial saw in 
a matter of seconds. Weighing 
only 26 lbs., it is easily attached 
to a small platform on two saw 
horses. With quick, simple adjust- 
ments, cross-cuts, bevel cross-cuts, 
miters, bevel-miters, rips, and 
bevel rips are accurately, easily 
and safely made. Gang-cutting and 
pre-forming become simple and 
precise operations. Many benefits 
of much larger and heavier equip- 
ment are reported available with 
this new Skil Saw-Guide at only a 
fraction of the price. Write Skil- 
saw, Inc., 5033 Elston Ave., Chicago 
30, Ill. 





New Circular Saw Grinder 

The “Tru-Circle” saw sharpener, 
described as a low-cost fixture for 
grinding circular saw blades to per- 
fection, has been brought out by 


A. D. McBurney. Designed to fit 
all known saw tables, the extremely 
simple jig will gum, joint and 
sharpen combination, crosscut, rip 
or novelty blades from 6” to 10” 
in diameter. The jig also may be 
used for touching up the raker 
teeth of combination blades. In 
basic form, the “Tru-Circle” (Pat. 
Pend.), is a simple metal frame 
upon which is secured an upright 
carrier jig. Fixed with adjustable 
outriggers and grippers the entire 
unit is movable forward or back- 
ward in the mitre slots of the saw 
table. The carrier jig is designed 
to hold all diameters of blades 
within its 6”-10” range and is it- 
self mounted at an angle to the 
grinding stone fixed on the saw’s 
arbor. This angle may be changed 
at will by moving supporting legs 
up or down a series of holes pro- 
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vided in both sides of the carrier 
jig. Write A. D. McBurney, 317 
East 4th St., Los Angeles 13, Calif. 





ig 
Golden Anniversary Ladder 


Miss Aluminum Ladder of 1951 
was chosen recently by the Newark 
Ladder Company in celebration of 
its 50th anniversary. The ladder 
in the photo is the new Golden 
Anniversary all aluminum ladder, 
introduced by the company also in 
observance of the anniversary. 
Features of the lightweight step- 
ladder include the use of aluminum 
alloy in its construction with ten- 
sile strength of 35,000 PSI, double- 
ribbed “U” channel rolled aluminum 
siderails. Each step is firmly se- 
cured by six rivets, all edges 
hemmed over, rubber, non-slip 
safety shoes attached front and 
back. For further details, write 
the Newark Ladder Co., Walnut 
and Central Ave., Clark, N. J. 


For Sliding Cabinet Doors 


The increasing demand for space- 
saving streamlined sliding doors 
has resulted in a new design of a 
snap-on hanger produced by the 
Grant Pulley & Hardware Com- 
pany. A 114” headroom is all that 
is required while the short bottom 
guide can be arranged in the cen- 
ter of the opening so as to remain 
invisible. Mass production and as- 
sembly is greatly facilitated by the 
snap-on carrier. The aprons or top 
plates with spring studs are at- 
tached to the sliding door panels 
before installing. After mounting 
the double I-beam track together 
with the carriers the doors are 
snapped into position. The bottom 
guide is then inserted into the bot- 
tom grooves of the doors and is lo- 
cated and fastened to the shell. Ma- 
jor advantages of this type installa- 
tion are the easy installing and 
removal of panels whenever the 
need occurs and the attractive 
price of the hardware. Write Grant 
Pulley & Hardware Co., 33-34 57th 
St., Woodside, N. Y. 











Swedish Made Hinges 


The Gensco Tool Division of 
General Steel Warehouse Co., Inc., 
is introducing a new line of Swed- 
ish made hinges for building hard- 
ware use. The line includes ball 
bearing styles, ball and button tip 
butts, wrought steel butts with 
solid or removable pins, double ac- 
tion hinges and flaps. Butts are 
available in dull or bright chrome, 
dull or polished brass and prime 
coated. Gensco also states that 
they are available in standard 
American sizes and made to Amer- 
ican specifications. For descrip- 


tive literature write Gensco Tool 
Division, General Steel Warehouse 
Co., Inc., 1830 N. Kostner Ave., 
Chicago 39, IIl. 





New Sliding Door Hardware 


The new Series 250 Kennatrack 
is an improved hanger for by-pass- 
ing cabinet, wardrobe or show case 
doors, built by Jay G. McKenna, 
Inc., manufacturers of top-mounted 
sliding door hardware. Series 250 
Kennatrack has a heavier double 
track extrusion and an improved 
nylon-wheeled hanger, countersunk 
on both sides, permitting doors to 
be mounted in two positions in re- 
lation to the track. This permits 
flush mounting in line with modern 
trends. Open edged screw holes 
permit doors to be removed by sim- 
ply loosening the screws. Kenna- 
track 250 is designed for light- 
weight 34” or 138/16” by-passing 
doors. Write Jay G. McKenna, Inc., 
Elkhart, Ind. 
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Shelby's New Counter Display 


A new, colorful Shelby counter 
display has been designed to help 
dealers merchandise and sell Shel- 
by Spring and Chain Door Stops. 
The entire unit is compact, takes 
little counter space, yet holds 12 
product boxes. The display box in 
two-tone blue catches the eye and 
tells a complete story of door stop 
utility. The Spring and Chain Door 
Stop itself is neatly and individ- 
ually packaged in Shelby’s new 
product-box colors, maroon and yel- 
low. A new display for the Shelby 
Air-Check Door Closer, the largest 
pneumatic air check made for 
screen and storm doors, is also an- 
nounced by the manufacturer. 
Write The Shelby Spring Hinge 
Co,. Shelby, Ohio. 


if 





Spiral Sash Balance 


The Spirex Spiral Sash Balance, 
manufactured by the Caldwell Man- 
ufacturing Company, is easily in- 
stalled while sash is either in or 
out of the frame. It includes in 
its design provision for tightening 
or loosening the spring tension at 
any time after the sash is installed. 
The units have the exclusive pat- 
ented feature in the spring, made 
from clock-steel flat wire, finally 
tempered to exacting specifications. 
Spring coils are separated from 
each other, eliminating friction, and 
allowing application of a_ special 
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rust-preventing and noise-proofing 
coating. Spirex balances are sup- 
plied in a newly designed tele- 
scoping carton, each of which holds 
four units. The carton stacks flat 
in a shelf or bin, and the size and 
number are clearly printed on the 
end. Write Caldwell Manufactur- 
ing Co., 56 Industrial St., Rochester 
14, N. Y. 





Bit Set for !/,"" Electric Drills 


This set of wood-boring bits has 
been developed especially for car- 
penters and other woodworkers 
who use electric drills for boring 
14-inch or smaller holes in either 
hard or soft woods. The bits have 
a solid-center twist and a single- 
cutter, extension-lip head with one 
outlining spur and a screw point, 
providing for fast, smooth boring. 
No pressure is required for feed- 
ing the bit into the wood. Shanks 
are 14-inch diameter. These tools 
come packaged as a set of five in 
sizes of 14-inch to %-inch and are 
also available as individual bits. 
Write Greenlee Tool Co., 2261 
Twelfth St., Rockford, IIl. 


Designed for K-Venience Line 


An attractive counter display 
ties in directly with national ad- 
vertising on the line of Kitchen 
K-Veniences. It can be set up on 
the counter or in a window as it 
requires less than two square feet 
of floor space. This demonstration 
display is furnished to K-Venience 
dealers without charge, except for 
the actual mounted samples which 
are a permanent part of the dis- 
play. These include disappearing 
pan racks, disappearing towel racks, 
swinging towel racks, and exten- 
sion hang rods. These space-saving 
fixtures are designed to provide a 
place for everything from dust 
mops to dish towels. Styled for to- 
day’s compact, functional kitchens 
and attractively finished in chro- 
mium, the new Kitchen K-Veni- 
ences are said to make any kitchen 
more convenient and_ attractive. 
Write Knape & Vogt Manufactur- 
ing Company, Grand Rapids 4, 
Mich. 
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MODERN PLANS 
AND EQUIPMENT 
for 

PARLOR MILKING 
SYSTEMS 


Starline Booklet 


A new 40-page booklet entitled 
“Modern Plans and Equipment for 
Parlor Milking Systems,” published 
by Starline, Inc., is now available 
to all farmers. This booklet is ideal 
for farmers who want to build, 
add onto or modernize their milk- 
ing systems and is the most com- 
plete book of its kind available. 
Instructions and floor plans for 
the construction of various types 
of milking parlors are shown. Ar- 
rangements are included for one- 
man milking parlors and milk 
house units, loose housing systems, 
milking parlors with stanchion 
barns and milking parlors for 
milder climates using panel stan- 


chions. There is also valuable in- 
formation, such as how to get 
proper light and drainage. For 


copy of booklet write Starline, Inc., 
Harvard, Ill. 





High Speed Floor Sander 


The American Super Eight high 
speed floor sander is said to “cut 
much faster.” It is lever type with 
specially designed 2 H.P. motor and 
operating speed 1750 r.p.m. Power 
transmission by V-belt with auio- 
matic take-up permits starting un- 
der a _ no-load condition. The 
improved adjustable pulley permits 
selection of drum speeds in range 
from 1600 to 2800 r.p.m. to meet 
varying conditions. There is great 
range of drum pressures selected 
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by variable control—52 lb. to 103 
}).—to meet all conditions in floors. 
Machine has large volume dust 
pick-up, large fan with speed of 
1500 r.p.m., and low center of grav- 
itv. Write the American Floor 
Surfacing Machine Co., 521 So. St. 
(lair St., Toledo 3, Ohio. 





The Webster 

The Webster, for 
beauty, 
for interior doors. Series 100 Latch 
Set—passage doors. Furnished in 
either type “DS” or “SS” latch. 
Series 200 Lock Set—bathroom and 
bedroom doors; the completely re- 
versible push button Bar-loc Lock 
Set. Furnished with type “DS” 
latch only. Series 300 Latch Set— 
closet doors. Has solid brass closet 
turn for inside of door; furnished 
in either type “DS” or “SS” latch. 
Trim for the Webster is 2” diameter 
solid round glass knob (best qual- 
ity glass) 2” diameter wrought 
brass roses. Finishes: Group 1— 
polished brass or dull satin brass; 
Group 2—bright nickel, dull nickel; 
Group 3—polished chrome or dull 
satin chrome. Split finish on bath or 


crystal-clear 
is available in three series 


bedroom lock sets also furnished. 
Write Harloc Products Corporation, 
Conn. 


New Haven, 
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Markwell Double Duty Tacker 


The new and improved Markwell 
double duty Insulation Tacker uses 


| Staples ranging in length from 14” 


up to ,®."” without any adjustment 
This Markwell Lever 
Tacker has been recommended by 
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leading manufacturers of Insula- 
tion for applying the insulating 
ceiling tile and panel boards using 
the 4%" leg Staple. The “L3D” 
i?” leg Staple is available with a 
cement coating for greater holding 
power. With the Markwell “L3B” 
7," leg Staple, this tacker may be 
used for applying the batt, blanket 
and foil type insulation as well as 
cornerites and beads, felt paper, 
etc. Write Markwell Mfg. Co., 
Inc., Industrial Products Division, 
200 Hudson St., New York 13, N. Y. 








Sash Balance—Weatherstrip 
This sash balance and weather- 
strip unit makes pulleys, cords, box 
frames and weights unnecessary. 
The sash is counterbalanced in two 
ways,—with coil spring tensicn to 
overcome gravity, and with metal 
housing tension to provide a more 
stable sash in any position. The 
coil spring is enclosed in one piece 
rolled flexible metal housing. Sash 
clips hold spring at bottom of stile 
groove of each sash, illustration— 
1) shows how unit fits into sash 
groove; 2) shows spring attach- 
ment at top of tubular housing; 3) 
new sash clip for holding spring at 
bottom. For further information 
write Allmetal Weatherstrip Co., 
2241 N. Knox Ave., Chicago 39, IIl. 


Casement Operator 


H. 8S. Getty’s internal gear case- 
ment operator comes in a strik- 
ing blue-and-gold package. Con- 
tinuing the distinctive moderniza- 
tion of Getty packages, the box for 
its exclusive gear operator is de- 
signed for easy identification by 
reversing the design for right and 
left hand boxes. Labels on the ends 
are also easy to identify since the 
color is reversed for right and left 
hand operators ... blue on gold 
for right hand, gold on blue for 
left hand boxes. Write H. S. Getty 
& Co., Inc., 3236 North 10th St., 
Philadelphia 40, Pa. 


Cabinet Hardware Assortment 


This No. 150 assortment com- 
prises a widely-inclusive board and 
assortment for a complete cabinet 
hardware department. It includes 
only the very finest cabinet hard- 
ware from National Lock’s exten- 
sive line. There are four items fea- 
tured ... forged brass hardware, 
a new type concealed hinge, con- 
cave knobs and a _ distinctively- 
styled die cast handle. In addition, 
the No. 150 offers the complete De- 
luxe and Aristocrat matched sets. 
Popular finishes such as Bright 
Brass, Dull Brass, Dull Bronze, 
Bright Chromium and Dull Chro- 
mium are stressed by the company 
as adding to the sales-desirability 
of many of the hardware items. 
Offered as an assortment, with 
well-balanced quantities of each 
item, the No. 150 also provides a 
handsome display board requiring 
minimum counter space. It is 
pointed out that any desired quan- 
tities of any item may be secured 
from open stock. Write National 
Lock Company, Rockford, IIl. 
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Hudee Ideal Sink Frame 


Walter E. Selck & Co. announces 
the new use of stainless steel in the 
manufacture of the Hudee Ideal 
Sink Frame System. Both the 5” 
size for flat rim sinks and the 
134” size for china bowls will be 
available. The Hudee will also con- 
tinue to be made in aluminum. The 
Stainless Steel Hudee, ready after 
February 1, will have a bright pol- 
ished finish to match steel cabinet 
trim. The stainless steel Hudee 
also has the advantage of high lus- 
ter and non-scratch characteristics. 
The new No. 1 Lug for attaching 
the frame to the sink top and bowl, 
is also available. (See illustration. ) 
This new lug has the advantages 
of easy application, no slippage, 
and a tight, firm grip, sealing the 
sink top, bowl and frame. Small 
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metal pads (see illustration) are 
also available for use with pressed 
steel bowls. These pads eliminate 
marring of bow] surface from pres- 
sure below on lug bolt. Write Wal- 
ter E. Selek and-.Co., 225 W. Hub- 
bard St., Chicago 10, IIl. 








le 


Pigmy Sash Balance 

The negative spring, which just 
a year ago amazed the mechanical 
world, is now being used for the 
first time by any sash balance man- 
ufacturer in the Powerful Pigmy 
Balance made by Pullman Manu- 
facturing Company. Small diam- 
eter of new spring cuts balance 
size by 75%, thereby allowing the 
Powerful Pigmy to be mounted in 
window sash itself. Pullman engi- 
neers say this is the first time in 
residential window history that a 
true counter-balance is available 
which requires neither head nor 
side room. The negative spring 
is a tight coil of flat material 
which is progressively unwound 
throughout the range of action. 
Tightness of coil reduces diameter 
markedly over power spring. The 
window’ is perfectly balanced at 
any position. Write Pullman Man- 
ufacturing Corp., 325 Hollenbeck 
St., Rochester 5, N. Y. 


Matched Aluminum Moldings 


A line of Marsh Color-Matched 
Aluminum Moldings to match every 
Marlite plastic-finished panel color 
has been introduced by Marsh Wall 
Products, Inc. The same smooth, 
durable finish that appears on 
genuine Marlite panels has been 
used for the new moldings, avail- 
able in these colors: yellow, cream 
(eggshell), blue, coral (sun tan), 
gray, royal blue, black and maroon. 
Each molding is being produced in 
8’ lengths. Where customers prefer 
walls without molding highlights, 
green, white, persian red, pearl, 
the new line makes possible in- 
teriors that present an attractive 
uninterrupted color. But where 
contrasting designs are desired, 
the Marsh Color-Matched Alumi- 
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num Moldings give free reign to 
the designer’s imagination. The 
exclusive plastic finish seals out 
dirt, grease, grime and moisture, 
while permanently sealing in all the 
color. Shapes available are inside 
corner, outside corner, division, 
tub molding, edging and cove. For 
copies of folder showing the Color- 
Matched Aluminum Moldings write 
Marsh Wall Products, Inc., Dover, 
Ohio. 
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One-Piece Jamb Members 


Zegers Dura-seal Combination 
Metal Weatherstrip and Sash Bal- 
ance, is also available in a one-piece 
jamb member. It accomplishes a 
dual purpose... complete weather 
protection and free, easy window 
operation—all in one unit. The 
one-piece jamb member also pro- 
vides these additional advantages: 
1) The back surface of the new 
one-piece metal strip is concave. 
This concavity provides the neces- 
sary flexibility in the metal to as- 
sure smooth, easy window opera- 
tion at all times. It also maintains 
a constant air seal when the sash 


expands or contracts due to change- 
able atmospheric conditions. This 
means that Dura-seal now provides 
even better weather protection 
than previously. 2) The sash can 
be easily removed. The metal is 
fastened to the jamb by means of 
four drive-screws, staples or nails. 
This new feature provides addi- 
tional sales appeal. 3) The metal 
is cut to the pitch of the sill, thus 
providing an even more attractive 
appearance. Dura-seal Combina- 
tion Metal Weatherstrip and Sash 
Balance can easily be installed in 
six minutes per window. It is used 
with stock plank frames and stock 
sash and there is no machining of 
frames required. Write Zegers In- 
corporated, 8090 South Chicago 
Ave., Chicago 17, IIl. 


SpeedWay !/,"" SpeedDrill 


The new-type 400, 1%” capacity 
SpeedDrill weighs only 8°4 pounds. 
It delivers a full half horsepower 
at the drill point under normal load. 
The 400, characterized by a com- 
pact design and streamlined ap- 
pearance, has aluminum die cast- 
ings throughout. The drill is pow- 
ered by a series wound universal 
motor which the company claims 
makes it possible to deliver more 
power per pound. A cast-in air 
cooling system with oversize die 
cast fan, cast-in baffles and chan- 
nels serves to cool the motor and 
clear away the chips from the 
working surface. Wide faced, al- 
loy steel cut gears run on shafts 
which are supported on both ends 
by anti-friction bearings. The tool 
is equipped with a Jacobs .geared 
chuck and a heavy 3-wire lead cord 
with ground jack and carries the 
Underwriters’ Laboratories label. 
Write SpeedWay Manufacturing 
Company, 1876 So. 52nd Ave., Ci- 
cero 50, Ill. 


Paint, Mastics & Allied Products 


/ 





Acoustica! Tile Cement 

A new resin-based cement called 
Sur-Stik for applying acoustical 
tile, fibre board, wallboard, gypsum 


and similar composition sheeting 
1s announced by The W. S. Mc- 
Guffie & Company, manufacturers 
of Penco Putties and Dual-Glaze. 
The new cement is said to provide 
superior adhesive qualities for use 
on wood, metal, glass, cement, and 
plaster. Sur-Stik is reported to 
remain permanently pliable to give 
and take with expansion and con- 
traction of all bonded materials. 
Being waterproof, the adhesive 
quality of Sur-Stik is unaffected 
by moisture absorption encoun- 
tered with most tile and_ wall 
boards. Easy to use direct from 
the container, it may be applied 
without preparation under tem- 
perature extremes encountered in 
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WEATHER-LOK UNITS 
“------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 








The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. . » Made of kiln-dried Ponderosa pine. 


. . » Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


SPOKANE 
HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. @TREAS. 








For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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ORE 


LAZING) 


to ARM-CLAZE 





Biggest sash mills in the country have licked their 


‘putty problems,” and they SAVE MONEY by using 
Arm-Glaze, the E-L-A-S-T-I-C Glazing Compound. 


It is perfectly smooth — can be applied fast. 


It sets immediately. You can ship AT ONCE without 


risk of complaints and costly reconditioning. 


preferred by dealers everywhere. 


It stays E-L-A-S-T-I-C; won’t crack or crumble; pro- 


3» It gives you a BETTER finished product which is 


vides lasting protection for the user. 


Try this vastly superior product! Act today on our 
FREE Trial Offer! 


rveceat USERS OF Pm, F R E E 


Rockwell Mfg. Co... . 3!/2 years SAMPLE 


Chicago & Riverdale . .10 years 

Bosman & Casson .... 7 years 7 gers . on 
E. A. Nord Co. .....3 years epcteaitn 
Pacific Mutual Door . . . 9 years 











expense. 
*tworks.’" See for your- 


self why so many mills 


Spokane Sash & Door es 7 years now use Arm-Glaze ex- 
er ‘ clusively. Write our 
Whittier Lumber Tiida 5 years nearest office for liberal- 


Owens-Parks Lumber . . . 4 years 
Norwood Sash & Door . . 4 years 


sized FREE sample. 





The 


ARMSTRONG 


COMPANY 


241 S. Post Ave. 
Detroit 
and Richmond, California 


4065 So. LaSalle St. 
Chicago 


2411 Swiss Ave. 
Dallas 
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construction work. For sample 
write the W. S. McGuffie & Co., 3400 
Theurer Court, Cleveland 9, Ohio. 


Super-Krome Aluminum Paint 


Sheffield Bronze Paint Corp. an- 
nounces Super-Krome, an alumi- 
num paint which does entire job 
inside and outside. It is heat-resist- 
ing and needs no oil addition for 
undercoating or priming. For cata- 
log, free promotional literature on 
Super-Krome and 45 other Shef- 
field Bronze products, write Shef- 
field Bronze Paint Corp., Cleveland 
19, Ohio. 





Old and New in Paint Brushes 


Nylon, which has been used suc- 
cessfully in a wide variety of prod- 
ucts, is now being utilized in the 








PONDEROSA 
PINE 


plus 





























mark when you buy -- 





LOOK for the Familiar 


Alexander-Yawkey trade- 


A-Y 


All Retail Yard Items — Industrial Specialties 


The familiar Alexander-Yawkey trade-mark is your assurance of fine 
quality stock. It's never been finer than we're shipping today. All 
Alexander-Yawkey trade-marked lumber comes from a beautiful tract 
of Ponderosa Pine timber with some intermingling of Douglas Fir and 
Larch. We can ship you straight cars of Ponderosa Pine yard and shed 
items or mixed cars of Ponderosa Pine items with Fir and Larch dimen- 
sion. Look for the Alexander-Yawkey trade-mark the next time you buy. 


Consult your local supplier for sash 
and doors made from our product. 






FIR & LARCH 
DIMENSION 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 
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Member Ponderosa Pine Woodwork 








manufacture of paint brushes. As 
shown above, a nylon-bristled paint 
brush (left) is a far cry from 
man’s earliest painting tool, a cow’s 
horn brush (right). Used by prim- 
itive man to decorate his walls and 
tombs, the ancient brush had only 
utility, but today’s scientific “know- 
how” has” given nylon-bristled 
brushes beauty as well. Not only 
does the nylon paint brush lay 
down paint better and is easier to 
clean, but it will last 3 to 5 times 
longer than any other type. Write 
E. I. du Pont de Nemours & Com- 
pany, Wilmington 98, Del. 


BPS Color Vision 


The Patterson-Sargent Company, 
makers of BPS Paints, offers home- 
owners the compact color selector 
—BPS Color-Vision. Aimed at al- 
lowing users to see actual color 
results before they paint, the se- 
lector features three rooms: living 
room, dining room and _ bedroom. 
Each BPS Color-Vision set contains 
small slide-rule color panels, one 
for ceiling colors, the other for 
background wall colors. By merely 
sliding wall and ceiling panels back 
and forth, home-owners can arrive 
at any color or combination they 
desire. Originated, pioneered and 
perfected by Patterson-Sargent, 
single color room decoration calls 
for use of made-with-oil Flatlux on 
walls, smooth color-matched Satin- 
Lux or Glos-Lux enamel on wood- 
work and trim. No mixing or la- 
borious matching is necessary since 
all three paints come ready-matched 
for immediate use. Write The Pat- 
terson-Sargent Company, 1325 E. 
38th St., Cleveland 14, Ohio. 


uiqul 





Meta-Kote Shingle Coating 


Meta-Kote, a product of the 
Meta-Kote Corporation, is a metal- 
base liquid coating developed ex- 
clusively for wood shingles. Ac- 
cording to the manufacturer, the 
durable base of non-corrosive meta 
particles provides more coverage 
on porous shingle surfaces, «nd 
insures a_ rich, lasting beauty. 
Supplied in 10 colors, Meta-kote 
performs a triple function: It pre- 


CO 
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serves shingles against deteriora- 
tion; protects surfaces against sun, 
rain, and cold, and provides an 
attractive surface to shingles that 
remains colorful for years without 
fading or flaking. Meta-Kote 
comes ready to use, and is applied 
with a brush. It may be applied 
to both old and new surfaces. For 


further information, write the 
Meta-Kote Corp., 517 Gardner 
Building, Toledo 4, Ohio. 


wagh Atrnaty 
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Adhesive for Asphalt Shingles 
Shinglstik is a quick acting, 
positive adhesive for cementing 
butts of asphalt shingles. A small 
amount, no greater than the size of 
a half dollar underneath each tab, 
is all that is necessary to protect 
asphalt shingles from winds of even 
hurricane strength. Shinglstik is 
effective immediately after appli- 
cation and reaches maximum hold- 
ing power within a few days. It 
is packaged in easy to handle 1 lb. 
‘artridges for gun application and 
in 1 gallon and 5 gallon pails for 
paddle application. Shinglstik is 
available from several roofing man- 
ifacturers distributing in the Mid- 
lle West areas. For further infor- 
mation write American Asphalt 
toof Corp., 7600 Truman Road, 
Kansas City 3, Mo. 


Fiberated Lumiclad 


A double-action roof surfacing 
naterial for roof insulation and 
yrotection known as Abesto Fi- 
berated Lumiclad, is described as 
the “Metal Roof That Spreads On.” 
The product is a thick, creamy 
liquid of aluminum flakes bound 
to fine asbestos fibers by a water- 
proofing base and held in suspen- 
sion by the manufacturer’s special 
suspension booster, Viscroid. It is 
well known in the roofing field that 
an unprotected roof will not only 
burn-out and lose its water-proof 
qualities, but it absorbs the heat 
rays of the sun and _ transmits 
them to the interior of the build- 
ing. Lumiclad’s silver color acts 
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MORE Power tor Manpower 















CLARK will 
exhibit at the 


Plant Maintenance 
Show, Cleveland, Ohio, 
January 15-18, 1951. 


7 CLARK Fork TRUCKS 


hod Ce. 


Let us send you 

a concise, easy- 
to-read catalog 
on CLARK'S 
Leadership Line. 
Just fill out 
and mail the 
coupon. 





IN EVERY 


CLARK 


MACHINE 


STEADILY RISING 
COSTS— growing user 
demands—imminent labor 
shortages! These very real conditions 
need not pose frightening problems to 
alert and able management. 
Given proper machines, manpower can 
deliver a great deal. more power—and enjoy 
doing it; more power that translates into 
greater production at lower cost. 
Now that CLARK has added Powered Hand 
Trucks to its Leadership Line of Fork Lift 
Trucks and Industrial Towing Tractors, it is 
better fitted than ever before to help 
Management meet the challenges of a most 
critical era. For it is in the field of Materials 
Handling that the greatest opportunities for 
savings, for increased production, for improved 
efficiency and for the betterment of 
employee relations are to be found. 
In every piece of CLARK materials- 
handling equipment, there is MORE 
POWER FOR MANPOWER. 
And it is yours to employ- 
yours to enjoy. 


AND POWERED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 








INDUSTRIAL TRUCK DIVISION * CLARK EQUIPMENT COMPANY © BATTLE CREEK 40, MICHIGAN 
Please send: [] Condensed Catalog [) Movie Digest 


Name 








Street 





City Zone State 
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AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
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as a reflector of heat rays causing 
the sun to literally bounce off the 
building leaving the interior space 
directly under the roof as much 
as 10 to 20° cooler than the same 
interior space of a building covered 
by a black roof. Because the ma- 
terial remains silver-colored all the 
way through, a reflective insulation 
on the under side of the coating 
tends to hold the heat in the build- 
ing during the winter time. The 
fine asbestos fiber adds its own 
insulation value to the entire sur- 
face. Lumiclad may be applied by 
brush or power spray equipment. 
Write Abesto Manufacturing Corp., 
Michigan City, Ind. 


Armstrong Package Display 


This single container display has 
been created specifically to help 
lumber dealers. sell Armstrong 
“33” Glazing Compound. It is in- 
cluded in each carton of ‘33’ Com- 
pound containers which the dealer 
gets from his wholesale source of 
supply. Special advantage provided 
by the display is that it can be 
used with a single can of ‘33’, 
therefore taking but a very small 
space on the dealer’s sales counter. 
Armstrong’s “33” Glazing Com- 
pound is an= elastic substance, 
which unlike putty, does not crack, 
chip or crumble. It offers lasting 
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PERLITE 


Plaster made with 


CORALUX 


\. resists cracking! 

. . insulates 

. . soundproofs 
fireproofs 

. . weighs less 





CORALUX Perlite Aggregate is packed 3 cu. 
ft. to the bag, for exact, easy batching. 
Available in mixed cars or trucks, with 
other Schundler light-weight aggregates, to 
reduce dealer handling costs and inven- 


tories. ASK YOUR JOBBER! 


has plus 
values 


t+ + ¢ ¢ + + 4 


thet mean 
dough 
for 
dealers 


Schundler's CORALUX* Perlite Aggregate 
puts new sales appeal into plastering bids, 
and new profit opportunities in dealers’ 
hands. It helps take choice jobs out of com- 
petition because there's more to talk about 
than price. 

V resists cracking! 


Ter wi 


CORALUX Plas- 
dent without cracking when struck 
with a hammer. Nails may be driven through 
the plaster without chipping it. Make this 
spectacular test, as illustrated. Here again 
the improved superior qualities of CORA- 
LUX Perlite are due to its minutely porous 
nature. The enclosed air cells give way to 
impact or piercing without transmitting 
shock to other portions of the wall. That is 


why CORALUX Plaster has the ability to 


withstand settling of buildings without 
cracking. 
You can demonstrate . . . spectacularly, 


with blow-torch, hammer and nails . .. the 
superiorities of plaster made with CORALUX, 
to cash-in on profit opportunities. 

Schundler's factory-trained sales engineers 
are ready to help you get started with this 
revolutionary, new, sales-building aggregate 
that makes plaster better in five important 
ways. 


WRITE Dept. A for literature 
and samples! 


*Trade-mark 


ndler Pa) 


JOLIET, tLt. 


LONG ISLAND CITY, N.Y. 
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TRY 
ysaSTRONS 5 33 


MULES AHEAD 
OF PUTTY 





~ Stays Permanently 
tL AST. Won't Crack or 
Crumble. Ideal for Both 


weatherproof protection; is suit- 
able for glazing either wood or 
metal sash. Write The Armstrong 
Company, 4065 S. La Salle St., Chi- 
cago 9, Ill. 


warns: HATE Ctoag 





é 
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New Cedar Closet Lining 
Cedacote is a dry compound con- 
taining all the essential ingredients 
of the heart of red cedarwood. 
With Cedacote, some water and a 
paint brush, you can have a Cedar 
lined Closet that will last a life- 
time. It is easily applied to present 
closet walls—takes only an hour. 
Its freshness can be maintained 
with a quick spray of Cedoil once 
a year. Cedacote does away with 
the odor, bother and expense of 
moth balls. Clothes can be huny 
instead of being packed away sav- 
ing both time and pressing bills. 
Write Cedacote Mfg. Co., 330 
Greenwich St., New York 13, N. Y. 





In Factory Sealed Containers 
ATFA Gum Spirits of Turpen- 
tine, the oldest paint thinner the 
world has ever known, is packed i 
glass or tin in one-half pint, pint 
and quart sizes; lithograph metal 
containers in cne and _five-gallon 
sizes. Warehouse stocks are main- 
tained in strategic points through- 
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All-Purpose 


Floor Fixture 


STOCKS, DISPLAYS, DISPENSES and 
Sells All 6 Types 


V-LITE yout 
ae” d uses make R-V c 
Scores of yer oat line! Keep - a 
dependable Pr" gnit filled with all 6 types PY 
oie most popular numbers. ©. 
7 oduce returns in 
lete R-V-LITE 
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700-W 4x4 Alu 
g00-CW 14 Mesh Galv. 
100-C Cotton Reinforced. 
200-P Plastic Reinforced. 


Steel Wire Reinforced. 


i i Wire Reinforced. 

te 300-W Aluminum pene : 
ie 400-T Wax Impregnate 

K YOUR JOBBER 

i ORDER FROM 





| Ary Exclusive Manufacturers of RV UTE! 
RVEY~CORPORATION - 
® (©) 3462 NORTH KIMBALL AVENUE 


CHICAGO 18, ILLINOIS 
BUILDING PRopucts MERCHANDISER 








TRAFFIC LANE POSITION 


i this compact, comple Ty es 
proporment. Requires less than a square y H 
ep . 
or space. init H 
tT padre’ at nominal cost with SPECIAL H 
BL ASSORTMENT R-V 550-D. 
++ | 
1 . rofits on : 
_— with these 6 fast sell ! 
iss minum Wire Reinforced. 
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“Come to the 
conventions and 
see me ~ alive 
Ma 

fish - bowl!” 












A pleasant surprise awaits you 
WHEN YOU Ste 


The cAbesto ffermaid of 195] 


at the following Conventions: 


LOUISVILLE 
Kentucky Lumber & Building 
Materials Show 
Brown Hotel 
Louisville, Kentucky 
January 15, 16, 17, 1951 








GRAND RAPIDS ) 
Michigan Retail Lumber & 
Dealers Association Convention 
Civic Auditorium 
Grand Rapids, Michigan 
February 6, 7, 8, 1951 


CINCINNATI 
Building Material & 
Equipment Exposition 
Netherland Plaza Hotel 
Cincinnati, Ohio 
January 29, 30, 31, 1951 


CHICAGO 
Illinois Lumber & Material 
Dealers Exhibit 
Hotel Sherman 
Chicago, Illinois 
February 13, 14, 15, 1951 


MILWAUKEE 
Wisconsin Retail Lumber 
Association Convention 
Milwaukee Auditorium 
Milwaukee, Wisconsin 

February 20, 21, 22, 1951 





INDIANAPOLIS 
Indiana Lumber & Bldg. 
Material Association | 
Convention 
Murat Temple 
Indianapolis, Indiana 
February 27, 28, March 1, 1951 


c Abesto 


MANUFACTURING CORP. 


Michigan City, Indiana 
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NOW 


the 


93t 
ES-NAIL 


4 new performance improvement features 


NEW DESIGN INCREASES 
PERFORMANCE AND SAVINGS 











27,4 Vs 1 The 1951 ES-nail is distin- 
6G Ve guished by a design change 
MA V/ was e,° “ib 

“4 ¥24) which positively eliminates dan- 
Le SS, ger of loose shingle corners at 
Zo\@\Z7-) nailing points where sheathing 

4) A . 

ywi \%,A is backed by studs or wood mem- 
LiL, L422 








44 bers. As shown by the adjoining 
sketch, when the driving leg 
penetrates a stud, the new design 
permits a bellows-like expansion 
into the sheathing material... 
allowing the nail head to flatten 
completely without distortion. 
2 New longer, wider locking- 
foot increases holding power of 
the 1951 ES-nail more than 30% 
when used with gypsum sheathing and up to 
50% with insulation sheathing. Redesigned 
locking mechanism provides a tight clinch re- 
gardless of variations in sheathing, paper, and 
shingle thicknesses. 


























3 New, sharper ES-nail point assures quick, 
clean penetration of sheathing — prevents rup- 
ture of sheathing back. 
4 New ES-nail head can be driven home with 
approximately 25% less force — automatically 
provides a complete clinch of the locking foot 
even with wide variations in shingle quality 
and nail-hole size. 

Try the new 1951 ES-nail on your next side- 
wall shingling job! 

For complete information write to Elastic 
Stop Nut Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


5 ai 
A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
D best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 














Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigrade Shingles. 
@Trade Mark Reg. U. S. Pat. Off. 
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Gum : 
Turpentine | 


ROCKED WO LUBSTTMTS 





out the United States and immedi- 
ate delivery can be made. This 
product is supported by a national 
advertising campaign sponsored by 
the American Turpentine Farmers 
Association of Valdosta, Ga. ATFA 
Gum Turpentine is thoroughly de- 
hydrated, filtered and fully meets 
the A. S. T. M. According to a 
national survey, nine out of ten 
painting contractors when painting 
their own homes use Gum Turpen- 
tine to thin the exterior points. 
ATFA Gum Turpentine in factory 
sealed containers assures custom- 
ers of a genuine unadulterated 
product. It saves time and elim- 
inates waste and spillage. Write 
American Turpentine Farmers As- 
sociation, 108 W. Hill Avenue, Val- 
dosta, Ga. 


Garage Doors 





New Strand Garage Door 


This new 9-foot-wide all-steel 
garage door is available from the 
Strand Garage Door Division of De- 
troit Steel Products Company. The 
wider steel door combines beauty 
with strength and durability, ac- 
cording to the manufacturers. The 
exterior features attractive hori- 
zontal lines to give a low look. A 
rugged, new, X-type steel bracing 
has been used to add strength and 
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Silicone Water Repellent 


The Wurdack Chemical Company, 
was the first to discover a new 
revolutionary principle of repell- 
ing water by compounding silicones 
for use as a lining for the micro- 
scopic pores of masonry, thus re- 
pelling water without sealing the 
pores or forming a coating. Crys- 
tal Silicone Water Repellent holds 
out water from exterior porous 
building masonry and masonry 
joints treated with it by actually 
repelling it; not by plugging the 
pores, but by coating the surface of 
all microscopic pores or capillary 
openings with silicone, which water 
will not wet. Write Wurdack 
Chemical Co., 4977 Fyler Ave., St. 
Louis 9, Mo. 


rigidity to the one-piece all-steel 
dcor leaf. This bracing not only 
withstands shipping and handling 
from factory to completed job, but 
reportedly assures the owner of 
lifetime durability and low upkeep. 
Being constructed with a one-piece 
door leaf, the new Strand door is 
quickly installed and comes com- 
plete with packaged hardware that 
is factory assembled. Write Strand 
Garage Door Division, Detroit Stee! 
Products Company, 2244 E. Grand 
Blvd., Detroit 11, Mich. 


Semi-automatic Garage Door 


The Tayco semi-automatic garaye 
door has a “floating spring” fea- 
ture for smooth, quiet, finger-tip 
operation. The pre-loaded spring is 
mounted on the door panel to make 
installation easy. According to the 
manufacturer, the Tayco garage 
door can be installed in about 50 
minutes and in any size opening. 
Made of tough alloy, heavy gauge 
aluminum, this attractive door is 
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Which ne Horing Do You Sell 


— MATCHED 

OR 

PLAIN END 
> 


? 











End-matched is your best 
bet because you make more 
money; your customer saves 
time and laying cost; the 
owner gets a better floor! 


Here's Why- 


HANDLES FAST IN STOCK CUTS OUT CUT-OFF WASTE 

AND DELIVERY LAYS 1/3 FASTER 

COSTS LESS THAN PLAIN END LOWERS LAYING COST 

TAKES LESS SHED ROOM PROVIDES AN INTEGRATED FLOOR 
FASTER TURN-OVER GIVES OWNER LASTING BEAUTY 


Southern Brand End-matched Pine Flooring gives you that extra quality for which 
our products have been known by the trade since we began business in 1902. 





SOUTHERN LUMBER COMPANY, Warren, Arkansas 


<= 

















WEST COAST 
UPLAND HEMLOCK 


DOUGLAS FIR 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 


Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 
and old-growth Douglas Fir. Oregon-American operates in fine timber—has 
complete and modern manufacturing facilities. Straight or mixed cars to suit 
your needs. 


Try some of our high quality 
KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 
300,000 feet daily 


OREGON - AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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Sands, Cleans, Smooths, Polishes 


Designed 
for industry, 
for professional 
work, this light, beau- 
tifully balanced, orbital- 
motion, SpeedSander is rap- 
idly becoming a_ standard 
home appliance. With its 
_ powerful electric motor and 
* all-ball-bearing construction. 
anyone can easily re-surface: 

and refinish furniture, wood- 
work, metal surfaces or 
walls. It will quickly remove 
old paint, stain, or enamel 
down to the bare wood or 
’ metal; will sandpaper to a 
“piano finish,’? remove rust and cor- 
rosion or ‘feather edge’? a scraped 
fender. It will burnish pots and pans 
or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, 
tiresome jobs fun—saves hands! In de- 
sign, convenience and efficiency it is 
today’s finest sander regardless of 
price. Ask your local dealer to demon- 
strate it. 
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No. 79 
3” (in steel) 
$22.50 
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Far advanced in de- 
sign and construction 
these new SpeedDrills are lighter, han- 
dier, yet more powerful and faster- 
drilling than more costly old type 
drills. Drill steel, wood or concrete. 
Quality built for lifetime service, of 
die-cast aluminum with cast-in air 
cooling system and self-lubrication. 
Heavy cut-steel gears. Ball thrust 
bearings. Your SpeedWay Dealer will 
point out the many other superior fea- 
tures. 


No. 128 Bench Speed Grinder 


4% H.P. motor. 
Shaded Pole A.C. 
Two 6” x %” 
grinding wheels. 
Overall cast alu- 
; minum housing. 
Guides for proper grinding of drills, 
planes, blades, chisels, etc... ..$32.50 





These best-tools-to-buy are by far the 
best tools to sell. Write for Catalog 


Sheets. 
5 M14Y MANUFACTURING CO. 
pP 1876 So. 52nd Ave., Cicero 50, Ill. 
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lightweight yet rigid and strong. 
Only 6-inch clearance behind the 
door is required. Tayco doors are 
pre-assembled and are packed and 
shipped in a single package to fa- 
cilitate handling. Write L. S. 
Taylor Manufacturing Co., 851 
Marietta St., N.W., Atlanta, Ga. 





Howell Overhead Doors 


The above picture partially de- 
scribes the versatility of How-ell- 
dors said to be engineered for 
beauty and durability. All mechan- 
isms have at least a three-to-one 


safety factor. Regardless of the 
section of the country where over- 
head doors are required, How-ell- 
dors will be found suitable due to 
their ability to stand hard usage 
and the elements, such as those in- 
stalled at State College, Pullman, 
Wash.; Eastern Air Lines, Miami, 
Fla.; Montreal Tramways, Mont- 
real, Canada and the San Bernar- 
dino Depot, Calif. As many as 600 
How-ell-dors have been installed on 
a single project. The company 
manufactures low cost residential 
doors, in addition to its line of com- 
mercial doors. Write The Howell 
Mfg. Co., 7200 Hasbrook Ave., 
Philadelphia 11, Pa. 





This type of door moves up over- 
head when opened, thus saving val- 
uable room around the side of the 
doorway. Raynor doors move di- 
rectly overhead eliminating the ne- 
cessity of removing ice and snow 
before opening the door. All Raynor 
doors are spring balanced so that 
only slight effort is necessary to 
open and close the door. Write 
Raynor Mfg. Co., Dixon, IIl. 





Taylor-Made Galvanized Door 

The new Taylor-Made garage 
door featuring horizontal lines and 
made of Galvannealed steel is now 
being distributed on a_ national 
basis. Patents have been applied 
for on the door face which is an 
integral part of the door frame. 
The patentable feature on the door 
face has reduced the weight of the 
door 10 to 14 pounds over similar 
doors on the market. In addition 
to standard 8x 7,9 x 7and16x7 
sizes, R. L. Taylor, Inc., manufac- 
tures doors in steel and aluminum 
for special size openings. Taylor- 
Made 8 x 7 doors will soon be avail- 
able in the knock-down form. They 
will be shipped in cartons 28” x 96” 
x 5”. Write R. L. Taylor, Inc., De- 
partment 6, 12480 Evergreen Road, 
Detroit 28, Mich. 





Raynor Raised Panel Doors 


Raynor designed Raised Panel 
wood sectional overhead doors, 
manufactured by Raynor Mfg. Co., 
compliment the architecture, giv- 
ing each home an individual ap- 
pearance. These Raynor doors 
come in one-car and two-car stand- 
ard residential door sizes ranging 
from 8’ wide to 16’ wide, or can be 
constructed in any odd size to fit 
any garage door opening. They 
are wood sectional doors, residen- 
tial models having four sections. 


New Morrison Roly-Door 


Production of a new 9’ x 7’ Mor- 
rison Roly-Door, the four-sectional 
steel, overhead garage door, was 
announced recently by Roly-Dovr 
Division of Morrison Steel Prod- 
ucts, Inc. Both the new, wider 9’ x 
7’ Roly-Door and the Standard 
8’ x 7’ Roly-Door are adaptable to 
a 6’ 6” opening where ample head- 
room is available. The new 9’ x 7’ 
Morrison Roly-Door operates com- 
pletely within the garage. Per- 
fectly balanced in any position, it 
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NEW SALES 
with FAW KINGS 
— lro 
SCREEN 
DOOR 
GRILLES 


No large stocks neces- 


door. 





Many styles to choose 


from. 





Silhouettes are 


sary because all 
Hawkins grilles are 
adjustable to fit any 





individually 





— a 
earns @ 


premium price | 
in our locality” #¥ 
says L. M. Hurley 


Hurley Lumber Company 
Denver, Colorado 






“Texoak Flooring is the fasting selling flooring 
we've ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

‘Texoak quality is uniformly high’ 
‘Texoak LAYS straight, STAYS straight’ 

“Our yard gets prompt service from Texoak 
Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful, 
lasting flooring that earns a premium price in our 
locality!” 


TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
machined, because it lays sum 
straight, and stays straight. .@ 


TEXOAK STAIR TREADS 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 
Customers will like the rich 
texture of the wood. 


TEXOAK THRESHOLDS 


Scientifically kiln dried and 
machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 


cast, hand finished. Scrolls on 


fications as Texoak flooring. 





Adjustable 
Window Guards 


Adjustable Window Guards 
will fit any window, installed 
or removed quickly with spe- 
cial key. Send for folder. 


Rid 
1] 
] iH INy . 
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Write us for fold- ‘—_’) 
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HAWKINS 


319 North 4th St. 


IRON CO., 


silhouette grilles are '/2" by 
3/16"; others are 2" by '/y". 
Will fit all sizes of screen 
doors. Screws to frame and 
may be easily adjusted. 
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Adjustable 
Railings 























You can fill orders from 
stock and SAVE your cus- 
tomers up to 200%. Use 
indoor or outdoor. Opens 
entirely new source of in- 
come for Hardware and 
Supply Houses. 


INC. 


Birmingham 4, Ala. 
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NEW FREE KIT 


TO LUMBER 
DEALERS ONLY 


Called the Texoak Flooring Sales 
Maker, this kit contains enough new 
ideas in flooring merchandising to 
DOUBLE your flooring sales — if you 
put the ideas to work. It’s a complete 
dealer advertising program custom- 
made to help you boost flooring 


profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 


















NAME 


CROCKETT, TEXAS 


Rush me your new TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber dealer. 





ADDRESS. 





CITY. 


ZONE STATE. 





* f/OORING COMPANY 
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BIG REMODELING 
YEAR 
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With the experts forecasting 
greater emphasis on remodeling, 
NOW IS THE TIME to place 
Wal-lite on your stock list. Wal- 
lite Wallboard Panels in baked 
finish have the quality and beauti- 
ful colors you'll be proud to sell. 
Be prepared for those remodeling 
jobs that you'll need to replace 
new construction. It will pay you 
to get your name on your Jobbers 
Wal-lite Customer List . . . right 
away. 


Best Quality Baked 
Enamel Finish 


Wal-lite is made to be the best in 
its field. Steady sales growth 
month after month against similar 
products prove its quality is highly 
acceptable by consumers. See it 
... Stock it... show it... and 
you'll sell it. Your Jobber is the 
man to see. 


Contact Your Jobber NOW! 


Manufacturing Company 
ea te 
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is quiet, safe and effortless, with 
no protruding obstructions to catch 
clothing or auto bumpers. Exclu- 
sive features of the Morrison Roly- 
Door include fully ball-bearing 
moving parts and scientifically de- 
signed counter balancing springs 
(only possible in an all-steel door) 
which insure effortless opening and 
closing at the touch of a finger and 
eliminate danger from slippage. 
Ample radius curve tracks provide 
smooth flowing operation and bev- 
eled metal strips eliminate friction. 
Write Roly-Door Division, Morri- 
son Steel Products, Inc., 601 Am- 
herst St., Buffalo, N. Y. 


Sectional-type Overhead Doors 


Latest additions to the Frantz 
family of ‘Over-the-Top” Garage 
Doors are the sectional-type units 
for double-width door openings. 
These are models No. 226, (16’x7’) 
and No. 235 (15’x7’). The line 
also. includes fonr- single-width 
sizes: 8’x6’6”, 8’x7’, 9’x6’6”, and 
9’x7’. Frantz sectional-type over- 
head doors are said to offer such 
self-selling design features as: ex- 
clusive two-point spring adjustment 
for perfect door balance; exclusive 








adjustable brakes which prevent 
door rebound; compact, rugged 
track support assembly which prop- 
erly spaces tracks for bind-free op- 
eration; offset, rabbeted joints that 
seal out weather; tapered vertical 
track which, in closing, forces door 
against jamb for weather-tight 
seal... and, in opening, takes door 
away from jamb for easy gliding 
operation; and typical Frantz fine- 
quality hardware throughout—in- 
cluding chrome handle and brass 
cylinder lock, ball-bearing rollers 
and sheaves, and zinc or galvanized 
finish on all hardware’ except 
springs and angles. For descrip- 
tive literature write Frantz Manu- 
facturing Company, Sterling, III. 


Heating--Ventilating--Appliances 








New Electric Ranges 

Eight new electric range models 
headed by lighted pushbutton con- 
trol types with larger ovens, new 
time measures, and chromium grids 
on broiler pans; and including a 
double-oven range priced for the 
first time in the medium bracket 
are being introduced by Hotpoint, 
Inc. The RD11 and RD10 are dou- 
ble and single oven models, respec- 
tively, with high control panels 
mounting lighted pushbuttons to 
the right. The RC16, shown here, 
is a lighted pushbutton range in 
the medium price class, with styl- 
ing similar to that of the top deluxe 
models. It has a single oven, and 
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a fluorescent light that illuminates 
the four surface units. A com- 
panion model, RC15, is identical in 
appearance except that the push- 
buttons are not individually lighted. 
The RB45 is a double-oven range 
that is priced for the first time in 
the medium bracket. Other new 
models are the RB40, a low-priced, 
full-sized range with three surface 
units and a deepwell cooker; the 
RB30 and RB34 apartment ranges 
with three and four surface units, 
respectively; and the RB42, a low- 
priced model with three storage 
drawers. Write Hotpoint, Inc., 
5600 West Taylor St., Chicago 44, 
Ill. 
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1951 Dishmaster 


The 1951 model of the Gerit) 
Michigan Dishmaster is now avail- 
able to consumers. A change from 
last year’s model is a newly de- 
signed diverter valve which allows 
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HEATING 


COAL 
FURNACES BOILERS 


GET SET NOW WITH WAYNE 


Consider the advantages of distributing the most complete home equip- 
ment line under one popular brand. WAYNE is nationally advertised 
and nationally accepted. Factory warranty effective from date of in- 
stallation. Build for the future by adopting the complete WAYNE Home 
Equipment Line — NOW. Start in 1951 with WAYNE to build greater 
sales and profit for future years. 


CHOICE TERRITORIES AVAILABLE 


@ Write for Exclusive Wholesale Franchise Details 




















WATER 
SOFTENERS 








SHALLOW AND DEEP 


WATER WELL WATER SYSTEMS 


HEATERS 





i. . THE Sosy FRANCHISE 


* MAY BE “OPEN” IN YOUR TERRITORY 





FLOOR 
FURNACES 


CELLAR DRAINER 



















. + Top or bottom opening gives any desired amount of ventilation . . . Available 
in popular 2-light sash of modular dimension . . . Concentrate on Gabriel Basement 


Windows for more profits . . . Builders know their advantages . . . Home owners 


A “BEST SELLER” 


‘with a Big, Established Demand 


@ Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
... These and other modernized features place the Gabriel Basement Window in a 
class by itself .. . Traditional high quality and excellent construction add superiority 


prefer them. SOLD THROUGH DEALERS ONLY. 


Write for catalog A showing complete line of home-building specialties. 


National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15, Ohio 
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the dishwasher to operate on low 
water pressure. The Dishmaster is 
a heavy chrome-plated combination 
swing spout and dishwasher which 
replaces faucets and is a perma- 
nent sink fixture. A concealed tank 
holds detergent solution which can 
be mixed with clear water. A pat- 
ented aeration chamber aerates the 
detergent suds which flow through 
the dishwasher’s nylon brush mak- 
ing them work faster on dirt and 
grease. A push button on the han- 
dle of the brush is connected by 
hose to the water and detergent 
supply, permitting the operator to 
mix detergent with the water by 
pressing the button and to run clear 
water by releasing it. A _ special 
wire brush is provided to remove 
crusted residues and can be used 
to scrub potatoes, carrots and other 
vegetables. The Dishmaster fits any 
sink, table type as well as wall type, 
and can be easily installed. Write 
Gerity-Michigan Corp., 1365 E. 
Beecher, Adrian, Mich. 


Youngstown Dishwasher 


Youngstown Kitchens new 27” 
automatic dishwasher, featuring 
Jet Tower washing action, is de- 
signed to fit beside a conventional 
cabinet sink. Dishes are thorough- 
ly washed and given two hot rinses 
in 9°4 minutes (normal water pres- 
sure). At the end of cycle top pops 
open and dishes air dry immedi- 


ately. Jet Tower is a square chrome 
tube, pierced with 64 strategically 
placed holes, which extends up 
through center of tub. Water 
forced through the holes revolves 
Jet Tower and spinning creates a 
brush action on dishes. Booster- 
heater assures full supply of hot 
water for dishwashing cycle. 
Dishes can be loaded and unloaded 
without removing baskets; strainer 
can be lifted and cleaned without 
touching baskets. It will effectively 
wash ali cooking utensils and bot- 
tles. The unit is 27” wide, 36” 
high and 27” front to back at cen- 
ter. A 48” electric sink model is 
also available. Write Mullins Man- 
ufacturing Corporation, Warren, 
Ohio. 





New Gas Conversion Burner 


Combustioneer Division, The 
Steel Products Engineering Com- 
pany, announces the new Combus- 
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California Sugar Pine e 
Douglas Fir e Red Cedar e@ Western White 


QUALITY LUMBER 
for 63 Years 


Winton's Sustained Yield Operation assures 
buyers today and in the future of a contin- 
uous supply of Winton Quality Lumber 
products. 


Start today. 
quality, value and service. 


Make Winton your source for 


Ponderosa Pine e 


Spruce 


Mouldings and Cut-to-Length Window 


and Door Trim 


OK) 


SF esa Fe Woodvek 


BB INTON LUMBER 
| SALES CO. \ 


WV ‘Foshay Tower, Minneapolis 2, Minnesota 





tioneer Gas Conversion Burner, 
This new burner is approved by 
A. G. A. for Natural, Manufac- 
tured, Mixed, L. P. and L. P. Gas- 
Air Mixtures. Capacity ranges 
from 50,000 to 225,000 B.T.U. ‘The 
new burner features a new “Triple- 
Mix” burner head. Primary air 
and gas are first mixed in the ven- 
turi tube inside the burner; and 
as this mixture spreads from the 
“Triple-Mix” burner head it is 
sandwiched between two layers of 
secondary air—thus a “Triple-Mix” 
action for higher efficiency. The 
new “Triple-Mix” burner head di- 
rects the flame towards the sides of 
the furnace or boiler so that hot 
gases scrub all the inside heating 
surfaces for more even heat distri- 
bution. Other features include ad- 
justable legs; telescopic adjustment 
to increase or decrease the burner 
length; all controls arranged for 
easy access within the burner cabi- 
net and a choice of graduated ca- 
pacities for precision sizing of the 
unit to the home owners require- 
ment. Write Combustioneer Divi- 
sion, Steel Products Engineering 


Co., Springfield, Ohio. 
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Attic Fan, Packaged 

Attic fan installation has been 
greatly simplified by a new pack- 
age fan to be introduced this year 
by Robbins & Myers, Inc. This ver- 
tical discharge unit with built-in 
suction box measures around 3 
feet square and projects only 17%.” 
above the attic floor. These dimen- 
sions make it ideal for use over 
narrow hallways and in low attics 
found in so many present-day 
homes. Installations can also be 
made over the kitchen or other 
rooms, depending on construction. 
In new construction, this fan can 
be installed in less than an hour. 
All that is needed is a ceiling open- 
ing and adequate exhaust areas. 
Fan, motor and suction box are ll 
in one unit that rests on the attic 
floor. No screws or bolts required 
to hold it in place. Heavy rubber 


bases provide an air seal and | 
cushion between fan frame and at- | 
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“ a is the most popular, most plentiful, multi-pur- 

pose soft wood. Versatile! Beautiful! Enduring! 
A superior material for almost every building 
use from framing lumber to finest millwork. 
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See this about 
PONDEROSA 































You can stock and specify Ponderosa Pine 
from Association mills with complete confi- 
dence. You will get lumber that is manufac- 
tured, seasoned, and graded to the high and 


carefully maintained standards of the West- Fa mous Bre GEE W : fn d ows 


ern Pine Association. 
We have doubled the daily FAMOUS BEE GEE 
























production of Bee Gee Win- 
For more information about Ponder- dows. Through this increase FEATURES 
osa Pine, send for free illustrated 72- in every department we are Clean the OUTSIDE 
page book. Address able to assure our dealers of from the INSIDE. 
A = ~~ on every —_— One complete factory pre- 
WESTERN PINE ASSOCIATION ee ay ae sam, contin at 
ildi ° . » pre-fit glaze 
Yeon Building - Portland 4, Oregon MEET THE DEMAND SASH with GLASS bedded 
THESE ARE THE Idaho White Pine, Your customers will like the in putty, copper SCREEN 
: 4 i f i ll HARDWARE ap- 
WESTERN PINES Ponderosa Pine, Sugar Pine a. a rg wit ert sag: senting — 
n , ' architectural demand. With CONTROLLED VENTI- 
— THESE ARE THE Larch, Douglas Fir, White Bee Gee Windows you can LATION permits air to 
year ASSOCIATED Fir, Engelmann Spruce, satisfy every taste and meet — as desired from three 
vin every budget. Don’t miss out irections. 
‘It ef woops ro a ga Cedar, on Bee Gee profits. Be ready TO INSTALL—simply set 
: ~— Bep ss to deliver famous Bee Gee = Bee Gee Window in 
so j tly. t all. 
TY" WOODS FROM | THE WESTERN PINE REGION oe ee " 
meti- a ’ Famous Bee Gee Windows are sold only through 
over frac a a jw f lumber dealers in the following states: Michigan, Ohio, 
ittics , , ‘MONTANA # s, f ’ Indiana, Kentucky, West Virginia, Pennsylvania, New York. 
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0 be AL femme A | cet tHe BEEGEE WINDOW PROFIT STORY 
a) er H ; bncnpecee . . 
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Peachtree-Seventh Building, Atlanta. Alexander & Rothschild, Architects 


Modern Buildings Use One-der Frames 


Designers of office buildings seek efficiency and clean, simple 
beauty in all phases of construction. Naturally, they choose 
One-der Frames. 


Complete one-piece metal frames 
for any type of construction 





Whatever the type of building, One-der Window Frames 
and One-der Door Frames mean savings in cost and installa- 
tion time, plus a handsome appearance that is permanent. 





See them in Chicago one sn 
: M L 
Booth 103 in the Stevens Hotel at the NAHB enames 


Convention, Jan, 21-25. i 
neseacel ground em 


ONE-DER FRAME 
Corporation 


2109 Third Ave., North 
Birmingham 3, Ala. 
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tic floor. Another feature of the 
R&M Package Fan is an automat- 
ic ceiling shutter, operated by a 
wall switch. This shutter is in- 


stalled by attaching to wood frame 
of ceiling opening. No extra plas- 
tering, papering or painting. For 
literature, write Robbins & Myers, 
Tnec., 387 S. Front St. 1, Memphis, 
Tenn. 





New Bendix Washer 

The latest washer that Bendix 
has added to its line of automatic 
home laundry equipment, is the 
Bendix Dialamatic. Like all the 
other Bendix washers, it has a us- 
able porcelain work surface. It 
needs no floor fastening and moves 
easily on smooth .rolling casters. 
There’s no special plumbing re- 
quired to install this washer. Just 
put in water, soap and clothes and 
set the dial. The Dialamatic 
washes, drains, squeezes the clothes 
damp dry and shuts itself off, all 
automatically. The user need never 
put her hands in the water. Write 
Bendix Home Appliances, Inc., 
3300 West Sample St., South Bend 
24, Ind. 





New Murray Fans 

The new complete Murray line 
now includes four fans. There are 
two, window fans, for apartment, 
office and small home use. A 2(” 
portable, home-installed window 
fan, with life-time lubricated bear- 
ings, Torrington patented perfect- 
ly balanced blades, direct drive mo- 
tor in variable horse-powers, two- 
speed control, sound dampening to 


January 13, 1951, AMERICAN LUMBERMAN & 














ndix 
atic 
the 
the 
_ us- 
It 
Oves 
ters. 
re- 
Just 
and 
atic 
thes 
, all 
ever 
rite 
Inc., 
send 





line 


. are 
lent, 
a)" 
dow 
yet" 
fect- 


two- 





nsure absolute whisper quiet 


operation and attractive, ivory, re- 


movable screen-grill guard. The 
arger 24” window fan for larger 


ipartments and small homes is a | 


duplicate of the 20” model, except 
larger motors are available and it 
is belt driven rather than direct. 
For larger homes and industrial in- 
stallations Murray offers two new 
larger ventilating fans for attic 
mounting. There is the 24” to 48” 
Murray vertical-mount, horizontal 
draft attic fan with 1/3 to %4 hp. 
motors. The lie-down, low-space 
installed Murray horizontal mount, 
vertical discharge fan comes in the 
same sizes, motors and design fea- 
tures as the vertical mount attic 
fan. It is primarily designed for 
large home installation where low- 
pitched roofs provide low clearance. 
Write The Murray Company of 
Texas, Fan Division, H. C. Biglin 
Company, Sales Agents, 177 Harris 
St., N. W., Atlanta, Ga. 








Wayne Winter Conditioner 
This cutaway view of Wayne’s 
new all-white baked enamel winter 
conditioner, available as either a 
gas- or oil-fired unit, shows the 
flange-mounted oil burner in posi- 
tion. The all-white heating system 
has been enthusiastically received 
because the white baked enamel 
matches other home equipment and 
appliances in basements, recreation 
ind utility rooms. Wayne winter 
conditioners are available in sizes 
from 80,000 to 550,000 B.T.U. out- 
put in oil, and from 80,000 to 
240,000 B.T.U. input in gas. Thus 
the builder can, from a single line, 
select any size warm air heating 
unit for a home. These systems 
filter, heat, humidify and circulate 
the air for winter heating, and 
filter and circulate the air for sum- 
mer cooling.;,In both gas and oil 
lines “high oy’? models are also 
available with utility room cold air 
floor base inlets where return air 
is piped from floor ducts or where 
used in small homes for “closet” 
installation. Write Wayne Home 
Equipment Company, Inc., 800 
Glasgow Ave., Ft. Wayne 4, Ind. 
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GREENLEE CHISELS 


Now PlasticSealed 



















... protects your stock, 
brings full value to the user 


Yes, that fine finish you 
always find on GREENLEE 
Chisels now has sure, 
constant protection from factory 
to user. Because GREENLEE 
Chisels are Plastic-Sealed 
with a heavy protective coating 
over the entire blade. 

That means they are shielded 
from shipping and handling damage, 
seashore and other humid 

Think of 
the costly stock maintenance this 
eliminates for you. . 


conditions. 


. you 
know your chisel inventory is 
in perfect shape at all times. 
And you know that when 
your customers put 
these fine GREENLEE s 


Chisels to work they'll do \\\ Vi Uf y WY) Uf 


the job right! Wy, i 
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GREENLEE 


STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits * Expansive Bits * Socket Butt Chisels * Socket Firmer Chisels * Car Bits * Razor Blade Draw 
Knives * Automatic Push Drills * Spiral Screw Drivers * Bit Extensions * Bell Hangers’ Drills * Turning 
Tools * For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 2261 Twelfth St., Rockford, Illinois, U.S.A. 
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Furnace for Slab Houses 
Mor - Sun, the largest manufac- 
turers of pressed steel gas and oil 
furnaces in the world has designed 
a Counter-Flow-type furnace for 
slab houses. The blower and 
blower motor are at the bottom, 
out of the way of the ambient 
heat during “off” periods. The 
return air is heated as it is 
drawn through the unit; then as 
the blower distributes it through 
the ducts, just enough heat is 
transmitted through the floor slabs 
to keep floors at this comfortable 
temperature; the balance flows 
gently into the rooms. The Mor- 
Sun Counter-Flow-type-4-OV with 


OV “Ball Flame” mechanical draft 
oil burner is designed primarily for 
“perimeter” heating. The heat ex- 
changer is identical to the Stand- 
ard Mor-Sun Utility model for 
lighter oils. This Mor-Sun furnace 
is equipped with the OV “Ball 
Flame” mechanical draft oil burner 
for lighter oils. Balanced air de- 
livery for mixing, pre-heating and 
vaporizing the oil provides efficient 
combustion. (Listed by Underwrit- 
ers’ Laboratories for CS-75). Con- 
sideration is given to possible later 
conversion to gas firing; the 
changeover is simple and inexpen- 
sive. The furnace is listed by 
Underwriters’ laboratories for Zero 








“Beware of 
little expenses! 
A small leak will 
sink a great ship.” 


—Ben Franklin's Almanac, 1757 


One penny dropped maketh not much noise, but thousands of pennies dropped 
over the year maketh a big bang before ye annual stockholders’ meeting. 


—Acme Steel Notebook, 1950* 


Ben Franklin’s advice is just as good as it ever was—maybe more 


so in these uncertain days. 


For more than 70 years Acme Steel methods and Acme Steel 
products have been helping American business to improved efficiency, 


greater thrift. We are now working with 
about 50,000 customers, including almost 
every industry, improving their packaging, 
shipping and materials handling. 

For details on Acme Steel products, write 


on your business letterhead for free book- 
lets specifying the products in which you 


are interested. 


ACME STEEL COMPANY 
Dept. AL-1l, 2838 Archer Avenue, Chicago 8, Illinois 
There are 46 Acme Steel service offices in the U.S.and Canada. 





Cut unloading time, save on 
handling costs. Acme methods 
and Acme flat steel strapping 
save time, increase customer 
satisfaction. Customers of a 
mill that bundles hogshead 
staves are able to unload a 
car containing 40 bundles in 
one hour. 


*The sagest maxims of Ben Franklin, together with modern parallels, appear 
in Acme Steel Notebook, 1950. We have a free copy for you. Just ask for it. 








Of the 3808 Acme Steel employ- 
ees, 337 or 8.8% have worked 
with Acme for more than 25 
years each and are members of 
our Quarter Century Club. Their 

, total service represents 9305 

' years—tribute to “A Good 
Place to Work.” 
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ACHE STEEL CO. 
CHICAGO 





ACME STEELSTRAP flat steel strapping and ACME UNIT- 
LOAD carload bracing BAND, SEALS and TOOLS @ ACME 
SILVERSTITCHER machines @ ACME SILVERSTITCH stitch- 
ing wire @ ACME-MORRISON METAL STITCHERS and 
BOOK STITCHERS @ ACME-CHAMPION BAG STITCHERS 
@ ACME HOT AND COLD ROLLED STRIP STEEL @ ACME 
GALVA-BOND steel slat stock for Venetian blinds @ 
ACME STEEL SPECIALTIES, including hoops, corrugated 
fasteners, nail-on strapping and other container rein- 
forcements @ ACME STEEL ACCESSORIES—snips, cutters, 
punches, tool mounts, reel stands, coil holders, coil trays. 
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inches clearance. For descriptive 
literature write Morrison Steel 
Products, Inc., Buffalo, N. Y. 
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Oil Gravity Furnace 

A new pressure oil gravity fur- 
nace delivering 82,000 BTU at 
bonnet has been developed by 
Conco. It is a companion to the 
gas gravity introduced last year 
by Conco, and which delivers 70,000 
BTU at bonnet. This model, now 
available either oil or gas-fired, 
enables builders to offer fully new, 
fully automatic heating at a mini- 
mum cost. These furnaces are <e- 
signed for easy installation, econ- 
omy of operation, and long life. 
The gas burner used is a Conco 
Monoflame Gas Burner, and the oil 
burner used is the Conco Magic 
Spray pressure burner. For <de- 
tails write Conco Engineering 
Works, Mendota, IIl. 


Oil-Fired In-a-Wall Furnace 


To fill the need for a low-priced 
central heating system, the Delta 
Heating Corporation has introduced 
a self-contained automatic oil-fired 
wall furnace. Designed for average 
size, budget-priced homes, the unit 
has a rated output of 52,000 BTU’s 
per hour. It has been approved by 
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“I'm glad I’ve got the ORIGINAL 


AMWELD steet knockeo- oown 
SLIDING CLOSET 


DOOR UNITS” 





See us 


at the NATIONAL 
HOME BUILDER 
SHOW 


STEVENS HOTEL 
CHICAGO 

| JAN. 21 to 25 

} BOOTH NOS. 186-187 













AMWELD “K-D” Units won't crack, warp or shrink. 
Doors operate with a quiet, feather glide. The 
smooth satin-like surface will take any desired 
finish or color, AND EVERYTHING COMPLETE, 
INCLUDING HARDWARE and INSTALLATION PRINT 
IN ONE PACKAGE! Ideal for new construction 
and particularly adaptable for remodeling. 


@ Increases Usable Room 
and Closet Space 


@ Easy To Install 


@ Smooth—Silent—Trouble-Free 
Operation 


@ Won't Crack, Shrink or Warp 


@ Fireproof—All Steel Construction 


BUILDING PRODUCTS DIVISION 


THE AMERICAN WELDING 


& MANUFACTURING CO. 
320 DIETZ ROAD * WARREN, OHIO 
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adds greater sales for 


PRE STE 


H™ S new beauty and smartness to attract 
your customers! Prestile's distinctive 
bevel edge scoring with sweeping shoulders 
el d-toh (-\ Mo MCETeHuil-1alT(olalo] ME lalele (oh Me -hai-14 Mo) 
guile] a ae] o}(-ol-Jo)iaMmelatoMaalol aur 

Investigate Prestile now! Learn why 
Prestile’s reputation for dependable quality 


folate MoE S10] a-Yo MEN of-1IN'Z-1a1-< Me iil-tolamiile] a= mate] (-+ 3 


I~ : 
DE LUXE TILE BOARD of LASTING BEAUTY 


Pi 


Prestile Mfg. Co. © 5850 Ogden Ave. © Chicago 50, Ill. 
DEPT. L 





Yes, we want to learn more about: 
[] PresTile De Luxe Tileboard (] PresTrim Aluminum Mouldings 


Your Name...... ac cccccccccccecccccs cccccccccccce cocccece ° 
Clip this memo to your letterhead and mail today! 
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Furnace for Slab Houses 
Mor - Sun, the largest manufac- 
turers of pressed steel gas and oil 
furnaces in the world has designed 
a Counter-Flow-type furnace for 
slab houses. The blower and 
blower motor are at the bottom, 
out of the way of the ambient 
heat during “off” periods. The 
return air is heated as it is 
drawn through the unit; then as 
the blower distributes it through 
the ducts, just enough heat is 
transmitted through the floor slabs 
to keep floors at this comfortable 
temperature; the balance flows 
gently into the rooms. The Mor- 
Sun Counter-Flow-type-4-OV with 


OV “Ball Flame” mechanical draft 
oil burner is designed primarily for 
“perimeter” heating. The heat ex- 
changer is identical to the Stand- 
ard Mor-Sun Utility model for 
lighter oils. This Mor-Sun furnace 
is equipped with the OV “Ball 
Flame” mechanical draft oil burner 
for lighter oils. Balanced air de- 
livery for mixing, pre-heating and 
vaporizing the oil provides efficient 
combustion. (Listed by Underwrit- 
ers’ Laboratories for CS-75). Con- 
sideration is given to possible later 
conversion to gas firing; the 
changeover is simple and inexpen- 
sive. The furnace is listed by 
Underwriters’ laboratories for Zero 









Lip 


“Beware of 
little expenses! 
A small leak will 
sink a great ship.” 


—Ben Franklin's Almanac, 1757 


One penny dropped maketh not much noise, but thousands of pennies dropped 
over the year maketh a big bang before ye annual stockholders’ meeting. 


—Acme Steel Notebook, 1950* 


Ben Franklin’s advice is just as good as it ever was—maybe more 


so in these uncertain days. 


For more than 70 years Acme Steel methods and Acme Steel 
products have been helping American business to improved efficiency, 


greater thrift. We are now working with 
about 50,000 customers, including almost 
every industry, improving their packaging, 
shipping and materials handling. 

For details on Acme Steel products, write 


on your business letterhead for free book- 
lets specifying the products in which you 


are interested. 


ACME STEEL COMPANY 
Dept. AL-1], 2838 Archer Avenue, Chicago 8, Illinois 
There are 46 Acme Steel service offices in the U.S. and Canada. 





Cut unloading time, save on 
handling costs. Acme methods 
and Acme flat steel strapping 
save time, increase customer 
satisfaction. Customers of a 
mill that bundles hogshead 
staves are able to unload a 
car containing 40 bundles in 
one hour. 


*The sagest maxims of Ben Franklin, together with modern parallels, appear 
in Acme Steel Notebook, 1950. We have a free copy for you. Just ask for it. 








Of the 3808 Acme Steel employ- 
ees, 337 or 8.8% have worked 
with Acme for more than 25 
years each and are members of 
our Quarter Century Club. Their 

, total service represents 9305 
years—tribute to “A Good 
Place to Work.” 
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ACHE STEEL CO. 
CHICAGO 


ACME STEELSTRAP flat steel strapping and ACME UNIT- 
LOAD carload bracing BAND, SEALS and TOOLS @ ACME 
SILVERSTITCHER machines @ ACME SILVERSTITCH stitch- 
ing wire @ ACME-MORRISON METAL STITCHERS and 
BOOK STITCHERS @ ACME-CHAMPION BAG STITCHERS 
@ ACME HOT AND COLD ROLLED STRIP STEEL @ ACME 
GALVA-BOND steel slat stock for Venetian blinds @ 
ACME STEEL SPECIALTIES, including hoops, corrugated 
fasteners, nail-on strapping and other container rein- 
forcements @ ACME STEEL ACCESSORIES—snips, cutters, 
punches, tool mounts, reel stands, coil holders, coil trays. 





2 De Aendard WOK IM aie Re 
oer LT 


inches clearance. For descriptive 
literature write Morrison Steel 
Products, Inc., Buffalo, N. Y. 


~ 





Oil Gravity Furnace 

A new pressure oil gravity fur- 
nace delivering 82,000 BTU at 
bonnet has been developed by 
Conco. It is a companion to the 
gas gravity introduced last year 
by Conco, and which delivers 70,000 
BTU at bonnet. This model, now 
available either oil or gas-fired, 
enables builders to offer fully new, 
fully automatic heating at a mini- 
mum cost. These furnaces are de- 
signed for easy installation, econ- 
omy of operation, and long life. 
The gas burner used is a Conco 
Monoflame Gas Burner, and the oil 
burner used is the Conco Magic 
Spray pressure burner. For de- 
tails write Conco Engineering 
Works, Mendota, III. 


Oil-Fired In-a-Wall Furnace 


To fill the need for a low-priced 
central heating system, the Delta 
Heating Corporation has introduced 
a self-contained automatic oil-fired 
wall furnace. Designed for average 
size, budget-priced homes, the unit 
has a rated output of 52,000 BTU’s 
per hour. It has been approved by 
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“I’m glad I’ve got the ORIGINAL 


AMWELD STEEL KNOCKED - DOWN 
SLIDING CLOSET DOOR UNITS” 


r 

— 
. ng 
~~ 










ge 


at the NATIONAL 
HOME BUILDER 
SHOW 


| STEVENS HOTEL 
CHICAGO 

JAN. 21 to 25 

| BOOTH NOS. 186-187 


yy, 








AMWELD “K-D” Units won't crack, warp or shrink. 
Doors operate with a quiet, feather glide. The 
smooth satin-like surface will take any desired 
finish or color. AND EVERYTHING COMPLETE, 
INCLUDING HARDWARE and INSTALLATION PRINT 
IN ONE PACKAGE! Ideal for new construction 
and particularly adaptable for remodeling. 


@ Increases Usable Room 
and Closet Space 


@ Easy To Install 


@ Smooth—Silent—Trouble-Free 
Operation 


@ Won't Crack, Shrink or Warp 
@ Fireproof—All Steel Construction 





BUILDING PRODUCTS DIVISION 


) THE AMERICAN WELDING 


& MANUFACTURING CO. 
320 DIETZ ROAD * WARREN, OHIO 
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adds greater sales for 


PIR SHINE: 


ERE'S new beauty and smartness to attract 
your customers! Prestile’s distinctive 
bevel edge scoring with sweeping shoulders 
ed d-Toht- MoMmCETeuil-1alT(olale] MElalele (oh MM -hii-14 Me) 
remarkable depth and charm. 
Investigate Prestile now! Learn why 
Prestile’s reputation for dependable quality 
and assured deliveries means more sales. 


12 SMART COLORS! 4 POPULAR PATTERNS! 


ne Meet 
PURE SIINOe 


~S 
DE LUXE TILE BOARD of LASTING BEAUTY 


pone Prestile Mfg. Co. © 5850 Ogden Ave. © Chicago 50, Ill. 


Yes, we want to learn more about: DEPT. L 
(_] PresTile De Luxe Tileboard (CJ PresTrim Aluminum Mouldings 





Your Name...... aiciiee.sie oeiewieisieeie sig oeisie’ Pe ee 
Clip this memo to your letterhead and mail today! 
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Western Wholesalers Offer 
You Utmost In Service 
On Your Lumber Needs 


For service that “rings the bell” on the 
kind of lumber you need, order from 
your Western Wholesaler. 


With many mill contacts, he can fur- 
nish you the right quality, right values 
in Western Woods. 


He knows each mill's specialty, re- 
sources and manufacturing facilities. 


For “plus service” on your order — for 
utmost in satisfaction — put your needs 
up to these leading Western Whole- 
salers. 





Pacific National Sales Co. 


West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 3lst Year 













a a ee 


564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office 4€ Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 


Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 




















Morrill & Sturgeon GrorsTuRc) 
Lumbe- Co 


YEON BLDG., PORTLAND, ORE. 


ve eet we 
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CLOSED VIEW 


Underwriters Laboratories for in- 
stallation directly on a wood or con- 
crete slab floor. No clearance is 
required between wall joists and the 
furnace unit. It may be connected 
to adjoining chimney or a prefabri- 
cated patent flue. A thermostat au- 
tomatically maintains desired tem- 
peratures. No duct work or piping 
is required. Built-in cold and warm 
air registers are provided on both 
sides of the furnace to assure equal 
heat distribution to every part of 
the house. A feature of the unit is 
a two-speed heat circulating fan, 
which during the warm months is 
utilized as a summer fan. Write 
The Delta Heating Corporation, 
Jackson Heights, N. Y. 


"L D" Series Midget Louver 


A new-type of midget screes 
ventilator permits greater trans- 
mission of air into building walls, 
and thus helps prevent dampness, 
sweating, and moisture—blistering 
of paint. This Midget ventilator 
is especially designed where there 
is no danger of rain reaching its 
face. It is made in five sizes from 
i to 4 inches in diameter. Because 
it does not require louvered deflec- 
tors, there is a greater ventilating 
area than in the regular Midget 
Louver of comparable diameter. 
The new “L D” series is suitable 
for any interior installations, such 
as finished basement walls, closets, 
cupboards, storage rooms; on boat 


lockers, engine hatches, ete.; and 
on exterior walls, eaves, dormer 
windows, etc., where structural 
characteristics may shield the louv- 
er from the elements. The Midget 
Louver is installed without nails or 
screws, simply by drilling a hole of 
proper diameter and tapping the 
ventilator into place. The slotted 
collar provides tightholding ten 
sion; swedged shoulders assure ad- 
ditional anchorage in wood or ma- 
sonry. The louver is made entirely 
of rust-proof aluminum and has a 
built-in screen to keep out insects. 
Write Midget Louver Company, & 
Wali St., Norwalk, Conn. 














Wall Insert Heetaires 


The production of wall insert 
radiant Heetaires of 1000 to 1250 
watts with built-in thermostats is 
announced by Markel Electric Prod- 
ucts, Inc. Automatic thermostatic 
control has been added to these na- 
tionally advertised wall insert Heet- 
aires. Famous for producing in- 
stant infra-red rays which direct 
hot radiant heat throughout the 
room immediately, with the thermo- 
static control these wall insert 
Heetaires automatically produce 
and maintain any desired tempera- 
ture between 40° F. and 85° F. 
And because the built-in thermo- 
stat automatically turns the Heet- 
aire on and off as needed, it’s eco- 
nomical—not using unnecessary 
electric current. Write Marke! 
Electric Products, Inc., 145 Seneca 
St., Buffalo 3, N. Y. 


Yard & Store Equipment 








Cartoon Ad-Service for Dealers 


104 real attention-getting ad- 
cartoons in both 1-column and 2- 
column sizes, including suggested 
wording, are now available for 
lumber dealers to use in their loca! 
newspaper advertising. They are 
already making a hit with leading 
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dealers. For further information, 
write LIL-AD Features, R.F.D. 3, 
Santa Ana, Calif. 





Office Copying Machine 


Specialists in copying and repro- 
duction since 1897, the Bruning 
Company introduces the new BW 
Copyflex as the answer to the need 
of modern business for a quick, 
clean method of privately making 
low-cost, errorproof copies any- 
where in an office. The new ma- 
chine uses the BW Diazo process. 
Using larger Bruning machines, 
this Diazo process has long been 
employed by copy departments of 
industry and business everywhere 
to make exact contact prints of let- 
ters, records, reports, etc. BW 
Copyflex accomplishes the entire 
copying process within itself. It 
needs no inks, tray developing, 
dark rooms, subdued or special 
lighting. It has no annoying fumes 
and does not require any “make 
ready,” plumbing, or exhaust fans. 
No stencil, negative, or special 
training is required. Write Charles 
Bruning Co., Inc., 100 Reade St., 
New York 13, N. Y. 
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Tests Sap Stain Solutions 


The strength of sap stain solu- 
tions is no longer a matter of guess, 
sometimes too weak to be effective, 
at other times unnecessarily strong. 
The Research Department of Chap- 
man Chemical Company has devel- 
oped a rapid method for accurate- 
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The Lady says “YES”... 
and EXTRA PROFITS 


roll in to you! 














FINISHES 
WAXES 





hes 


fy \grustes 
BIG STORES... ie 
LITTLE STORES... ALL STORES! 
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Adit AMERICA 


SANDER RENTALS! 


Hit the jackpot of EXTRA PROFITS—start a sander rental business in 
your store with American Machines! Home owners everywhere go for the 
idea of sanding and finishing their own floors with these machines that are 
so easy to operate—do a beautiful job—and SAVE MONEY for the user. 
At the same time—you profit 3 ways—with a substantial profit in rental fees, 
extra sales of seals, paints, brushes, abrasives, etc., and customer goodwill! 

You get the utmost in profit-hours with American—because American 
Machines are expertly engineered ... precision manufactured .. . quality 
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throughout. If service is needed, 
an American Distributor is 
nearby with authorized factory- 
trained mechanics in all prin- 


American line-up . . . American 
Sanders, Edgers and Mainten- 
ance Machines.. 
American quality 
cleaners, seals, 
finishes and waxes 
for all floors. 


~ 
I 
1 
cipal cities. Cash in with an all- | 
i 
' 
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. also, 






The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 
0 Send 12-page illustrated booklet showing how 
to make money in the floor sander rental 
business. . R 
0 Send latest catalog on the following, without 


obligation: 
0 Floor Sanders [] Floor Edgers { Floor 
0 Floor Finishes 


Maintenance Machines 


Name 





Street 














ly checking solutions made from 
Permatox 10S and Dowicides. This 
is done with a Testing Set con- 
sisting of a special hydrometer, 
thermomoter and checking chart. 
Three simple steps are involved: 
First, a hydrometer reading is 
made on a sample of the solution 
taken from the dipping vat. Second, 
a temperature reading is made. 
Third, these readings are checked 
on the Testing Chart to determine 
strength of solution. Comparison 
with recommended strength tells 
whether the solution is too weak or 
too strong. Write Chapman Chem- 
ical Company, Dermon Building, 
Memphis 3, Tenn. 





New Conveyor Accessories 


Accessories have been developed 
by Barber-Greene Company to 
adapt its Model 358 undercar Ag- 
gregate Car Unloader and Models 
362 and 363 Portable Belt Con- 
veyors to handling bulk cement as 




















modernization. 
Sell Miracle! 


Miracle Wallboard Cement 
Miracle Panel-Board Cement 
Miracle White Caulking 
Miracle Plastic Underlayment 


Interesting, 
colorful brochure 
on ‘'Construction 
by Adhesion.’ 
Write for your 
copy today! 


brochure. 









Dept. 


Sell “Construction by Adhesion” 


Miracle Black Magic Adhesive 


You owe it to yourself to get the facts 
FREE today! See Miracle Exhibit, 101 Park Ave- 
nue. Write for information and your free 


ALI-13, 214 East 53rd Street 


GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 
adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 





MIRACLE ADHESIVE 
ABRASIVE TREADS 


a 


WOOO STAR 


STAIR TREADS 


@'CER MOS TILE---— 
SETI TER 
MPACLE MVESIVE- 
sTte. TROWFLED 
councaere--* 








FOR TILE FLOORS 























COUNTER TOPS PARTITIONS 











@ New York 22, N. Y. 


*Reg. U. S. Pat. Off. 
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well as other dry-batch materials. 
Usual procedure in unloading cars 
of bulk cement has been to use a 
screw conveyor and bucket eleva- 
tor combination. Contractors have 
long sought a more portable means 
of performing this job. The Model 
358 Car Unloader has been fitted 
with complete metal covers for 
the under-car section as well as 
the up-run. Collapsible canvas 
spouts with metal stiffeners can 
be drawn up between the cross ties, 
and attached to the hoppers of the 
cement car. The discharge end 
of the Unloader is equipped with 
a metal, all-enclosed concentrating 
spout to direct the discharge into 
the conveyor hopper and to mini- 
mize dust. For descriptive litera- 
ture write Barber-Greene Co., Au- 
rora, Ill. 





R-B Split Lumber Roller 


Latest in the line of R-B Lumber 
Rollers is the single roller bed with 
split rear roller, developed espe- 
cially to facilitate moving of mixed 
orders. With the split roller bed, 
the rear roller is equipped with a 
simple clutch, so that either half 
or the whole load may be rolled off. 
Capacity loads at two job sites can 
be unloaded in two or three min- 
utes. For further details, write 
The R-B Company, Guinotte and 
Euclid Ave., Kansas City, Mo. 





Belsaw Circular Saw Shop 


The Belsaw Circular Saw Shop 
is designed to handle all types of 
circular saws from 4- to 48-in. di- 
ameter, with arbor holes from %%- 
to 2-in. The complete assembly 
includes %4 HP split phase ball 
bearing motor, 3450 RPM for 110- 
120 volt, 60 cycle AC power; built- 
in Off- On- switch, 8-ft. ‘rubber 
covered cord and _ socket plug; 
dual-purpose wheel arbor, operat- 
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Here, at Tarter, Webster & Johnson, you have a large organi- 
zation of “eager beavers” thoroughly imbued with a teamwork 
spirit of getting out the orders. In back of us are eight modern 
mills, producing quality lumber, properly graded. Look to T 
W & J for: Ponderosa Pine, Sugar Pine, White Fir, Douglas 






—a sure way to get yourself the right 


kind of customer service—a modern Fir, Incense Cedar; also Pine doors, Pine and Fir mouldings, 
way to order your lumber requirements ; 
—get TW GJ. Pine plywood, cut stock. 


TARTER, WEBSTER & JOHNSON. INC. 


P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-836! e Teletype SK 2 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 © Teletype SF 531 











J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE- PONDEROSA PINE 
ENGELMANN SPRUCE - LARCH - DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Wash. 


) SALES OFFICES: Minneapolis, Minn.; Chicago, 
Ull.; New York City, N. Y. 
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ing in precision ball bearings, one 
end for 8-in. diam. grinding wheel 
for saw work, the dual-purpose 
end of threaded shaft for use as 
bench grinder, flexible shaft work, 
etc. Adjustable arbor with tapered 
cone which locks at desired point 
on supporting steel base arm. 
Grinds straight or bevels teeth left 
or right from 0— to 45°, with 
accurate scale and pointer. In- 
cludes Saw-Set, mounted on base 
arm, to give any desired set to 
points of circular saws from 6- to 
48-in. diam., with spring loaded 
punch and long-life anvil made of 
hardened steel . . . no special ham- 
mer required, complete with bracket 
and assembly for bolting to any 
work bench, with detailed operat- 
ing instructions for operation and 
maintenance. Write Belsaw Ma- 
chinery Co., 315 Westport Road, 
Kansas City 2, Mo. 


Gabriel Pouring Form 

The Gabriel pouring form per 
mits the Gabriel Basement Sash to 
be accurately and securely set in a 
concrete basement wall at the time 
it is being poured. It assures per- 
fect installation, giving correct 
slope to the sill. The form consists 
of two halves hinged at the top in 
clamshell fashion which when closed 
snugly, fit the outlines of the sash. 
When removed, the form leaves the 








/ eway 
ALL COPPER 
LANTERNS 


Simplify your inventory, 
and ordering with a com- 
plete line of all Copper 
Lanterns and Aluminum 
Lamp Posts from one 


oi The Newport 
verall Height 24" 
Square 13" 
Ship. Wgt. 14 Ibs. 
-2 The Mayfair 
verall Height 20" 
Square 1014" 
Ship. Wg?. 10 Ibs. 
-3 The Hampshire 
verall Height 17" 


Square 9" 
Ship. Wot. 8 Ibs. 


source. 





POSTS 
ALP-J], (Adjustable), 8% 
feet, Base Dia. 5", Top 
Dia. 4", Ship. Wg! 17 Ibs 
ALP-2, (Adjustable), 844 
eet, Base Dia. 4", Top 
Dia. 3", Ship. Wot. 11 Ibs. 
ALP-3, 814 feet, Base Dia. 
3", Top Dia. 3", Ship. 
Wot. 9 Ibs. 





Send for a catalog and price list 


SmainsBridoe 


NEW BRITAIN, CONN. 
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ALP-2 


Rust Proof Mi Permanent 


Furnished 
with ) any make 

adapters 
7, 3", 
or 4" 


sash sill and jamb weathering 
flanges deeply set in the wall. First, 
the sash is placed and centered on 
the form, then the inner half of 
form is closed on the sash. Weight 
is applied and locking wedges in- 
serted. Form containing sash is 
then ready for nailing channels. 
Form is easily removed after con- 
crete sets, leaving sash an integral 
part of the wall. A remarkable la- 
bor saver, according to the manu- 
facturer, the form is rugged, will 
last indefinitely, and has_ proved 
successful in thousands of installa- 
tions. Write Gabriel Steel Com- 
pany, 13700 Sherwood, Detroit, 
Mich. 





New Trackmobile 

New versatility and efficiency for 
one of the nation’s biggest every- 
day materials handling jobs—that 
of hauling, spotting and switching 
railway cars—was promised by the 


Whiting Corporation, with intro- 
duction of its new Trackmobile to 
industrial and _ railroad officials. 
Small and compact, the gasoline- 
powered Trackmobile makes _in- 
genious use of hydraulic jacking 
power for two features which 
Whiting engineers believe can rev- 
olutionize yard and in-plant meth- 
ods of railway car handling. These 
are its ability to travel either on 
the railway track or on the ground 
and to change from one to the 
other in just 30 seconds. The 
hydraulic jacking power is also 
uniquely employed to develop an 
adhesive force which gives the 
Trackmobile a_ pulling power 
greater than that of plant locomo- 
tives weighing much more than 
the Trackmobile’s 6000 pounds. For 
descriptive bulletin write Whiting 
Corporation, Harvey, II. 


Bulletin Board Material 


Willow Green is the newest color 
added to Armstrong Cork’s line of 
self-sealing cork composition bulle- 
tin board. The color is a soft green 
especially suitable for today’s 
brighter interiors. It also harmon- 
izes with green chalkboards. Both 
the new Willow Green and Desert 
Tan, which is also available, have 
a light reflectance of 28 percent. 
Desert Tan may be used for re- 





Use with 


lantern 


placing existing installations and 





Southlawn Housing Project, Milwaukee. Architects: Ralph E. Schaefer, Frederick J. 
Schweitzer, George G. Schneider, Walter M. Trapp, Fritz von Grossmann. Contractor: 
Kroening Eng. Co., Milwaukee. 





For lawu-cost housing projects, 
“Thrifty Third” grade Northern Hard 
Maple is the ideal floor. No other type of 
economy flooring offers equal advantages 
of time-proved durability, low mainte- 


mance, and warm “homey” beauty! 


Maple Flooring Manufacturers Assn. 
Suite 584, 35 E. Wacker Drive, Chicago 











FLOOR WITH orem HARD MAPLE 


BEECH ANO E1RCH 


January 13, 1951, AMERICAN LUMBERMAN @’ 























se 


— ee oe 









; HOW ee dees 


can be a sliding door 
\terling 


HARDWARE 










The NEW 600 Line 


e Mounts in standard door 
frame! 


e Requires only 1” head 
room! 


e Provides vertical adjust- 
ment! 


The most outstanding 
achievement in sliding doors 
today! Now anyone can easily 
and quickly install a sliding 
door. Mounts in standard 
door frame. Requires only 1” 
head room! Made for >" and 
1¥8" doors ... also for light 
cabinet doors. 


NEW STERLING 
GUIDE STRIPS 


Eliminate difficult and costly 
door grooving with new 
Sterling Guide Strips! Made 
for doors of all widths. Quick 


and easy to install. 





Here is the quick, easy way 
to install by-passing doors. 
No special millwork . . . no 
notching or grooving ... no 
troublesome hanging. 





Cc >) 


Mw" _. a_» - 


ee 


No. 840 No. 845 No. 850 No. 860 
HANGER HANGER HANGER HANGER 
For side mount- For top mount- For top mount- ideal for pocket 
ing. Not ad- ing. Not ad- ing. Fully ad- doors. 
jystable. justable. justable. 


@ For single sliding doors. 
@ For extra heavy doors. 


@ For pocket doors. 
@ For by-parting doors. 


STERLING has the most complete line 
of interior sliding door hardware on the 
market. Hangers for light cabinet doors, 


Ay HANGER 
for all types of wardrobe, closet and 


Mig] FOR pocket doors and heavy duty hangers for 
fh... fee ee oe 


cd other accessories. 
“= DOORS 


WRITE TODAY FOR YOUR ILLUS- 
TRATED CATALOG, 


Sterling Hardware Manufacturing Co. 


2345 Nelson Street, Chicago 18, Illinois 
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FOR A WIDE VARIETY ™ 
OF WINDOW TYPES 


PRECISION-BUILT FOR 
DRAFTLESS VENTILATION 


These new windows provide 
maximum visibility plus a 
minimum amount of infiltra- 
tion or heat loss. They are 
suitable for all kinds of weather 
conditions . . . adaptable to al- 
most any architectural specifi- 
cation . . . permit the use of 
narrow mullions and trim for 
more attractive exterior and in- 
terior appearance. Special sill 
construction, and stops used 
supply a snug job. No rain or 
snow can enter. 


SOLAR 


Louvered sections are placed 
at top, bottom or sides of sta- 
tionary window pane, accord- 
ing to design requirements. 
Bafile doors regulate circula- 
tion of fresh air, winter and 
summer. Screens concealed in 
air-flo section, removable 
from inside, for cleaning. 
Solar areas can be glazed with 
single, double or triple plate 
glass, according to climate. 


INSTALLED IN ALL KINDS OF WALLS 


Solar Air-Flo windows may be 
installed in any and all kinds 
of wall construction. The unit 
comes assembled and ready to 
place, complete with all exte- 
rior trim. No precision work or 
special tools are needed. Win- 
dow frames and all sectional 
parts are precision-built of 
wood that has been treated for 
permanent protection against 
termites and water. 


GET NEW PLAN BOOK 


Shows attractive Solar-design homes, floor 
plans with original features. Only $1.00. 
Write today for this valuable guide. 


; MAIL COUPON NOW! 


Name 






SOLAR AIR-FLO, INC., Dept. 109, Elkhart, Indiana 








VY 
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Solar Air-Flo windows ‘can be 
used effectively in homes and 
commercial buildings, for build- 
ing or remodeling. They com- 
bine beauty with utility. Learn 
more about these versatile 
units and their reasonable cost. 
Cash in on national advertising 
now appearing in leading maga- 
zines. Profit-wise dealers and 
builders will write NOW for 


specification data. 











O Send me free descriptive literature. | am O Dealer O Contrac- 
tor O Architect. O Send me Solar-design Plan Book. $1.00 enclosed. 





Address 





Zone 








City 


CSS ee SS ee eae 





1 
! 
| 
| 
| 
Firm 
ir 
| 
| 
l 
! 











for new construction where the tan 
color of natural cork is desired. 
Made of cork composition in roll 
f rm, the bulletin board material 
is made by a special process which 
incorporates the same color 
throughout the material so that the 
surface always remains the same 
color and the need for surface re- 
finishing or painting is eliminated. 
An additional feature of Arm- 
strong’s bulletin board material is 
its self-sealing surface. Tack holes 
won’t scar or deface the surface. 
As soon as the tacks are removed, 
the soft, closely grained surface 
layer springs back into place, mak- 
ing the holes almost invisible. The 


soft surface also makes it easy to 
remove tacks. Since the material 
is made in continuous roll form, 
boards up to five feet high and 60 
feet long can be installed in one 
piece. Write Armstrong Cork Com- 
pany, 4708 Ross St., Lancaster, Pa. 


New Fork Liftruk 


The Silent Hoist and Crane Co., 
Inc., manufacturers of modern ma- 
terials-handling equipment, an- 
nounce the introduction of the 
newly improved Fork Liftruk. This 
heavy-duty fork lift truck is sup- 
plied in three sizes: 5, 7%, and 10 
tons. The new Liftruk includes 





ALL IN A DAY'S WORK TO A 
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The speed-up of work— 
release of man power 
for other jobs — the re- 
duction of handling op- 
erations show at punch- 
ing-out time that the 
Fork LIFTRUK_ has 
earned a sizable profit 
for the yard — savings 
up to 75% are not un- 
common. 


Heavy-duty 
LIFTRUK 


available in 
5 -7'2-10 ton’ 
capacities. 


SILENT HOIS 


-) LveTRUIK 


— and at a profit to the yard 


Unloads lumber, sorts 
it for species and 
length — stacks the 
lumber in unitized 
bundles in piling yard. 
Stacks them high — 
increasing capacity 


of existing storage area. 


Moves air dried stacks on 

to kiln cars. Moves the 
finished products, loading-out 
on trucks or cars — with 


no time out for coffee. 





flirTRuK j 


T & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 





860 63rd STREET, BROOKLYN 20, N. Y. 
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such features as a load-carrying 
alloy-steel, forged axle on which 
the traction wheels are mounted; 
an equalizer assembly that retains 
the parallelism and alignment of 
the tiering frames; hydraulic cyl- 
inders that permit lower operating 
pressure; a ground clearance of 
9 inches; a hydraulic pump with a 
capacity of 36 gallons per minute 
for severe service; to mention a 
few. A new, 6-page Bulletin No. 
77, filled with illustrations of Fork 
Liftruk handling lumber and build- 
ing materials, and with dimensions, 
rawings, details, etc., is now in 
production. For copies write Silent 
Hoist and Crane Co., Inc., 860 63rd 
St., Brooklyn 20, N. Y. 





All-Purpose Circuit Breaker 


For construction work and other 
jobs where portable tools are used, 
this Heinemann circuit breaker 
meets a genuine rik It can be 
installed on job after.job without 
any ‘‘makeshift’’ arrangements. 
Temporary circuits for such ap- 
paratus as drills, sanders, compres- 
sors, pumps, saws, motors, flood- 
lights, ete., are established by 
merely plugging in the equipment 
to the convenience outlets. Safety 
and protection factors are assured; 
the covers can be padlocked to pre- 
vent unauthorized tampering with 
the equipment, and the fully mag- 
netic, non-thermal circuit breakers 
provide excellent protection on over- 
loads and short circuits. Equip- 
ment is enclosed in corrosion-proof 
steel housing which measures up 
to 15” high, 634” wide, and 344” 
deep for the largest size. Breakers 
will carry rated current continu- 
ously; no heat is generated in the 
box, hence no “de-rating”’ is neces- 
sary. For new Bulletin EB 2013, 
write Heinemann Electric Co., 
Trenton, N. J. 
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AETNAPLY TIPS NOW? Prepare for SPRING SALES 
to make PLYWOOD Profits 
, with 
on America's 
Largest 
Assortment 
of 
Garden Goods 
"Seeing is selling" — display 
plywood in your showroom; in sim- - 
ple self-service racks and on walls in 
4' x 8' panels of Oak, Mahogany, If you have no een 
Walnut, Birch, Plytex, Combwood. ALLISTPLYPROSKOPE $1.49 
bs use AETNAPLY Tips 
2, Start rack for literature de- 
scribing items you carry. Plans for 
a making furniture are available — NEED 
O write us for list of free literature. PLYWOOD? Easy to display 
‘k 3 Buy from a reliable steady Aetna may have Easy to sell Soe ont Eas 
1- " source—Aetna Plywood. If any- just what you Act now to cash in on the big spring Redwood. Height 
x . want —send in lawn and garden furniture selling sea- 10!/2 in., width 8 in., 
s, one has plywood—Aetna has it— veur lequiies son. depth 8 in. 
“ Ask Aetna first—4 warehouses in now Lumber dealers all over the country Rotel Pelee ..51-08 
it Midwest. : are reporting sales volume as much as 
‘d ct times greater than department Write 
stores. 
AETNA PLYWOOD & VENEER co. ay ae: ngs ~~ is amend, te et. TODAY 
1732 N. Elston Ave. Chicago 22, Ill. complete ine of dias, adits, ool 
ARmitage 6-7100 Teletype: CG305 furniture, bird houses, etc. FOR 
BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit; Milwaukee and Green Bay, Wis.; Minneapolis; The ADELPHIAN MILL CATALOG 
Virginia Beach, Va.; Springfield, Ill.; Marion and West Lafayette, Ind. Sales Office: ee ee Se 
SEE PHONE BOOK E. A. Vandy, Manager and PRICES 
Largest Trellis Manufacturer 
— ¢ ,t Ss 
" 
RECOMMEND, @ v< 
? et wt 6 to ventilate sidewalls 
T ; ‘ and prevent condensation 
: ; and moisture blistering. 
1 ' . . 
mi | | Thenew™LD” series Midget 
' ° 
p- | ' Louvers are especially 
S- | 1 e e ” © 
d- The W. T. Smith Lumber Company, with one of its mills : designed for inside venti 
dy shown here, is a well known example of progressive, efficient : lation or on the outside 
: operating methods. Selective cutting, conservation and em- where structural charac- 
1: 00 on quality has built this company into one of the teristics shield the face of 
e- South's largest. H 
i ‘ the Louver from the 
y= Sixty-six years of experience, modern plants and a perma- elements. 
rs nent source of supply mean that you always will profit when r L wide - 
Sa you use the quality service and lumber production of W. T. All-aluminum Midget 
- Smith. '_ Louvers come in 5 conveni- 
1p ' ent sizes — 1", 2, 242", 
” 1 Qu 7) 
rs Selective Cutting Assures Permanent Supply 3” and 4". 
I 
1e 
.. re 7 
, : MIDGET” LOUVER CO. 
5 CHAPMAN, ALABAMA 6-8 WALL STREET * NORWALK, CONNECTICUT 
67 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOODS 
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Building Plan Display Rack 

Widespread acceptance by retail 
lumber dealers of the home plan 
books published by Home Building 
Plan Service has led to the devel- 
opment of a new counter display 
rack. Designed especially for lum- 
ber dealers’ counter displays the 
attractive rack will hold 12 or more 
books. Of prime consideration in 
the design of the display rack was 
the amount of counter space it 
would take. The rack was developed 
to use minimum space and yet at- 
tract attention. One outstanding 
feature of the rack is the display 
card that is attached to it. The 
card briefly lists the publications 
in which Home Building Plan Serv- 
ice advertising is carried. These 
display racks are available to deal- 
ers at no cost. Write Home Build- 
ing Plan Service, 2454 NE Sandy 
Blvd., Portland, Ore. 





Electric Fork Truck 


An electric battery-powered 
“Trucloader,” 1000-pound fork-lift 
truck announced by Clark, has the 
following features: Automatically 
accelerated control as standard 
equipment — power controlled 
through a master switch, in turn 
controlled by an automatic timer, to 
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provide even acceleration of motor 
speed. Control is non-plugging 
type; direction of travel cannot be 
changed until motor comes to full 
stop. “Dead man” brake operated 
off the drive shaft of the drive 
motor—sets automatically when- 
ever the driver’s seat is vacated. 
The directional control lever locks 
in neutral automatically when the 
driver leaves his seat. Increased 
load capacity with 24” load-center 
rating; 30 percent higher speed; 
maximum accessibility for easy 
service and maintenance. An out- 
standing improvement claimed for 
the new machine is the use of a 
separate motor to provide power 
for the hydraulic pump. Result is 
an 80 percent increase in lifting 
and tilting speeds over the former 
model. Write Clark Equipment 
Company, Industrial Truck Divi- 
sion, Battle Creek 40, Mich. 





ms 


Delta's Improved Big 5 


Delta Power Tool Division of 
Rockwell Manufacturing Company, 
makers of a complete line of power 
woodworking tools and accessories, 
are introducing their big 5 group 
of tools for 1951. This includes a 
new, massive radial saw with the 
exclusive double 360 degree radial 
action; a greater capacity 13”x5” 
planer that will accommodate extra- 
size stock; a more durable 20” 
band saw, constructed for all- 
round curve work; an 8” jointer, 
precision built for perfect accu- 
racy; and a more powerful 12” 
tilting arbor saw, for all types of 
bench work. In addition to this line 
of rugged production tools, Delta 
also’ manufactures a complete line 
of smaller models for the hobbyist 
or small shop. Complete informa- 
tion about the big 5, or any of the 
other Delta tools or accessories, is 
available by writing Power Tool 
Division, Rockwell Mfg. Co., 635A 
East Vienna Ave.,. Milwaukee 1, 
Wis. 





ae 


Trough Belt Conveyors 


The Fairfield Engineering Com- 
pany has recently added two new 
belt conveyors to its material han- 


dling line. They are lightweight 
sliding trough belt units available 
in 14, 17, 20 and 25 ft. lengths. 
The belt is 14 in. wide, equipped 
with angle cleats, and designed to 
handle sand, gravel, coke, salt and 
all similar bulk materials. Model 
665 is mounted on steel or low- 
speed rubber tired wheels and is 
suitable for yard unloading and 
loading. Model 666 is recommended 
when loading or unloading is to be 
done at several points. It is 
equipped with trailer hitch, shock 
absorbers, and high speed wheels 
for road travel. Both conveyors 
are equipped with twin ram hy- 
draulic hoist. Handy hydraulic 
pump raises the boom quickly to 
the maximum height and permits 
instantaneous lowering for curb- 
level discharge. For descriptive 
Bul. 450 write The Fairfield Engi- 
neering Company, Marion, Ohio. 


Fema 


Be 








B. & R. Under-Reamer 


The 1951 model of the B. & R. 
Under-Reamer, the tool that is 
suitable for all expanded footings, 
has the handle and gear box com- 
bined in one unit making it much 
stronger and simpler in construc- 
tion, also eliminating six parts and 
four welds. Quality of material 
or workmanship is not sacrificed in 
the new model and no tool built 
in the past is obsolete. It is a tool 
that will last the average con- 
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RAINY LAKE LUMBER CO. Ltd. 


Seies Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Onf. 








Spares Men! Speeds Work! 


KRANE KAR 
SWING - BOOM 
MOBILE CRANE 


USERS: N. Y. Sash & 
Door, C. W. Brownell, 
Roof Structures, Wade 
& Dunton, Barrett Tim- 
ber and Dunnage, John- 
son Lumber Co., etc. 








KRANE KAR Lifts, Carries, and Places loads of any 
shape or size up to 10 tons inside warehouse or outside 
in the yard. Swings, raises or lowers the load, and trav- 
els, simultaneously or independently. Pays its own way 
quickly, doing the work of 6 to 8 men. 

KRANE KAR expedites stacking, storing, loading freight 
cars, trucks, etc. Handles lumber, timbers, logs, poles, 
ties, cement blocks, pallet loads of brick, sheet rock, 
building plastics, pipe, etc. Gas or Diesel. 

Ask for Bulletin No. 66. 


THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


ik 1%, 2%, 5, AND 10 eC Ai) 
AUNIIE IKCAUR 
CTRAUMIE IK 


SILENT HOIST & CRANE CO., 860 63rd ST., BKLYN 20, N.Y. U.S.A. 








The Job at Hand... 


Lumber To Back Up Our Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 








THERE IS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 
DRYING 


The Ralph me 


Mills: Anderson and Canby, Californio 
Sales Office: Anderson, California 








What is your part in the 
DEFENSE PROGRAM? 


Is it to find hard-to-get building materials 
for defense industry? Hardwood Flooring, for 
example—for smooth, comfortable footing for 
workers—for durability to take the rugged 
punishment of rush production! 





Horner Flooring has been war tested since 
°98—and is even now serving defense industry 
and housing from the home front to far away 
outposts in the Aleutians. Made of rock-hard, 
close grained Northern Michigan maple, 
Horner Hardwood Flooring fights wear better 
than any other surfacing. 


Supplies are definitely limited. Line up 


your coming maple flooring requirements 
NOW and send us your specifications. 


HORNER FLOORING COMPANY 


215 Maple Ave., Dollar Bay, Mich. 
the oldest 


OWNER sts.cr 


Hardwood Flooring 
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tractor a lifetime and is still backed 
by a very rigid guarantee. Write 
B. & R. Company, P. O. Box 93, 
Plano, Tex. 





Hydraulic Truck Crane 


In an average day, Price Bros., 
Dayton, Ohio, places about 1500 sq. 
ft. of hollow cast Flexicore slabs— 
laid, clamped and grouted. And 
they give most of the credit to 
their mobile hydraulic crane. 
Where formerly they used an A- 
frame and five men,.they now use 
only four men and the Hydrocrane, 
and do the same amount of work in 
about 1/3 less time. This amounts 
to a substantial saving. 

During the normal operation a 
slab can be set every 1% minutes. 

The rig now travels to jobs with- 
in a 75-mile radius of Dayton and 
this will soon be increased to 150 
miles. Hydrocranes are built jin 
two- and three-ton sizes. Write 
Bucyrus-Erie Company, South Mil- 
waukee, Wis. 


ACCOUNTING 


~ SECRETARY 





New Intercom Line 


“Chime-Matic” Signalling is an 
important innovation in the newly 
engineered, streamlined intercom- 
munication equipment introduced 
by Executone, Inc., manufacturers 
of electronic intercom and sound 
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systems. This new feature simpli- 
fies and speeds call-origination. 
Pressing any button automatically 
announces the call at the station 
selected by means of a modulated 
chime and signal light. There is 
no need for the caller to press the 
talk-bar, or to announce himself 
... or for the individual being 
called to “match buttons” with the 
station calling. “Chime-Matic” Sig- 
nalling establishes contact seconds 
faster. This improves executive 
control, helps to increase productiv- 
ity and helps to reduce operating 
cost. Write Executone, Inc., 415 
Lexington Ave., New York, N. Y. 





Lo-Dead Rise, Direct Drive 
Motor 


DeWalt, Inc., is now using a 
Lo-Dead Rise, Direct Drive motor 
on certain models of its machines. 
The Lo-Dead Rise, Direct Drive 
motor can easily be considered 
one of the more significant advances 
made in the radial arm field in many 
years. Previously, the housing of 
direct-drive radial arm saw motors 
did not permit the full utilization 
of the cutting depth of saw blades. 
The depth of cut that could be 
made with a saw blade on an old 
type direct-drive motor, before the 
introduction of DeWalt’s Lo-Dead 
Rise, Direct-Drive motor, had 
been considerably less than the 
saw’s potential cutting capacity. 
Now, with the DeWalt Lo-Dead 
Rise, Direct-Drive motor, much 
more of the saw blade’s cutting po- 
tential can be used. An example of 
the increased cutting depth possi- 
ble, when the DeWalt Lo-Dead Rise, 
Direct-Drive motor is used on the 
Model GW Radial Arm Saw: the 
cutting depth of the machine is 
increased 41%! No extra power is 
required to obtain the added depth 
of cut. The added cut is obtained 
without the use of a gear train or 
the loss of power normal to a gear 
train. For further information 
write DeWalt Inc., Lancaster, Pa. 











Display Rack for Bats 


W. C. Heller & Company an- 
nounces a new style revolving bat 
rack, designed to be fastened to the 
top of a wall cabinet or under a 
balcony, or suitably supported from 
the wall by a bracket. The 14” 
diameter circular top supplied with 
steel bolt to fasten rack in position 
will hold 12 bats; bats are easy to 
remove. This rack is designed to 
make every bat accessible for cus- 
tomer’s inspection and to create 
more sales. Write W. C. Heller & 
Co., Monpelier, Ohio. 





Hudson Peerless Sprayer 


Stepped-up pressure and spray 
output (0 to 800 Ibs. pressure 
range, up to 8 gallons-per-minute 
output) headline the new Hudson 
Peerless Super-Power Power Spray- 
er. Such performance increases the 
efficiency of this all-purpose unit 
already noted for its ability to do 
all types of spraying jobs including 
weed and insect control in pasture 
and row crops, spraying trees and 
livestock, and applying whitewash. 
It’s powered by a heavy-duty gaso- 
line engine and has mechanical 
agitation which permits the use 
of even highly concentrated sedi- 
ment-bearing mixtures. Positive 
piston pumps (no gears or leath- 
ers) and an accurate, quick-set 
pressure regulator are special fea- 
tures. May be used with boom or 
gun. Unit shown has 150 gallon 
capacity. The complete Hudson 
Peerless Super-Power line includes 

(continued on page 126) 
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Arkansas 
Soft 


ZA 
PINE 


All Ozan Pine is edge trimmed 
after kiln drying so that you and 
beautiful, 








your customers get 
straight-line lumber. 


All Ozan Pine is kiln dried direct 
from the saw. 


All Ozan Pine stays completely 
under cover from the kiln to the 
box car. Ozan Pine is accurately 
graded, dependable quality, dry 
pine lumber. 





Specify Ozan Arkansas Soft Pine 
for finest quality. 











OZAN LUMBER CO. 


Sawing Prescott, Arkansas 
Wood Since 


1891 

















It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


! 
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DON'T CARRY IT— 


CONVEY IT 


PEI Fy 1 HO. 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 


and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-11. 


Standard Conveyor Company 


General Offices: 
North St. Paul 9, Minnesota 


CONVEYORS 

















ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 
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NEW PRICES 


effective Dec, 30, 1950 
BOGE ccccccccvcces 
BR. COR cccccccccccesSuere 


Trade discounts remain the same 



















WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


STICKS AND STAYS pit 
| 
























This is the first 
price-increase on 
Durham’s Rock 
Hard Water Putty in 
15 years—an increase we 
can no longer evade. 

For our dealers and dis- 
tributors, the new prices 
mean added profit per case 
—so necessary to meet ris- 
ing costs of operation. 





~~ 


The PLASTIC Repair Material 


in POWDER Form 


( Here's the one that ) 





DONALD 
DURHAM 
COMPANY 
3 Des Moines 4 
lowa 





OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manu factu rers of 
WOUDWAY 


















@ VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
@ MOULDINGS—ST’D & SPEC. 
@ FURNITURE DIMENSION: 
@ GLUED-UP STOCK 
@ COMMERCIAL KILN DRYING 
@ CUT STOCK 
@ READY-TO-ASSEMBLE_ - 
WOOD 
PARTS®& 
WE SPECIALIZE | 
Pine GAND PONDEROSA 
HARDWOODS aa 
WOODWAY quality, 
means 
Extra Profits 
for YOU 





“The Good Way to Buy 


4 ROO 
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NAMES IN THE NEWS 


MARCH OF DIMES 


t 


FIGHT 


INFANTILE 


PARALYSIS 





JANUARY 15-31 


Lock Companies Announce 
Completion of Branch Plant 


A joint statement by Independent 
Lock Co. and Lockwood Hardware 
Manufacturing Company from their 
general offices in Fitchburg, Mass., 
announces the completion of plans for 
building a branch plant in Selma, 
Ala. Officials state that increased 
markets and subsequent demand for 
the products of both companies has 
dictated the need for expansion of 
plant and production facilities. The 
selection of the Selma site for this 
project was made only after a care- 
ful survey of several potential loca- 
tions. Among the determining factors 
was the excellence of the geographical 
location for rendering an improved 
service to jobbers and dealers in the 
fast-growing southeastern section of 
the country. 

The new plant site comprises a 50 
acre tract on the outskirts of Selma. 
It fronts on a main highway and has 
rail facilities at the rear. Plans are 
completed and work is scheduled to 
start immediately on a million dollar 
plant. The main building will be one- 
story of modern construction and will 
contain 120,000 square feet of floor 
space. The most modern, efficient pro- 
duction equipment is to be installed. 


Universal-Rundle Announces 
National Advertising Program 


Stanley S. Backner, vice-president 
in charge of sales, and Irvin A. 
Eubanks, director of advertising at 
Universal-Rundle Corp., New Castle, 
Pa., announced the company has plans 
to enlarge its national advertising 
program to “intensify the growing 
public recognition of ‘U/R’ as a sym- 
bol of fine bathroom fixtures and 
kitchen equipment.” 

Universal - Rundle represents the 
merger of 50 years’ experience in the 
manufacture of fine vitreous china 
and enameled cast-iron fixtures. The 
corporation was formed in 1949 by 
joining two companies founded near 
the turn of the century—Universal 
Sanitary Mfg. Co. and The Rundle 
Mfg. Co. 

Since 1900, the two companies have 
been leaders in the field in research 
and development, according to Back- 
ner. Many industry “firsts” have 
come from their laboratories and 
plants for the improvement of bath- 








room fixtures and kitchen equipment. 

An important one was the intro- 
duction of colored fixtures for the 
bathroom, which ushered in a new 
style trend. Other firsts, such as the 
“Unit-Cast” method of making vitre- 
ous china fixtures, the use of con- 
tinuous tunnel kiln firing, humidity 
drying, and one-fire processing, have 
become industry practice. 

Two months ago, “U/R” dedicated 
the ultra-modern W. Keith McAfee 
Laboratory at New Castle. This new 
unit for basic research and develop- 
ment is one of the first, most modern, 
and largest of its kind in the industry. 

Universal-Rundle has five plants 
across the nation—two in Camden, 
N. J., one in Milwaukee, Wis., one in 
Redlands, Calif., and the home plant 
and offices in New Castle, Pa. 


Contest Winners Named 


C. C. McCleary of Lynch Davidson 
Co., Mission, Tex., wore a grin as 
wide as that on the character he had 
named when he was presented a check 
of $500 as first prize in a trade name 
contest sponsored by the Halliburton 
Portland Cement Company of Corpus 
Christi. “Hardy Hall’ was the name 
McCleary suggested for the little car- 
toon character currently representing 
Shell Brand cement. 

Second prize of $300 went to R. R. 
Richter of the L. B. Wehring Lumber 
Company in Corpus Christi. The third 
prize, $200, was won by Jose Mora| 
of Farris Lumber Company at Mer-} 
cedes, Tex. 


U. S. Plywood Corp., Certified 
"Excellently Managed" 


The United States Plywood Corpo- 
ration, New York, is among 238 firms 
throughout the United States and 
Canada which are being awarded 
“Certificates of Management Excel- 
lence” for the year 1950 by the Ameri- 
can Institute of Management, New 
York, according to Jackson Martin- 
dell, president of that non-profit 




















foundation. The awards, which will 
be bestowed annually hereafter by the 
Institute, are based on its continuing 
study of more than 2,000 leading con- 
cerns—designed to provide a base for 
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YOUR store... 


It's a proven fact! Heller fixture 
equipped stores attract more 
trade. Heller store fixtures possess 
more selling features than any 
ae : hie . other line of fixtures on the mar- 
ket today. You will be amazed at 
the greater sales producing possi- 
bilities of Heller fixtures, and you 
get more value per dollar in- 
vested. 

Send size of store today for free 


| ae Tas plan. Ask for new manual No. 51 L. 
Ree W.CHELLERG CO. Montpelier, Ohio 
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mane MAK =“ High Altitude, Soft Textured Growth 
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Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


























more aud more... 
it pays to sell Nationally Advertised 








SISAL-REINFORCED 
PROTECTIVE PAPERS 







EVERY MONTH of the year, builders and farmers need 
SISALKRAFT Products more and more for PROTECTION 
uses. EVERY MONTH, millions of SISALKRAFT ads 
(71-million scheduled for 1951) tell these users to ‘See FOR sore and more 
Your Lumber-Building Supply Dealer”. EVERY MONTH, CONSTRUCTION AND 
you can sell these low-cost, top-quality, steady-profit sales 

repeaters for more and more uses. For valuable merchan- FARM USES 

dising aids to help you sell, EVERY MONTH, write now! © 


THE SISALKRAFT CO. DEPT. ee hes ges DRIVE, CHICAGO 6, _— 


® San Francisco 5, Calif. 
MANUFACTURERS OF SISALKRAFT @ SISALATION @© COPPER ARMORED SISALKRAFT 
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Be 7 
Convinced Dependable Quality 
Southern Pine and Hardwoods 
3 Mills MILLS LOCATION RAILROAD 
Springhill Lbr. Co............. Band Mill Springhill, Louisiana ...... L&AKCS 
Producing over Urbana: Ubr, Cossics oe 55ic cess Cire. Mill Urbana, Arkansas ......... Mo.Pac. 
40,000,000' annually Anthony-Williams Lbr. Co.....Circ. Mill Calion, Arkansas ........... CRI&P 





P.O. BOX 86A URBANA, ARKANSAS 
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research into corporate policies and 
procedures. 

In weighing the merits of each 
management, Mr. Martindell ex- 
plained, credits are given for excel- 
lence in 10 separate fields—economic 
function, corporate structure, health 
of earnings growth, fairness to stock- 


holders, research and development, 
directorate analysis, fiscal policies, 


production efficiency, sales vigor and 
executive evaluation. 

“The purpose of the awards,” the 
A.I.M. president declared, “is to en- 
courage management in all lines of 
business to give due weight to all 10 
factors, rather than to concentrate— 
as many do—on only one or two.” 

The yardstick applied by the Insti- 
tute in evaluating company manage- 
ments is described in detail in Mr. 
Martindell’s recent book, “The Scien- 
tific Appraisal of Management,” pub- 
lished during 1950 by Harper & 
Brothers, New York. 

In addition to its continuing studies 
of 2,000 firms, the Institute conducts 
detailed management audits of selected 
companies for the latter’s guidance, 
and to provide case-history material 
for the advancement of sound man- 
agement principles. It also sponsors 
a long-term program of vocational 
guidance to help industry and col- 
legiate schools of business train and 
develop qualified future managers, as 
well as to assist the latter in planning 
and preparing for their careers. 

Headquarters of the Institute are 
located at 50 Washington Mews, New 
York 3, N. Y. 


Lumite Screens in Sliding 
Wall Panels 


Lumite woven saran screening has 
been used in unusual and interesting 
sliding wall panels in the woodland 
pavilion of the Gerald M. Loeb home 
in Redding, Conn. Similar to the 
classic shoji used in Japanese houses, 
these three-way panels are remov- 
able, transforming a secluded room 
into an open pavilion that includes 
within its 768 square feet, space for 
sitting, study, and sleeping; also, 
dressing and bath space, and a small 
tea pantry. 

Three different sets of panels, on 
two tracks, are installed on three 
sides of the living space and one side 
of the bed. In summer, lumite screens 
occupy the outer track, while water- 
proof, plastic panels, which are trans- 
lucent, are added on the inner track 
in case of rain or strong sunshine. 
The screen panels serve as doors and 
slide open readily. 

These screens, woven by the Lumite 
Division of the Chicopee Manufactur- 
ing Corporation, need no painting, 
for they can be washed without rust- 
ing or corroding. As the insects dis- 
appear in the autumn and the weather 
turns colder, the Lumite screens are 
replaced with glass panels, and the 
screens put in a special adjoining 
storage pocket. On winter evenings, 
for coziness and warmth, the plastic 
panels are pulled in front of the glass 
ones. 

The panels are easy to operate. To 
remove a panel, it is merely pushed 
up into a %” recess, lifted and swung 


out of the 1%” floor track, and carried 
to the storage pocket. To lock the 
panels in place, brass pins are pushed 
through matching grooves, drilled 
where the panel frames overlap. The 
architect for this pavilion was Har- 
well Hamilton Harris, the California 
designer. 


Short Course on Hardwood 
Lumber Grading Announced 


A six day short course on the 
grading of hardwood lumber has been 
announced by R. K. Newton, Super- 
visor of Short Course, Division of 
University Extension, University of 
Illinois, Urbana. He revealed that the 
course would take place February 
5-10, inclusive at Robert Allerton 
Park, Monticello, Ill., a University 
property located about 25 miles from 
the Campus. 

The course is designed to give saw- 
mill managers and owners, lumber 
scalers, sawyers and others engaged 
in hardwood lumber manufacture 
training in principles of inspection 
and grading. The training will be 
conducted by the Unversity’s Depart- 
ment of Forestry under the direction 
of L. B. Culver, Extension Forester, 
who pointed out that the training 
will offer those working in the hard- 
wood lumber industry an opportunity 
both to understand the grading rules 
and apply them in grading practice. 
“Manufacture to produce a maximum 
of the higher grades pays anytime,” 
he says, “and will likely be important 
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Clements Lumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 





EUGENE, OREGON + P.0. BOX 908 « PHONE 5-3317 + TELETYPE EG 49 










Manufacturer of 
High Grade End-Matched 


The A. B. Carroll Lumber Company 


Boards our Specialty 


Hurtsboro, Alabama 
Phone 66 


Oak Flooring in 25/32 and 1/2 in. 


Need a mixed car? We are able to ship 
Oak Flooring, Block Flooring and Air 
Dried Yellow Pine Boards in the same 






cor. 


Hurtsboro Oak Flooring 


120 


Co., Inc. 


Plant at Hurtsboro, Alabama — Phone 129 











atti. 
SHORT LEAF PINE 
and HARDWOOD 
LUMBER 


Poplar Bevel Siding, Resaw Pine 
and Hardwood are carefully and 
accurately made in our modern 
plant. We give particular 
attention to reforestation. 
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| *it°s Quality That Counts” 
Manufacturers 


| MIXED 
| CAR 
SHIPMENTS 


GENUINE =AROMATIC> RED CEDAR 
CLOSET LINING 


SOLID PANELING 


Philippine Mahogany 
White Ash 
Red Cypress 


KILN DRIED YELLOW PINE 
SHEDSTOCK 


Also 
Dense & Longleaf Timbers— 
Factory Flooring—Railroad Material— 
Hardwoods—Tidewater Red Cypress 


Specializing in 





Kiln Dried Brazilian (Parana) Pine 
4/4 thru 8/4 Dressed any Pattern 





Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 Jacksonville, Florida 


Phone 2-3642 





PIWEST H 


' STRAIGHT CARS 
MIXED CARS 


including Lumber. 
Plywood, Doors 


GS 


mo THE GRISWOLD LUMBER Go. 2 


Manufacturers & Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


AFFILIATED Carlton Manufacturing Co. L. H. L, Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 


Prompt 
Shipment 


Dependable 
Values 








15 Million Feet Annvol Cut 45 Million Feet Annvel Cut 
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Pine and Hardwood Lumber 
and Hardwood Flooring 

















imber Manufactt d-Tree Farmers __ 


A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 


Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and accurately 
graded lumber. 


Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.B. — $.H.P.I. 





aTISFACTION, 























Tidewater 


2 ee ee A 


D. your customers a real service... recommend Tidewater Red 
Cypress. It is truly “The Wood Eternal’. This wood gives outstanding 
service, especially when used under adverse conditions. Can’t be beat 
for homes, interior finishes, farm fences, silos, barns and many 
industrial uses. 


TERMITE RESISTANT: According to the U. S. Department of 
Agriculture, Tidewater Red Cypress is naturally resistant to 
termite destruction. 


DECAY RESISTANT: Nature has done for Tidewater Red Cypress 
what man has tried to do for other woods through artificial induc- 
tion of preservatives, 


AMERICA IS STILL TOO YOUNG TO KNOW HOW LONG TIDEWATER RED CYPRESS WILL LAST 


Take advantage of our free consulting service to help solve your next 


FLEISHEL 


LUMBER COMPANY 
4237 DUNCAN AVE. « St. Louis 10, Mo. 
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in the national emergency although 
requirements have not been = an- 
nounced.” 

O. H. Goolsby, Memphis, 
deputy inspector of the 
Hardwood Lumber Association, has 
been engaged to give instruction in 
grading. He has had teaching ex- 
perience in the six-month’s NHLA 
school for cub inspectors at Memphis 
and will serve the course in the same 
capacity as did Earl S. Swartzbaugh, 


Tenn., 
National 


in past courses who suddenly died 
last spring. 
Wood structure and identification 


and lumber seasoning as they relate 
to lumber grades will be presented 
by C. S. Walters, Associate Professor, 
in Forest Utilization Research, and 
lumber quality in relation to timber 
management will be discussed by 
Culver, both of the University of Illi- 
nois Forestry Department. 

For several years an annual short 
course was offered separately by both 
Purdue University and the University 
of Illinois. As an economy measure 
the Forestry Departments of the two 
institutions combined their efforts a 
year ago and held their first jointly 
sponsored short course at LaFayette, 
Indiana. The February 5-10th event 
in Illinois alternates the location and 
is the second jointly sponsored short 
course for the two states. 

Registration in the course is limited 
to 30, and entrance will be by applica- 
tion to R. K. Newton, Division of 
University Extension, University of 
Illinois, Urbana. February 3rd _ has 
been set as a deadline for receiving 
applications. 





Best Safety Record 

Marking the best safety record for 
all plywood and millwork plants, with 
over 250,000 man hours’ exposure 
during 1949, the Alberni Plywoods 
Ltd. now has a plaque hanging at its 
plant at Port Alberni, B. C. The 
plaque was presented to the company 
at a ceremony by Art Francis, chief 
inspector of the B. C. Workmen’s 
Compensation Board. H. Berryman, 
production manager for the H. R. 
MacMillan Export Co. Ltd., received 
the plaque and then presented it to 
Miss Ruth Gilfillan, senior member of 
the plant’s Employes’ Safety Commit- 
vee. 


Change of Name 


Waccamaw Supply Company has 
changed its name to Waccamaw Lum- 
ber and Supply Company. The firm 
is located in Conway, S. C. 


Acme's J. G. Bucuss Heads 
Materials Handling Institute 

John G. Bucuss, general manager, 
Strapping Division, Acme Steel Com- 
pany, was elected president of the 
Materials Handling Institute for 1951 
at the annual meeting in New York 
City. 

A member of the Institute since 
1946, Mr. Bucuss served successive 
terms as director, second vice-presi- 
dent and first vice-president the last 
three years. He has been associated 
with Acme Steel Company for 32 
years. 





COMPANIES ANNOUNCE 


M. C. Carlson, general sales man- 
ager, Signode Steel Strapping Com- 
pany, Chicago, announces the appoint- 
ment of Merritt W. Jones to the post 
of manager for the newly created 
Baltimore sales district. This dis- 
trict comprises the State of Virginia, 
and portions of Maryland, West Vir- 
ginia and North Carolina. Mr. Jones 
joined Signode in January, 1946, serv- 
ing as sales engineer in the Philadel- 
phia and Virginia territories. His 
outstanding ability, which was re- 
sponsible for his advancement to a 
territorial managership, also won a 
place for him on Signode’s Sales Ad- 
visory Board, where he served as 
secretary. 


Marvin Greenwood, general sales 
manager of The Celotex Corporation, 
announces the appointment of George 
E. Gillespie as assistant manager of 
The Celotex Philadelphia branch. Mr. 
Gillespie formerly was a sales repre- 
sentative in the same branch. 


J. W. Purvis of Detroit was ap- 
pointed assistant sales manager and 
manager of dealer sales for Youngs- 
town Kitchens, according to C. D. 
Alderman, Young’stown’s general man- 
ager of merchandising. At the same 
time he revealed that D. F. Sembach 
of Chicago has been named zone sales 
manager, Purvis’ former position, in 
the Chicago, Detroit, St. Louis area. 
Mr. Purvis, who will make his head- 
quarters at the factory in Warren, 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 
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Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 

Sells from your counter at 
$1.50 ($1.60 west of the 
Rockies). Nationally adver- 
tised. Order from your 
jobber, or direct from us. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 


$150 


JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


WEST COAST WOODS AND SHINGLES | 
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MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: | 


a ” “ 

t Satin Finished 

Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 


. “Shed Conditioned” in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


\- APPALACHIAN WHITE PINE PANELING 

IS 

a BALDWIN LUMBER COMPANY 
a CORNELIA, GEORGIA 

. On the Main Line of SOUTHERN RAILWAY 


Offering FAST DISPATCH in all Directions 
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wi SUGAR & WESTERN 
- PINE AGENCY, INC. 
nd | #1 MONTGOMERY ST. 
- SAN FRANCISCO, CALIFORNIA 
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a California Ponderosa Pitie 
- Mouldings and Cut Stock jf 
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The SLIDE-A-FOLD 


Disappearing Attic Stairway 


A handy, practical and LOW COST 
way to reach the valuable storage 
space of the attic. 
COMPLETELY ASSEMBLED 
EASY TO INSTALL 
LOOKS GOOD 
SUPERIOR CONSTRUCTION 
REQUIRES SMALL SPACE 


LOW IN COST! 


WRITE 
FOR 
FOLDER 











Low freight rate Shipping weight 65 lbs. 


CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 


wy? 



















AND 
FARM YARD 
EQUIPMENT 


@ Over 50 years’ experi- 
ence. 


@ One source guaranteed 
merchandise. 

@ Sales stimulating @ On-the-spot “sales 
national advertising. Closing” assistance. 


You can count on the value of these factors bringing 
you MORE PROFITABLE barn 


equipment sales. Write TODAY ] 

for new, complete catalog. S 

Clay Equipment Corp. e 
1510 South St. Dp 2 


Cedar Falls, lowa 


REVOLVING 
HEAD VEN- 
4 ©6TILATORS 





a Pes 


% STEEL wos? *.¢ et LE 
——_ ANIMAL PENS AUTOMATIC ELECTRIC VENTILATORS ELECTRIC BARN CLEANERS 


‘AN GPUILDING PRopucts MERCHANDISER 





Logged in 1936-1937 


HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





Reduce Delivery Costs 
and Speed up Deliveries 
with 


SINCE 1918 


Unload a Load ¥ 
at a time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog and Prices 


The R=B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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Ohio, has been with the company 
since 1940. He served as a regional 
sales manager until he was made 
zone sales manager in May, 1950. Mr. 
Sembach will keep his offices in Chi- 
cago. He also is a pioneer in the 
Youngstown Kitchens merchandising 
business, having joined the firm in 
1940 as a regional sales manager. 


Howard M. Browning has been pro- 
moted to sales manager of the house- 
hold products division of E. L. Bruce 
Co., Memphis, Tenn. Mr. Browning, 
who has been merchandise manager 
since 1949, will continue his merchan- 
dising activities in addition to his new 
duties as sales manager. He began 
his career with Bruce as a salesman 
in 1945. Announcement of the promo- 
tion is made by E. L. Fellman, vice- 
president in charge of household 
products. 


Sidney G. Smith, Vancouver, B. C., 
general manager of Bloedel Stewart 
& Welch Limited, was recently elected 
as first vice-president of the Western 
Forestry Conservation Association at 
its annual meeting at San Francisco. 
Mr. Smith will also act as president 
of the Pacific Logging Congress in 
Vancouver next year. 

The forestry association elected 
Walter Neils of Libby, Montana, as 
president. 


Edward J. Sorenson has been ap- 
pointed manager, builder division, 
Hotpoint, Inc., Edward R. Taylor, 
general sales manager, announced. 
Mr. Sorenson has the responsibility 


of developing the special market rep- 
resented in new construction of hous- 
ing projects and apartment buildings, 
and in modernization. In keeping 
with over-all company marketing ob- 
jectives, the builder department pro- 
grams will center around complete 
kitchens and home laundries. Mr. 
Sorenson has had wide experience in 
major market development and dis- 
tribution. Recently he was associated 
with the company’s division dealing 
with major department and furniture 
store accounts. 


OBITUARIES 


R. G. HUTCHINS passed away at 
his winter home in Miami on Decem- 
ber 1. Mr. Hutchins was engaged in 
the lumber business for nearly 50 
years. He and his father, E. R. Hut- 
chins, were both influential during 
the early days in introducing Oregon 
Fir to the midwestern market. Mr. 
Hutchins was president of the Hut- 
chins Lumber & Storage Co., Blue 
Island, Ill., until November 1 when 
the firm was liquidated because of 
total destruction of the plant by fire 
last January. 


MRS. MAUDE NEWLAND, man- 
ager of the Brown Lumber Co., Mid- 
land, Mich., died December 1 at her 
home in Midland. She had been suf- 
fering from coronary’ thrombosis. 
Mrs. Brown’s father had established 
the Brown Lumber Co. in Midland in 
1885. 


ALFRED W. DRUMMOND, saw- 
mills manager for the Simpson Log- 
ging Company in its Shelton, Wash. 
operations, died suddenly December 3, 
while visiting friends in Tacoma. Mr. 
Drummond was a native of Iron 
Mountain, Mich., where he was born 
in 1892. He worked in the California 
redwoods as a young man and was 
with sawmills in Grays Harbor com- 
munities before going to Shelton in 
1934 as a Pacific Lumber Inspection 
Bureau inspector. 

Mr. Drummond joined Simpson as a 
yard foreman in 1937 and became 
superintendent of Simpson Mill One 
in 1942. He became manager of both 
Simpson sawmills in Shelton in 1945. 


CLARENCE D. SEE, former Presi- 
dent, Snark and Vicegerent-Snark of 
Hoo-Hoo Club of New York No. 119, 
died December 17. 


WALTER G. STROMQUIST, 52, 
vice-president and general sales man- 
ager for Masonite Corporation, died 
unexpectedly of a heart attack Janu- 
ary 1. Commenting on Mr. Strom- 
quist’s death, Eugene Holland, presi- 
dent, said: 

“Masonite Corporation will miss 
him greatly both as a top-notch ex- 
ecutive and as an individual. During 
the period that he was with the com- 
pany, Masonite experienced its great- 
est and most rapid growth. Mr. 
Stromquist’s unusual abilities as a 
sales executive contributed greatly to 
the strong sales positien of the corpo- 
ration today.” Mr. Stromquist joined 
Masonite in 1937 as assistant sales 











RUSSELL & PUGH 
| LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine 

Douglas Fir 

White Fir 
Cedar 











Ponderosa Pine 









IN THE SERVICE OF 


LUMBERMEN 


@ Specialists in protection for the lumber 
industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices coast to 
coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 

















bermens || “UW GUILT CWP 


Operating in New York state as 
Lumbermen’s Mutual Casualty Company of Illinois 


James $. Kemper, chairman « H. G. Kemper, president 


Chicago 40 























LOVE NEST!" 





you can be sure YOUR cus- 
tomers will read it too if it 
appears in YOUR newspaper 
advertisements. These 
"Timber-r-r'' cartoons were 
prepared especially for Lum- 
ber Yard advertising. Mats 
of 104 cartoons now ready 
in | and 2 column sizes. 


y im be 4 -%-%-@ IF YOU read this cartoon, 
\ Y 


' ° LIL-AD FEATURES, 
Well, Dear — here's our little RFD 3, Santa Ana, Calif. 


CO Peer eer eeeeessereeseeseseresseseeseees 





Write to 


KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
KIRBY BUILDING 


"Is it as Good as Kirby's?” 









HOUSTON, TEXAS 
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OAK FLOORING 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


—< Finish, Boards, Dimension, 
—' P Ceiling, Siding 


a4 “= 
Pert MIXED CARS A SPECIALTY 


SCOTCH LUMBER CO., INC. 


_ \FULTON nd 











SOUNDBIL 

















TWX EG-058 Phones: 5-2379—5-5141 


SCHAECHER-KUX LUMBER C0. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


fe 
Specializing in 
CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 














AUTOMATIC 
GA UGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 











-L. H. L. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 





EXTERIOR and 
INTERIOR 


DOUGLAS FIR PLYWOOD 
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SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press" Exterior 
Douglas Fir Plywood is a specialty with us. 

"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp Ptywoop, [Nc. 


Tacoma 2, Washington 


UNIFORM QUALITY 














,)} PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 23761 


Hardwoo 
Flooring 
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manager after having served six 
years as vice-president in charge of 
mainland sales operations for the 
Hawaiian Cane Products, Ltd. In 
1943 he was promoted to assistant 
vice-president in charge of sales and 
merchandising. Four years later he 
became vice-president and general 
sales manager. 


CARL E. SODERBERG, 50, presi- 
dent of the Carl E. Soderberg Lumber 
Co., Inc., Spokane, Wash., passed 
away December 11 in a Spokane hos- 
pital. He was stricken by a_ heart 
attack the day before his death. Mr. 
Soderberg had spent all of his busi- 
ness life in the lumber business in 
Spokane and as a young man was 
with the Phoenix Lumber Co. He op- 
erated the Carl E. Soderberg Lumber 
Company as a wholesale lumber busi- 
ness and was also engaged in lumber 
manufacturing at Prineville, Ore. 


GEORGE T. WALNE, 46, vice- 
president of the General Box Com- 
pany, died of a heart attack January 
2, while enroute to his home in Louis- 
ville, Ky. Practically all of his career 
was spent in the packaging field and 
he had long been known as an out- 
standing authority on shipping con- 
tainers. Born in Vicksburg, Miss., he 
spent his boyhood in Port Gibson, 
Miss., and was graduated from Tulane 
University. He immediately joined 
the company sales force in New Or- 
leans. After successive advancements, 
he was promoted and sent to Brook- 
lyn as an inside salesman and then 





sentative in the New England terri- 
tory. He left the firm briefly to gain 
broader experience in the early 
thirties and for a while served as 
general manager for a corrugated 
box company in Chicago. In 1939 he 
returned as sales representative in the 
Chicago office and advanced rapidly. 
He was a representative for a few 
years, then the advertising and sales 
promotion management was assigned 
to him. In 1946 he was appointed dis- 
trict sales manager and in March 
1949, he was elected vice-president. 
In 1950 he assumed full responsibility 
for sales in the combined Louisville 
and Central Territories. 


J. MASON KING, 55, passed away 
suddenly December 4 at his home, 
7010 Park Ave., Indianapolis, Ind. He 
died of a heart attack. Mr. King was 
associated with the Philip Carey 
Manufacturing Co., Cincinnati, Ohio, 
for the past 15 years. Prior to that 
time, he was vice-president of the a ; 
= C. King Lumber Co., Cleveland, New Rip Saw Literature 

io. 





Dependable Machine Company 
announces the release of a new 
six-page Bulletin C-3 which fea- 
1951 PRODUCT REVIEW tures four models of new, high pro- 

, duction rip saws. They are models 
a a ee 110, 111, 112, and 114. The bulle- 

tin illustrates each model, gives 
complete specifications and descrip- 
models of 30, 50, 100 and 150 gal- tions of the new features found to 
lons, mounted either on skids or be of advantage during several 
pneumatic tires. Write H. D. Hud- years of field testing. The bulletin 
son Mfg. Co., 589 East Illinois St., also features special Guide R-10 



































to Winchendon, Mass., as a repre- Chicago 11, Ill. and Special Table R-11 that can be 
‘ errr es —— oe . 
/ €. E. Klumb Lumber Company | |° cages BRA A 
|; Ye. E. pany | si CONE GRATE 
C. E. (ROY) KLUMB, Sr., Owner ( * Burns 25°%, More 
‘ * With 75°, less smoke and 
Wholesale Lumber Distributors aan, Se pn 
| 7 We Also Build 
Seften fn MOE C408 of Qual , BOILERS — 5 TO 1200 HP. 
| We Specialize in MIXED CARS of Quality Lumber et ent Salen 
7 
TRUCT TE 
| An Experienced Lumber Service That Knows the , pain * 
Producer's Problems and the Buyer's Needs. 4 MERS. FLANGED & DISHED HEADS 
| Straigh a's * Boil Tub 
| traight ent Boiler Tubes 
CRYSTAL SPRINGS, MISSISSIPPI ( raig 
| ‘ ‘ SEATTLE BOILER WORKS 
“In the Heart of the Deep South ( 7 —e ee na, os SN E. Slmnciacl Wer 
i ew Larger Modern Plant a . 
| Phone 16 P. O. Box 391 =e SEATTLE, WASH. 

















to slightly less in diameter. 





CIRCULAR SAWS 
R & PA \ R = D New, revised edition of the above publication is 


Worn out Inserted Tooth Saws retoothed like new waited for edition which gives quick and accurate 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY Substantially bound and indexed, size approximately 
Meridian, Miss. 


The original Miner Service American Lumberman, 139 N. Clark St., 
| Write for free Lumber & Log Scale — Dept. A Chicago 2, Ill. 


LEAVERS OFFICIAL ESTIMATOR 


available for immediate distribution. This is the long 


results. Is officially recognized by the Office of Price 
Administration, National Wooden Box Assoc. and 
manufacturing lumber and dimension products indus- 
try throughout the United States, Canada, and 
Mexico. 


9 x 11 — $15.00 per copy, postpaid. 
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used in conjunction with the gang 
rip saw for doing selective ripping. 
For copies of Bulletin C-3 with lat- 
est price sheet write Dependable 
Machine Company, Greensboro, 
N. C. 





A WINNING FORMULA 
(Continued from page 65) 





material things. We have ob- 
viously the best managed busi- 
ness structure in the world, 
with the greatest productivity 
on the part of our workers. 

But in humility we must ad- 
mit that we are not perfect, and 
that while we are a tolerant, 
generous, kindly, charitable, co- 
operative and peace loving peo- 
ple, we still have a long way to 
go in establishing the highest 
moral and spiritual principles 
in economic life. With dynamic 
humility, then, we must do the 
best selling job we can, inter- 
nally and externally. 

Our mobilization for war and 
peace will not be complete until 
the sales managers and sales- 
men of America are organized 
to win this War of Ideas. War 
doesn’t stop selling but selling 
can stop wars. 


The success of our crusade 
will bein proportion to the clar- 
ity of our thinking, the stead- 
iness of our purpose, the 
strength of our zeal, the firm- 
ness of our conviction, the un- 
shakeability of our faith and 
the depth of our devotion. 


This is the only war in mod- 
ern history in which both sides 
have not prayed to God for vic- 
tory. Our enemies this time deny 
God. This war is in part a war 
against the idea of a free indi- 
vidual as the son of God. 

This is Armageddon. “In God 
We Trust” is the winning for- 
mula. 

We have the salesmen, the 
sales management, the money, 
the talent, the leadership, the 
brains and the ability to do this 
job. All we need is the indi- 
vidual and cooperative spark 
which will set Freedom’s cru- 
sade aflame! 

Are you, the managers of 
American business, ready to 





» Bill 
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take Freedom’s Pledge of Ac- 
\tion, to accept the American 
of Duties, to become a 
‘salesman of Freedom? If you 
jare, sign and put to work Free- 
\dom’s Pledge of Action: 


“As an American Citizen, I 
accept the Bill of Duties** as 
my guide, I enlist as a salesman 
of Freedom, and within the lim- 
its of my capacity and ability 
I will do my part in selling, and 
organizing the sale, of Free- 
dom’s Package of Benefits—our 
Business Structure, our Profit 
System, the Character of our 
Business Management, our Con- 


stitutional Government, and 
our American Heritage!” 
x@ieee Art Hood 





**See Editorial August 12 issue. 





DEALERS PREPARE FOR 
WAR-TIME ECONOMY 


(Continued from page 70) 





Oklahoma City pastor, “Faith 
and Freedom.” 


Eric Johnston, former presi- 
dent of the U. S. Chamber of 
Commerce and czar of the mo- 
tion picture industry, will be 
the headline speaker at the 
Texas convention in Galveston, 
April 22-24. Harrison Wood, 
radio commentator, will be a 
return speaker. Gene Ebersole, 
association executive vice pres- 
ident, has announced a series 
of state-wide district meetings 
at which John R. Armstrong 
and other association officers 
will participate in early this 
year. 

Although the emphasis at the 
conventions will be on the busi- 
ness sessions, perhaps more 
than at any time since the end 
of World War II, a diversified 
program of social activities for 
both men and women has been 
planned. Arizona’s plans in- 
clude a trip to the Grand Can- 
yon where the convention will 
be held May 10-12. Lumbermen 
will play for the “woodpecker 
golf trophy” at Cottonwood, 
then drive through Oak Creek 
Canyon. Business sessions will 
be held at El Tovar on May 11- 
12 with exhibits at the Bright 
Angel Lodge. On the return 
trip, more golf will be played 


‘at Wickenburg. 


Hoo-Hoo concatenations will 
be included on the social pro- 
grams at Wisconsin, North- 
western and several other con- 
ventions. Illinois is planning 
a buffet lunch for the gradu- 
ates of its seven 30-day short 
course. schools. 





CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


‘eel For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 


A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums. 


Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘Product of Merit'’’ by Consumers. 








CONSUMERS GLUE CO. 


ST. LOUIS 6, MO 


I5IS N. HADLEY ST. - 











WANTED <* 
YARD MANAGERS 


TO REMODEL 
20,000,000 HOMES 








MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK AND ARE EASY TO 
FINANCE 





HELP — HELP 


Send photo and rough floor 
sketch for 


FREE 


SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 


120 Machin St. Peoria 5, Ill. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 

Minimum Charge $2.00 

Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
inimum charge of 45c¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximately 








HELP WANTED 


EXPERIENCED DETAILER AND BILLER 
Must be capable of taking job measurements, 
making detail drawings and piece billings for 
our Architectural Wood-working Plart. 

FORT WAYNE BUILDERS’ SUPPLY CO. 

Fort Wayne. Indiana 











WANTED 

TWO COMPETENT HARDWOOD INSPECTORS 
Real positions for capable men. An oppor- 
tunity for thoroughly experienced hardwood 
inspectors capable of loading strictly in ac- 
cordance with NHLA rules. Large producer 
of hardwoods located in southeastern U.S.A. 
Excessive drinkers not welcome. Detailed his- 
tory of experience together with references 
in first letter will be appreciated. All let- 
ters will be treated confidentially—our em- 
ployees know about this ad. Address 
Box H-36, American Lumberman, Inc. 





MILLWORK 


We have an opening for a fully experienced 
millwork man, trained in stock millwork, 
capable of estimating and detailing odd mill- 
work. Excellent position and future for the 
right man. Prefer age 30-45 years. Give all de- 
tails in first application. Whelan Lumber Co., 
Inc., Topeka, Kansas. 





MANAGER WANTED 
Wholesale Lumber and Building Supply 
Warehouse located in Central East Illinois. 
A man acquainted with the territory pre- 
ferred. Investment Optional. Address Box H-42. 
American Lumberman, Inc. 





Wanted—Sawyer for left-hand band mill. 
Good opportunity for experienced man. State 
age and experience. Cadillac-Soo Lumber 
Company, Sault Ste. Marie, Michigan. 





MILLWORK ESTIMATOR—large millwork firm 
needs experienced, capable man to make 
take off from plans, lists for shipping, and 
details to shop. Must be accurate, steady 
and sober. Write fully stating age, experi- 
ence and salary required. Post Office Box 
5909, Washington 14, D. C. 





5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, Ill. 








SITUATIONS WANTED 








Sales or managerial position with wholesale 
or retail building material company. Seven- 
teen years experience in all phases of man- 
agement. Also industrial and home building, 
registered architect—37 years of age. married. 
Address Box H-37, American Lumberman., Inc. 





‘HELP WANTED 








MILLWORK ESTIMATOR 


Wanted by long established, but still growing 
concern located in North Eastern Indiana. 
Give full particulars of your experience as 
an estimator and other experiences such as 
selling, ye! and billing, etc., age, salary 
expected and how soon your services may 
be available. Address Box G-40, American 
Lumberman, Inc. 





Wanted 


Experienced detailer and biller of special 
millwork for every kind of building including 
schools, churches, office buildings, etc. When 
applying give full particulars of your experi- 
ence, your age, salary wanted, and how 
soon available. Address Box G-39, American 
Lumberman, Inc. 





SUPERINTENDENT 


For stock and detail millwork shop employ- 
ing 40 men. Must be all around man capable 
taking full charge, must read blue prints, and 
do own billing, also be a good expediter. 
This will develop into a top position for the 
right man, located in Rocky Mountain Region. 
Address Box H-25, American Lumberman, Inc. 





Wanted: Thoroughly experienced manager- 
executive. who can take complete charge of 
every phase of lumber and building supply 
operation, including a general hardware de- 
partment. Investment possible but not neces- 
sary. Call or write for appointment. Union 
Pier Lumber & Supply Co., Union Pier, Mich. 
Phone: Lakeside 3751. 
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MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience. large vol- 
ume detailed millwork. Good expediter. Ad- 
dress Box F-24, American Lumberman, Inc. 





GENERAL MANAGER—PLANT SUPT. 
Competent Estimator, Detailer & Biller, with 
25 years’ experience supervising and selling 
special and stock millwork. Good health. 

amiliar Cost Book A. Available at once. 
— Box H-49, American Lumberman, 
nc. 





Secretary Stenographer, thorough knowledge 
lumber desires position Chicago. Best_ref- 
erences. Address Box H-51. American Lum- 
berman, Inc. 





Experienced, capable lumberman to handle 
correspondence, sales promotion, and all de- 
tails pertaining to selling and purchasing 
Hardwoods, Softwoods: could also assist in 
bookkeeping and diverse routine office de- 
tails. Middle age. Married. Available now. 
Address Box H-43, American Lumberman, Inc. 





Young married man with retail yard selling 
experience desires to represent manufacturer 
or wholesaler in buildin 
Central and Southern isconsin. Address 
Box H-41, American Lumberman, Inc. 


~ USED MACHINERY WANTED 








material line in - 











TIMBER & TIMBERLAND 
WANTED 


Tract of pine timber preferably Ponderosa, 
in New Mexico, Colorado or Wyoming. Would 
consider mill with timber. Address * H-40, 
American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


Wanted: Manufacturer’s Agent or Representa- 
tives covering wholesale sash & door, build- 
ing material and hardware trade to sell na- 
tionally advertised Tension Type Screens for 
double hung wood windows in the states of 
New York, Connecticut and New Jersey. 
Must have allied lines. Sales to wholesale 
jobbers only. Write Box H-44, American 
Lumberman. giving complete details, lines 
handled, territory covered, men _ traveling 
and experience. 


LUMBER & DIMENSION 
WANTED 























—s 








Wanted—Hardwood cutoffs 7/’’—1l’’—l1/,"°— 
11/4°—30 to 42’° long x minimum 5” wide. Ad- 
dress Box H-32, American Lumberman, Inc. 








Wholesale distribution yard desires to make 
direct mill connections for dry yellow pine 
sheathing. Lumber Specialties Co., Granger, 
Indiana. 





Inch x 9/16 hardwood strips 12°’ to 48°’ long. 

Edges moulded slightly round. Dry smooth 

og The Hardware Specialty Co., Tiffin, 
io. 


BUSINESS WANTED 














WANTED TO BUY 
Retail Lumber Yard and Building Supplies 
with good sales volume. Have cash to in- 
vest. Can give excellent bank trade and 
character references. Give full particulars 
which will be held strictly confidential. 
Write P. O. Box 1138, Dania, Florida. 


Wanted—Established Lumber and Allied Ma- 
terials Yard—Metropolitan New York Area. 
Address Box H-47, erican Lumberman, Inc. 


Retail Lumber Yard in moderate climate. 
Prefer County Seat town. Will invest 
$25,000.00 or more. Strictly confidential. Ad- 
dress Box H-45, American Leuliasaame. Inc. 


‘WANTED TO BUY— | 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
Ww. YER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston. W. Va. 


Wanted—Lumber, Shingles, Doors, Plywood, 
in carload lots, for immediate delivery. Leon 
Green, 2009 Fanning St., Houston, Texas. 




















~ BUSINESS OPPORTUNITIES | 








FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 
—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production. 
sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue. North 
Birmingham, Alabama 


MISCELLANEOUS—FOR SALE 
Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 


prompt delivery. F. M. Mosedale Co., St. 
Charles. Ill. 














Wanted: Gang Rip Saw with minimum of 12” 
Mandrel and 40 Horse Power Motor. also 
multiple cut-off saw minimum width 16 feet, 
not necessarily late model equipment. 


Paul L. Saubermann 
P. O. Box 83 
Mentor, Ohio 

Phone: Willoughby 2-1501 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis. Minn. 


Shavings—Sawdust—Sawdusi Flour, by Truck 
or Carloads. Shipped from Kansas City. Mo.. 
in natural shades or your colors. Address 
Box H-46, American Lumberman, Inc. 
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The store as a modern sales tool. Complete merchandising series begins in this issue. 


IN THIS ISSUE: Store layout depends on sales objectives . . . Millwork display builds big sales . 
ideas . . . Current outlook for materials and price controls 


. . Tested selling 
. . » Practical program against socialized housing . . . 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—lIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service towardgthese ends. The 
Editors. 
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NEW 1951 


CHEVROLE 








* 


Pall «|! 


New FEATURES! 


You'll find everything in these new 1951 Chev- 
rolet trucks —everything that has made Chevrolet 
the world’s most popular make plus new features 
and improvements that put them still farther 
ahead of the field. As a truck user, you'll welcome 
Chevrolet’s new, better designed brakes for their 
increased effectiveness .. . their thrifty long life 
and extra safety! You'll recognize important 


New QUALITY! 


“psion PRUCK 








New VALUE! 


contributions to trucking in Chevrolet’s Dual- 
Shoe parking brake, the new Ventipanes, and 
Chevrolet’s new cab seats ... the very tops for 
riding comfort! See your Chevrolet dealer and 
take a good look at these 1951 Chevrolet trucks at 
your first opportunity. The “best in the business” 
are better than ever today! Chevrolet Motor 
Division, General Motors Corp., Detroit 2, Mich. 








CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 





TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response ¢ DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement « SYNCHRO- 
MESH TRANSMISSIONS — for fast, smooth 


shifting e HYPOID REAR AXLES—for depend: dels e@ NEW CAB SEATS—for complete 





ability and long life e NEW TORQUE-ACTION 
BRAKES—for light-duty models e¢ PROVED 
DEPENDABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models e NEW TWIN- 
ACTION REAR BRAKES—for heavy-duty 
models e NEW DUAL-SHOE PARKING BRAKE 
—for greater holding ability on heavy-duty 





riding comfort e NEW VENTIPANES—for 
improved cab ventilation e WIDE-BASE 
WHEELS—for increased tire mileage e BALL- 
TYPE STEERING—for easier handling e UNIT- 
DESIGN BODIES—for greater load protection 
e ADVANCE-DESIGN STYLING—for increased 
comfort and modern appearance. 
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WASHINGTON REPORT 








Yore agency changes in Washington, all pretty 
much expected; with others still to come. The 
most recent big-time job to appear, as of this 
writing, is the Defense Production Administra- 
tion. It’s headed by William H. Harrison, for- 
merly chief of the National Production Author- 
ity. The NPA is to continue, with Manly 
Fleischman as Administrator, and in the future 
will report to Harrison. The new DPA is more 
or less like the War Production Board of 
World War Two. 


Names of agencies and titles of officials are not 


too important, except as they indicate in gen- 
eral the kind and scope of the assigned work. 
It’s the ability and experience of the men them- 
selves that count. 


The Big Four of defense mobilization and pro- 
duction, at this writing, are Charles E. Wil- 
son, Lucius Clay, William H. Harrison, and 
Sidney Weinberg. All made successful records 
of achievement at high levels in Washington 
during the recent war. Business in general has 
confidence in them. 


There’s one tough job in the capital; one that 
can’t be put off much longer. Call it economic 
stabilization, if you like big words. For a long 
time, and especially in recent weeks, wages, 
commodity prices and food prices have been a 
riot. This can’t go on a lot longer; not without 
proving to the world that Uncle Joe doesn’t 
need a war to knock out the U. S. 


During the final three years of the late war, the 
cost of living index advanced by twelve per- 
cent. Since Korea, more than one commodity 
has advanced by that much in three weeks. The 
voluntary price rollback to the December Ist 
level has been almost universally disregarded ; 
and the proposed 30-day freeze that got 
smothered in an interagency dispute was gen- 
erally taken as a signal for some more price 
advances. 


The public, like business men, don’t know what 
to do. A lot of customers have started another 
period of pantry-closet hoarding; with depart- 
ment store sales rising nearly 40 percent, over 


the high December sales levels, during the 


usually stagnant first week of January. 


No panic yet, of course, and none likely to come. 
This isn’t an all-out war. Less than 20 percent 
of the country’s production is now going into 
defense, as against more than twice that per- 
centage in ’45. Something of an added pinch 
will come in March and April, as more ma- 
terials will be channeled to the armed services. 


Tie Big Four, up to now, have been giving their 
attention largely to production, as they must 
at this stage in the game. But Washington 
agrees that stabilization can’t wait much 
longer. Sure enough, public pressure hasn’t 
vet become serious; at least not to the stam- 
pede point. Joe Doaks doesn’t welcome rigid 
controls. J. A. Livingston, of the Washington 
Post, points out the fact that for quite a while 
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people overlook the rising prices of what they 
buy and concentrate on the rising prices of 
what they sell. 


But high-level policy statements about stabiliza- 


tion are overdue. . . Washington news men 
think the President will ask for legislation per- 
mitting him to pay subsidies in the food field. 
This was done during the recent war; to keep 
retail prices down and production up. 


A reason for starting stabilization in the food 


field is the General. Motors formula, hitching 
wages to the Bureau of Labor Statistics cost- 
of-living index. The March list BLS report 
will affect the wages of thousands of workers; 
adding further, of course, to the cost of living. 


More building credit curbs have been issued by 


the Federal Reserve Board; applying to resi- 
dence structures with more than two family 
units per building. The FHA and the Veterans 
Administration at the same time tightened the 
regulations on credits insured by these agencies 
on three-family, four-family and multi-unit 
projects. The FRB and the HHFA issued a 
joint statement about restraining inflationary 
pressures and assuring materials and labor for 
the defense program. 


Hotels, motels, club houses and rooming houses, 


as a general practice, are not included in the 
new regulations. The VA amended its credit 
rules to conform with Reserve Board and FHA 
rules; making due allowance for veterans’ 
credit preference prescribed by law. The new 


’ rules are rather elaborate and follow a sliding 


seale of credits. 


NPA has issued a revision of M-4; adding a “List 


B” to the order. Until March 1st, no construc-’ 
tion on this list may be started. The items 
are commercial structures; such, at random, 
as banks, community buildings, personal serv- 
ice buildings, loft buildings, greenhouses, res- 
taurants, gasoline stations and the like. An 
exact list is not available at this writing. — 


This industry thinks the revision of M-4 brings 


us appreciably nearer to regimentation; fears 
it will keep a good many proper and useful 
projects out of the market because of the 
probable difficulties and complications of get- 
ting permits. Apparently the order will not 
prohibit industrial construction, schools, 
churches or municipal buildings. It was under- 
stood earlier that commercial as well as in- 
dustrial construction would be permitted; but 
part of the commercial projects have been 
scratched, supposedly to save critical material. 


Here’s another more or less official prediction of 


the dollar value of construction for 1951. 
Maybe you’re collecting these prophecies. Over- 
all construction for the year, twenty-five billion 
dollars. For housing, 30 percent of the total. 
All other private construction, 35 percent of 
the total. Public construction, 35 percent of 
the total. Measured in percentages, that’s an 
increase of five percent in public construction 
as compared with 1950. 
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MALTA'S 


NEWLY DESIGNED LINE OF 
FRAMES KEEP IN STEP WITH 
HOMEBUILDING TRENDS 


Busy builders everywhere are awaiting the ar- 
rival of MALTA’S newly designed line of 
frames at your place of business. They have heard 
about the countless decided advantages of these 
frames. GOOD NEWS TRAVELS FAST. 

Be prepared to supply this demand. These 
frames require less working on the job... fit 
any type wall... and when used with jamb 
liners fit any wall thickness. Quality remains 
SUPREME. 

The drawings reproduced here give you 
some idea of why architects, builders, carpenters 
and contractors will be headed your way when 
you stock these frames. MALTA’S patented 
head, jamb and sill, plus the many new con- 
struction features make selling these frames 
quick and profitable. See your jobber for early 
delivery. 


A portfolio containing individual loose 
leaf catalog sheets gives you specifica- 
tions and detailed information on every 
frame. Write for this portfolio today! 








MANUFACTURING CO. 


MALTA, OHIO 
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NEWS BRIEFS 





Retailers continue to place a heavy volume of lumber orders 
with the mills. Various reports put orders at any place from 
tventy to fifty percent over normal for January. Mill men say 
dealers are stocking up a month to six weeks earlier than usual. 
—s will February business be lighter than usual? We 
doubt it. 


* * *® 


Indications are dealers stocks should be in good shape for 
spring. Retail stocks on November 30, 1950, were the highest since 
1940, while sales have been down slightly from a year ago. Current 
heavy buying plus November’s improved inventory position means 
plenty of lumber in storage. (See page 10.) 


x* * * 


Credit restrictions on private housing is bound to get tougher 
in non-defense areas. This means—with the new ban on many 
types of commercial building—that repair remodeling and farm 


construction will bulk large in the planning of many dealers for 
1951. 


* * * 


Most of the soothsayers now pick February or March at the 
latest as the time for over-all price and wage controls. As previ- 
ously reported, the order will be tough on the price side—but leave 
loopholes so wages can still edge up. Strictly politics. 


*. * * 


Metals are getting to the critical stage supply-wise. Look for 
more cutbacks at the building products level. 


* * * 


Heavy appliances will be cut back and light appliances will see 
many substitutions. With the pressure on the steel supply, plumb- 
ing supplies will also feel the pinch in a big way. 


* * * 


The new defense housing bill now pending in Congress, and 
according to legislative experts likely to be enacted, will give the 
HHFA another three billions in mortgage credit authority. When 
the bill was first mentioned the understanding was that the added 
funds would go chiefly if not exclusively for defense housing. 
But provisions in the bill indicate that a considerable part of the 
new credit can be channeled into existing programs. 


¢* + * 


Terms of the new mortgage insurance would be more liberal 
than the earlier Federal housing regulations permit. Existing 
mortgage insurance operations, so the agency explains, can be used 
in defense areas; often with less inflationary effect than would 
result from the more liberal terms of the pending bill. However, 
workers in defense activities would have priority in the purchase 
or rental of the units insured under the pending bill. 


The NLMA has made a careful survey of the more than 26,000 
retail yards in the country, looking to the special services these 
plants could render the government in defense. Such services fall 
generally under the heading of storage and processing facilities. 

a & * 


Storage capacity: Under cover in yards, 13 billion feet, plus. 
Open storage in yards, 35 billion feet, plus. Capacity in additional 
open storage, 38 billion feet, plus. Total 86 billion feet, plus. 
Trucks and trailers, straddle trucks, fork lift trucks, 88,907 units. 
ry kilns, at 1,148 yards. Planing mill equipment, at 9,552 yards. 
Rail facilities: Capacity of private sidings serving yards, 103,130 
Cars, 
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Oak Flooring Report 





Hardwood flooring shipments 
in the nation’s major produc- 
ing areas broke all records in 
1950. passing the 1-billion board 
foot mark for the first time, 
Secretary Henry H. Willins of 
the National Oak Flooring Man- 
ufacturers’ Association reports. 

Southern and Appalachian 
mills, which turn out more than 
90 per cent of the country’s 
total hardwood flooring supply, 
shipped approximately 1,031,- 
770,000 board feet. This was 
nearly 30 per cent above the 
previous high of 795 million 
feet recorded in 1948 and 31 
per cent over the 1949 volume, 
Willins said. About 95 per cent 
of the shipments were oak. The 
remainder consisted of hard 
maple, beach, birch and pecan. 

Used principally in dwell- 
ings, oak flooring was in ab- 
normaly high demand through- 
out most of the year due chiefly 
to the unprecedented volume of 
home building. In some areas 
tight supply situations de- 
veloped. 

A comparison with the rec- 
ord 1950 home building of 
1,400,000 non-farm dwelling 
units with that of the pre-war 
high of 937,000 in 1925 shows a 
49 per cent increase. The vol- 
ume of hardwood flooring ship- 
ments for the same years re- 
vealed a rise of nearly 80 per 
cent. 


Tree Farms 


Western Pine Tree Farms in 
Oregon have passed the million- 
acre mark in 1950 to lead all 
other states in the 12-state 
Western Pine region. 

Western Pine association for- 
ester Ernest L. Kolbe reports 
that eight new Oregon Tree 
Farms covering 155,620 acres— 
including one 84-855-acre tract 
of the Gilchrist Lumber com- 
pany at Gilchrist—were certi- 
fied during the year to bring 
the total number to 21 and total 
acreage to 1,063,127. 

The entire region meanwhile 
added 29 others for a total acre- 
age increase of 358,326, placing 
the regional total at 305 certi- 
fied areas covering 3,722,312 
acres. 

Certification of 19 Tree Farms 
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BUILD BUSINESS 


1. Complete Dealer Cooperation 
That’s the Louden Sales Policy. Every 
sale of LOUDEN equipment is a deal- 
er-sale, and we dealers get plenty of 
advertising and sales support. In my 
territory, all prospects received through 
Louden advertising in 25 farm publica- 
tions, are referred to me, as the Certi- 
fied Louden dealer. 


2. Leadership through Performance 
When barn-equipment carries the 
LOUDEN name, I know it’s built to 
last. So do my farm customers. 
Backed by 84 years of Know-how, 
LOUDEN equipment makes good on 
the job — makes friends for my busi- 
ness and further establishes my pres- 
tige as a Certified Louden Dealer. 


3. Profit =_ Product Display 


Meet a _ top-sales- 


man — the LOU- 
DEN super “One 
Man Band”. In 


just 32 by 68 inch- 
es, it presents a 
large cross - section 
of barn equipment 
that gives convinc- 
ing proof of LOU- 

This display is 
Certified Dealers. 





DEN 
exclusively for 


superiority. 


4. Selling Catalog 


Here’s the most 
complete Barn 
Equipment Sales 


Manual ever pub- 
lished. Like every 
Certified Dealer, 
I have the only 
copy in my ter- 
ritory. Giving vital sales-and-installa- 
tion details, it helps me and my farm- 
customers select just what is needed, 
especially on big money jobs. 


5. Superior Barn-Planning Service 
LOUDEN’S experienced barn - plan 
department, and the LOUDEN 
Fieldman, bring extra barn-equipment 
profits to Certified LOUDEN Dealers. 
Investigate the many advantages 
LOUDEN offers you. Write today. 


The LOUDEN Machinery Co. 


131 E, Court (Est, 1867) Fairfield, la. 
Branch at Albany, N. Y., but Please write Fairfield 
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BARN CLEANERS WATER BOWLS 

















COW, CALF 


BULL & HOG PENS LITTER CARS 


since 1867 always first in 


BARN EQUIPMENT 


. and Barn Plan Service 


















National Survey of Retail 
Lumber Stocks and Sales 
November, 1950 


Number of Yards 

porting 

Sales (Reporting Yards Only) 
% Change 

From October, 1950. ..—16./ 

From November, 1949.— 3.+ 


Stocks (End of Month): 
% Change in Computed 
Total Stocks 
From October 31, 1950 + 0.! 
From November 30, 
RS on ner ee + 15.0 
From December 31, 1940 —16.6 


Computed Total Stocks (End 
of Month): 


Re- 





December, 1940 ...... 6,095 
December, 1946 ...... 2,985 
December, 1947 ...... 4,254 
December, 1948 ...... 4,639 
November, 1949 ...... 4,418 
December, 1949 ...... 4,698 
October, 1950* ....... 5,077 
November, 1950** ..... 5,082 
covering 165,505 acres gave 


Idaho the greatest 1950 increase 
and brought its total to 80 
farms and 608,205 acres. 

Six Washington certifications 
were made by the association’s 
forest conservation committee 
for a total acreage of 9,528 and 
brought that state’s grand total 
to 59 Tree Farms on 447,890 
acres. 

Other states included: Cali- 
fornia—three new Tree Farms 
for 23-161 acres, total, 97 Tree 
Farms, 670,416 acres; Montana 
—one new Tree Farm, 3,423 
acres, total, 47 Tree Farms, 
852,675 acres; New Mexico— 
none new, total, one Tree Farm, 
80,000 acres. 


Market News 


TACOMA — Lumber produc- 
tion for 1951 is starting in with 
undiminished volume. Mills and 
even most logging operations 
are operating steadily. This is 
attributed both to continued 
heavy demand and an appéir- 
ently stabilized market and to 
unusually moderate mid-winter 
weather conditions that are 
permitting full scale operations 
of both mills and logging 
camps. Much of the demand 
for lumber is coming from 
California, mid-west and East 
Coast points and this is sup- 
plemented by a new wave of 
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Display The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


POWER SAW 


ONLY °S3Q2> Retail Price 


Model 625 
Portable Electric 
Hand Saw 


. . « with these big sales 
and performance features! 


ha Weighs only 1042 pounds 
me ~°) Angular Adjustment 90° to 45° 
os 

ad | 


XW Depth of Cut 0” to 24” 
, \/ 


Graduated Ripping Guide 

Plus many others 
It's designed by experts for easy, fast, 
precision work, It has perfect balance 
for one-hand operation, plus plenty of 
power. Streamline design with motor 
drive to blade through precision-cut 
bronze helical gears. Air baffle clears 
sawdust from line of cut. Safety guard 
keeps blade covered when not cutting 
— automatic return. Complete with 6 %4” 
combination blade; 10-foot, rubber- 
covered, 3-wire (with ground wire) cord 
and plug. Other types of blade avail- 
able. 


Beautiful hammerloid-finish, $ 62 5 


steel carrying case, extra... 


® 


SEND TODAY. Get new 16-page 
cotalog with full information 






on the complete line of 
Portable Electric Tools for 
farm, home, and shop. a 


ry PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Avenue, Toronto 13 
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Redwood Association 
Elects President 


Frank C. Kilpatrick of the 
Rockport Redwood Company 
has been elected president of 
the California Redwood Asso- 
ciation by the Association’s 
board of directors. Sherman A. 
Bishop was elected to the 
newly-created office of executive 
vice-president of the associa- 
tion, and will continue his pres- 
ent duties as general manager 
of this trade organization. Mr. 
Kilpatrick succeeds Otis R. 
Johnson, president of Union 
Lumber Company, as head of 
the Association. 





defense building here in the 
Pacific Northwest. This is par- 
ticularly true in the area im- 
mediately surrounding Tacoma, 
where increased activity at 
such military installations as 
Fort Lewis, McChord Field Air 
Base, Mount Rainier Ordnance 
Depot, Madigan General Hos- 
pital have increased housing 
shortages in particular. Sev- 
eral new housing projects, both 
privately and government fi- 
nanced, have been started in 
this area and these have in- 
tensified the local demand for 
lumber products. Logs con- 
tinue to be scarce and this is 
stimulating logging operations 
throughout this area. Peeler 
logs for plywood mills are in 
particular demand and choice 
grades are commanding high 
prices. 

KANSAS CITY — The lum- 
ber market was in the doldrums 
in the Southwest during the 
first week of the new year, as 
demand for yellow pine con- 
tinued slow in face of retarded 
production and shipments. 








Weather was the chief factor 
in the smaller cut, with mills 
remaining closed on account of 
the holidays, rains and frigid 
temperatures. Shipments were 
equal to production, with the 
movement chiefly going to 
Texas points, where the ope) 
weather has permitted con- 
struction to go ahead. 

Lumber yards were not anx- 
ious to stock up at presen: 
prices owing to the general un- 
certainty confronting the build- 
ing industry. There was some 
feeling, also, that prices woul: 
be rolled back. In recent days 
some mills have posted price 
increases of around $1 to $3 
a thousand on dimension and 
boards. All the increases were 
in kiln-dried stock, which is not 
too plentiful. 

The weather has been against 
any movement of air-dryed 
stock, and mills have a fair 
amount of stock cut but have 
been unable to move it. 

The Federal Reserve bank of 
Kansas City in its monthly re- 
port covering 169 retail yards 
found that inventories on De- 
cember 31 were 34 percent 
larger than a year ago. Sales 
for November were 6 percent 
smaller than a year ago and 
for the first eleven months of 
the year they were 19 percent 
ahead of the corresponding 
1949 period. 


Prices for kiln-dryed boards 
were $80 to $85 for No. 2 1 by 
6, and $85 to $90 for 1 by 8. 
On the east side of the Mis- 
sissippi the 1 by 6 boards were 
selling at $76 and the 1 by 8 
at $78 to $80. On dimensions, 
the west side market showed 
2 by 4 random lengths at $75, 
2 by 6 at $80 and 2 by 8 at 
$85. The east market was $5 
to $10 lower than the west 
side. 


SEATTLE—The warm win- 
ter—so far—that Puget Sound 
area has enjoyed resulted in 
January log inventory figur?s 
which on the whole is good for 
mid-winter. Puget Sound on 
January Ist, with 520 millicn 
feet is two million under last 
month’s total but this is 6° 
million feet greater than fcr 
January 1, 1950. Columbia 
river with 391 million feet lost 
half a million feet during the 
month and has 81 million fect 
less than a year ago. Grajs 
Harbor went down two millica 
feet for the month and with 
90 million feet makes a good 
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os Something has been added in the 

r 8 labeling of plywood produced at Associated 

ns Plywood Mills, Inc. It is the APMI trade- 

ved a cou aa APMI SALES WAREHOUSES 

5, mark, and you'll find it together with the ihseeen tei eaaiens Qaatan 
er DFPA grademark on both exterior-type and San Francisco, 925 Toland St., 24 
oo , ; : Dallas, 4814 Bengal St., 9 

est interior-type panels manufactured by this St. Louis, 4268 Utah St., 16 
company. APMI SALES OFFICES 

jn This combination of trademark and grade- 519 Johnston Building 

ind . Charlotte, North Carolina 

m mark is your assurance that regardless of 31 State St., Boston, Mass. 

i where you buy APMI plywood, yn get the APMI MILLS 

on guaranteed products of a pioneer mill in the PLYWOOD — Eugene, Oregon 

* : industry... There is a type, size and grade of et gE ol 
60 APMI plywood for every building need... 

ba : Sold from centrally located sales warehouses, 

lost and sold by experienced plywood men who A S0 ( H ATE 1) 

bs r welcome your inquiries for general informa- 

‘ays tion, for prices, for delivery schedules. PLYWOOD MILLS, INC. 

at General Offices: Eugene, Oregon 

rood 
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MILLWORK 


MANUFACTURERS! 
SASH AND DOOR 
JOBBERS! 





Weatherstripping plus 
balances... in 
one unit! 





ae _ e sia Used with stock 
plank frames and 


stock sash! 
























Easily installed 
in 6 minutes 
per window! 





No machining 
of frames 
required! 











Used with standard 
5," x Ye" grooves 
in sash stiles! Z 


Metal quickly attached 
to jamb with 4 a 
staples or nails! 








Metal completely covers 
jambs—lower cost 
lumber may be used! 


ae * 
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Less expensive than weather- 
stripping combined with any 
other type of sash balances! 









No replacement or main- 
tenance costs . . . equipment 
lasts the life of the building! 





CNitaw Pt 
COMBINATION 

METAL WEATHERSTRIP—SASH BALANCE 
Millwork Manufacturers and Sash and 


Door Jobbers . . . Write today for 
complete information. 


Retail Lumber Dealers . . . 
mill or jobber today! 


ZEGERS, Incorporated 
8088 South Chicago Avenue 
Chicago 17, Illinois 
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Dura-seal provides complete 
wecther protection—smooth, easy 
window operation—neat, attractive 
window appearance. 


see your 







commitments if 








showing compared to 77 mil- 
lion feet on hand last yea) 
January Ist. Many camps 
snowed up last year at this 
time are operating. 


Many small Oregon mills are 
down due to local log shortages 
resulting from bad roads. Lum- 
ber mill production continues 
high but the shingle industry 
is still conducting a voluntary 
curtailment and is producing 
= half last summer’s nor- 
mal. 


Demand-prices—The fir mar- 
ket is “booming” is the common 
expression here. Hemlock, pine. 
and spruce are not far behind. 
Inflationary pressures appear 
to be the principal factor caus. 
ing this plus reluctance of the 
mills to quote. Most orders ac- 
cepted are supplied from stock 
or day to day output. The aver- 
age mill does not want future 
it can avoid 
them. Plywood is so strong 
hints of a gray market are cur- 
rent. Shingle markets all over 
the country are active in mid- 
winter which is unusual. 


Voluntary price controls are 
not working out. Green fir di- 
mension advanced $4 to $8 in 
the past fortnight. Upper items 
remain steady and strong but 
boards and shiplap went up 
around $3. The spread between 
mills is narrowing down the 
past few days. Dry hemlock 
is very strong. Green hemlock 
is following fir with No. 1 and 
2 dimension up $2 and 3 up $4. 
Much hemlock is sold because 
it is difficult to get fir; the 
usual market for hemlock is 
snowed in. Pine is very strong 
with most items of Ponderosa 
and Idaho White advancing $3 
to $10. Not much pine is avail- 
able for drying in early spring. 
Shingle prices are strong and 
steady at figures of two weeks 
ago but in the past few days 
No. 1.5X appears to be ac- 
vancing. B.C. mills are weil 
booked at prices lower than on 
the U.S. side. The U.S. mill's 
have no shingles on hand and 
do not want orders until stocks 
are better and prices higher. 

There is much speculation 
over how long a condition in 
which the mills are offered 
more business than they can 
take can obtain. Mill operators 
remember last winter at ths 
time when a paralyzing storm 
and cold weather disrupted the 
industry for weeks. 

Log prices are strong but oa 
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When windows are accidentally broken, you], 
on them fixed—ond quickly. . 
We are equipped to give that kind of serv- Favs § 


Z their work- 
. . e experienced . . - the) 
of This —_ ie wrvyour assurance of satisfaction. 
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<™ Make a Note 

















hermore, We recommg 
Libbey Owens-Ford Qu, 
because of its greater cla 
The next time you hove 9 
pick up the telephone # 






WHEN YOU NEED 
BROKEN WINDOW 
GLASS REPLACED 








Put these FREE L-O-F salesmen to work for you 


Here’s a carefully co-ordinated sales plan of the easy cutting L-O-F Window Glass that 
four cards to help you get more replacement carries the famous nationally advertised 
window glass business. You can use them as shield trade-mark. For advice on what 
package inserts, as separate mailings or as quantities of the fastest selling sizes to stock, 
stuffers in your monthly statements. call your nearest L-O-F distributor, or 

Any way you use them, they’re all de- write us direct. Libbey-Owens:Ford Glass 


signed to set you up as “‘glass headquarters”’ Co., 5011 Nicholas Bldg., Toledo 3, Ohio. 
in your neighborhood—and bring this 
profitable business to you. 


FREE! SEND FOR THESE carps Today! 


Of course, you’ll want a good stock of 





IMPORTANT: 


Mail this coupon to your L-O-F glass distributor 


] 

7 

LIBBEY’ OWENS FORD | wei07277 077879 wnt sow mat ecvoring | 
: ag COMPANY NAME 

2 Gudl Nome iw GLASS | | 
: l 
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NOW YOU CAN SELL 
CENS(D STENMAN 


IMPORTED SWEDISH 


BUILDER'S HARDWARE 





Finest Swedish Quality 
Reasonably Priced 


Complete Sizes, Styles, Finishes 


Prompt Delivery from our Ware- 
house Stock 





A complete 
range of butt 
hinges for all 
applications 
in all finishes. 
The finest 
quality produced anywhere. Standard 
U. S. specifications and packaging. 





A complete selec- 
T and tion of builders’ 


STRAP shelf hardware in- 
HINGES cluding bolts, 
hasps, brackets, 
back flaps, light 
narrows, etc. Famous Swedish steel and 





finishes. 





A complete range of 
sizes, types and fin- 


ishes in superior qual- WwoOoD 
ity Swedish wood eda 


screws. Prompt de- 
livery. 


FULLY GUARANTEED! 


See Your Jobber or Write for Prices 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 


1812 North Kostner Ave. Chicago 39, Ill. 








the whole have not advanced. 
Supplies are low in the open 
market. Fir logs move at: No. 
1-70; 2, 50 and 3, 45.00. Fir 
peelers bring, No. 1, 100-120; 
No. 2, 90-95; No. 3, 80-85. Cedar 
shingle logs, No. 2, 60-65; No. 
3, 35-45 and lumber logs, 115- 
125. Hemlock 2 and 3, $41-60. 
Hemlock logs are very strong. 
No. 2 and 3 bring the same 
price as fir. Heavy export or- 
ders from Canada and U.K. 


Export usually is about three 
percent of unfilled orders but 
at the latest report is 34 per- 
cent. Some 210 million feet of 
hemlock lumber must be sup- 
plied. 


Lumber—National 


Lumber shipments of 448 
mills reporting to the National 
Lumber Trade Barometer were 
0.2 percent above production 
for the week ending January 
6, 1951. In the same week new 
orders of these mills were 41.2 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 55 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders 
were equivalent to 29 days’ 
production at the current rate, 
and gross stocks were equiva- 
lent to 50 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 0.2 percent above 
production; orders were 41.2 
percent above production. 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 94.2 percent above; 
shipments were 70.0 percent 
above; orders were 112.3 per- 
cent above. Compared to the 
corresponding week in 1949, 
production of reporting mills 
was 12.3 percent above; ship- 
ments were 4.9 percent above; 
and new orders were 25.7 per- 
cent above. 


West Coast 


Douglas fir sawmills of Ore- 
gon and Washington cut and 
shipped more lumber during 
1950 than during any previous 
year in the century-long his- 
tory of the industry in the 
West. 

The 1800 sawmills west of 
the Cascades in both states cut 
10.663 billion board feet in 
1950, according to Harris E. 
Smith, secretary of the West 





Coast Lumbermen’s' Associa- 


call for much hemlock lumber. | 





tion. This tops even the high 
production of the 1920s. Ship- 
ments last year of 10.8 billion 
board feet also set new records. 
Orders of 11.1 billion feet 
topped 1949 by more than one 
billion feet and was the largest 
year’s business ever taken by 
the fir industry. Gross stocks 
at mills December 31, 1950 had 
shrunk over 160 million feet be- 
low the previous year-end 
totals. 

The weekly average of West 
Coast lumber production in 
December was 198,933,000 b.f 
or 121.2% of the 1945-1949 
average. Orders averaged 224,- 
871,000 b.f.; shipments 194,- 
975,000 b.f.; weekly averages 
for November were: Produc- 
tion 211,689,000 b.f. (129.0% of 
the 1945-1949 average) ; orders 
218,194,000 b.f.; shipments 222,- 
641,000 b.f. 

Fifty-two weeks of 1950 
cumulative production 10,663,- 
898,000 b.f.; fifty-two weeks of 
1949 9,870,297,000 b.f.; fifty- 
two weeks of 1948 9,405,104,- 
000 b.f. 

Orders for fifty-two weeks 
of 1950 breakdown as follows: 
Rail 7,229,416,000 b.f.; truck 
560,834,000 b.f.; domestic cargo 
2,441,224,000 b.f.; export 259,- 
745,000 b.f.; local 673,892,000 
b.f. 

The industry’s unfilled order 
file stood at 881,563,000 b.f. at 
the end of December; gross 
stocks at 793,974,000 b.f. 


Western Pine 


Production of Western Pine 
by the 107 mills reporting to 
the Western Pine Association 
for the week ending January 
6, 1951, was 44,484,000 feet. 
For the same week a year ago, 
production totaled 37,701,000 
feet. Shipments for the week 
totaled 42,058,000 feet, com- 
pared to 46,316,000 feet for the 
corresponding week a year ago. 
Orders during the week totaled 
74,837,000 feet. A year ago 
orders amounted to 56,345,000 
feet. Shipments for the week 
ran 5.5 percent below produc- 
tion while orders ran 68.2 per- 
cent above production. Gross 
stocks at the week’s end totaled 
172,831,000 feet. 


Southern Pine 
Production of the 113 mil's 
reporting to the Southern Pire 
Association for the week enid- 
ing January 6, 1951, amounted 
to 16,032,000 feet. This was 
13.63 percent below the three 
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A Half-High Storage Wall makes the ideal Dressing up the Foyer helps any house make 
a good first impression. Weldwood Paneling 
here adds a real luxury look. 


division between living and dining sections 
of small homes. Can be fixed or movable. 








z bi a? 


A Bright Breakfast Nook can come to life 
as part of a large kitchen. Weldwood Panel- 
ing makes this easy to do, easy to look at. 


SHOW CUSTOMERS THESE 






A Playroom Ceiling of Weldtex® Squares A 
goes up quickly and easily: Squares are cut in 
three sizes: 12”, 16”, and 24”. 






































Setting off a Bay Window with Weldwood 
transforms it into a commanding point of 
interest that means a lot to any room. 

















bigs 


Paneled Wall behind the bed brings real 
distinction to any bedroom. It’s inexpensive, 
easy ... and it sells a lot of Weldwood. 


© MORE INEXPENSIVE WAYS 


TO BEAUTIFY HOMES WITH WELDWOOD 


More help-you-sell suggestions! 


Point out to all your customers the decorative- 
structural advantages of Weldwood® Hardwood 
Plywoods. Show them how much even a little Weldwood 
can add to any home... in appeal, in comfort, in 
downright livability. 


And it’s easy to prove Weldwood’s economy, even 
to hard-to-convince customers. Because Weldwood has 
structural strength as well as decorative beauty. One 
material does two jobs. It’s permanent, too. Properly 
installed, Weldwood is guaranteed ... for the life of the 
building. 








i 


Branches in Principal Cities ~- 


L 


WELDWOOD Plywood 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION NewYork 18, N.Y. 


and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Distributing Units in Chief Trading Areas 


There’s a market. A big one. Waiting. 


Builders will be quick to buy because Weldwood is 
quick to work, easy to handle on new construction. And 
it gives new homes that out-of-the-ordinary beauty that 
warms up prospective buyers. 


Homeowners will want it, too. For even a little 
Weldwood in a remodeled room adds a lot of beauty. 


Take advantage of this double-barreled opportu- 
nity. There’s many a square foot of profitable Weldwood 
sales waiting for you. Don’t let it go by. 
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year average. Shipments dur- 
ing the week totaled. 13,698,000 
feet, 14.56 percent below pro- 
duction and 26.20 percent be- 
low the three year average. 
Orders for the week’s period 
amounted to 17,470,000 feet, 


8.97 percent above production 
but 5.88 percent below the 
three year average. Orders on 
hand increased 7.7 percent dur- 
ing the week. Orders on hand 
at the week’s end totaled 52,- 
000,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


&Btr. c D 
BEG Kedcdsecwnes 170.00 160.00 120.00 
Flat Grain Flooring 
OS ree 145.00 135.00 103.00 
err 165.00 160.00 110.00 
Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #116).155.00 150.00 115.00 
Ceiling 
2 eee 115.00 110.00 70.00 
errr 120-130 115-125 100.00 
Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
No. 1 . .67.00 70.00 68.00 70.00 
No. 2 ....66.00 67.00 65.00 67.00 
No. 3 ....54.00 57.00 55.00 57.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 69.50 69.50 69.50 73.50 73.50 
2x 6 74.50 74.50 74.50 74.50 74.50 
2x 8 74.50 74.50 74.50 74.50 74.50 
2x10 74.50 74.50 74.50 74.50 74.50 
2x12 74.50 74.50 74.50 74.50 74.50 
No. 2 Dimension 
2x 4 67.00 67.00 67.00 69.50 69.50 
2x 6 66.00 65.50 66.00 70.00 70.00 
2x 8 65.50 65.50 65.00 69.50 69.50 
2x10 65.50 65.50 65.50 65.50 65.50 
2x12 64.00 64.00 64.00 64.00 64.00 
No. 3 Dimension R/L Only 
a eer ee er rr 49.00 
ED. araitcdceak wie tie alae aie ee ee ee 49.00 
Oo a er a eee ree 45.00 
DEE: \pasaenera wegen ewe Reeces 41.00 
MEER cio miu oe we dena ore ad eee ee 41.00 


(Add $10.00 to $12.00 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 

S2 or 48 4/4 RW a RW 8/4 RW 
C&Btr. RL ...265.00 275.00 260.00 

Shop, S28 No. 1 No. 2 
POR re nor err ere 155.00 135.00 
EE Sat tila Gre within’ oor tara avatar 150.00 120.00 

Commons 

S2 or 42 No. 2 No. 3 No. 4 
ix 8 RIL + « 128.00 94.00 75.00 
Se ee we wees 124.00 90.00 

Trim 

Uppers RL 1x4 1x5 1x6 1x8 
ee Rn oN a ke” “aiedian Geubee, (wares 
ek es. Gadne Giveke eaeee ‘ponies 

Idaho White Pine 

Selects, S2 

or 48 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 255.00 260.00 265.00 
a meee wees 205.00 210.00 225.00 235.00 

Commons, S82 or 48 No. 1 No. 2 No. 3 

Sf aa 135.00 130.00 114.00 

BES coetaewusns 135.00 120.00 94.00 

Sugar Pine, Selects, 

S2 or 48S *“ RW a * ped a gd 
B&Btr. RL...300.00 00 5.00 
a. ne enwke wes 275.00 o78. 00 198. 00 
2: 255.00 240.00 175.00 

Shop, 82S No. 1 No. 2 No. 3 
(Aare 150.00 120.00 90.00 
MY .iceblale cent 150.00 120.00 90.00 
Mee stdveda wows 150.00 120.00 90.00 


SOUTHERN PINE 


Vertical Grain Flooring 





B&Btr S D 
inneeamnaeaee 180.00 170.00 140.00 

Flat Grain Flooring 
Me cacucevevawe 65.00 155.00 115.00 
BE seaneses cane 165.00 155.00 115.00 

Drop Siding 
1x6 (Pat. § +106) .165.00 155.00 115.00 
1x6 (Pat. #116).165.00 155.00 115.00 

Ceiling 
_ Sul einvate saree 150.00 140.00 110.00 

Me CCRC RR ERR CESS Ceeees  eeees 

Boards and —. 

(dry) 1x6 1x8 1x10 1x12 
No. 1 ...125.00 125.00 125.00 125.00 
No. 2... 85.00 85.00 85.00 85.00 
No. 3 «oe G00 67.00 67.00 67.00 

No. 1 Dimension 

, 14’ 16’ 18’ 20’ 
2x 4 .85.00 87.00 91.00 94.00 94.00 
2x 6 .83.00 85.00 89.00 92.00 92.00 
2x 8 .83.00 85.00 89.00 92.00 92.00 
2x10 .89.00 89.00 89.00 92.00 92.00 
2x12 .92.00 92.00 95.00 101.00 101.00 

No. 2 Dimension 
2x 4 .78.00 80.00 84.00 87.00 87.00 
2x 6 .76.00 78.00 82.00 85.00 85.00 
2x 8 .76.00 78.00 82.00 85.00 85.00 
2x10 .82.00 82.00 82.00 85.00 85.00 
2x12 .82.00 82.00 88.00 97.00 97.00 

No. hy Dimension dan araniyl 

4 .55.00 
ox 6 .55.00 
2x 8 .55.00 
2x10 .55.00 
2x12 .53.00 

REDWOOD 
Finish 

BG Bt. BIGIMS ...cccccccce 120.00 
ZS BE. GIGI on ccccccsccs 150.00 

BES Mee er. BIGIMS ccccccvccsce 185.00 

SE © Tele ee. co vccceceoseces 170.00 

ES © Slee MS cecceecconnees 180.00 

SD Ble ES. Ke cecewencoees 195.00 

SEOO Bilee DE ki ccivecccenees 210.00 

pe eS eee 220.00 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, 4% Inch 

Clear ““_° “3B” 





%x4 inch ...... 95.00 83.00 75.00 
TREO BREN 2 ccses 120.00 118.00 88.00 
MEG INCH 2.04. 155.00 143.00 120.00 
Tee MOON. coceas 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 

_.. See 210.00 98.00 160.00 

SP FON cccvcuas 230.00 218.00 175.00 

: FF - eer. 230.00 228.00 165.00 

Finish, B and Btr. S2S or 4S, 

6-16’ or Rough 
ea rare es eet 145.00-165.00 
DE. bo wawace webreudé waean 175.00 
a ee eae 185.00 

Ceiling or Flooring, 

B and Btr., 9-10’ 

B&Btr. Cc D 
Se dctuadansena 100.00 97.00 85.00 
BEE a<cewanaeeun 100.00 97.00 85.00 
RED CEDAR SHINGLES 

Royals 
ase OME «6 ahead: & weve praie area 18.50 
Sd BP eee er 11.50 
PERS aise wow ane ae Om eeewes 8.50 

Perfections 
ee ee rrr 13.00-13.25 
a ee Sl er 25 
en ke eee 5.75 

XXXXxX 
ce |) ore 11.00-—11.25 
kOe eee 7.75 
oe res 





ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 1x10 
No. 2&Btr..114.00 112.00 115.00 
No. 3&Btr.. 93.00 96.00 102.00 

No. 1 Dimension 

12’ 14’ 16’ 18’ 
2x 4 83.00 83.00 83.00 83.00 
2x 6 83.00 83.00 83.00 83.00 
2x 8 83.00 83.00 83.00 83.00 
2x10 83.00 83.00 83.00 83.00 
2x12 74.00 74.00 74.00 74.00 

No. 2 Dimension 
2x 4 78.00 78.00 78.00 78.00 
2x 6 78.00 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 78.00 
2x10 78.00 78.00 78.00 78.00 
2x12 74.00 74.00 74.00 74.00 


(Boards graded No. 1, 2, 3, at flat 








price; no price for straight No. 2. Mill: 
do not grade out No. 3 Dimension sepa 
rately as in fir.) 
WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr. Cc D 
lenin eticer ciara 165.00 155.00 115.0/ 
Flat Grain Flooring 
MMI “cat arariahon ates el ae toe 40.00 130.00 98.0: 
BP aiaeats cow es 6 160.00 155.00 110.0 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 113.0% 
1x6 (Pat. #116).150.00 145.00 110.01 
Ceiling 
SFOS kseeewenen 100.00 105.0 65.00 
Ere 115-125 110- 120 95.06 
Boards and Shiplap 
(Dimension and 1 and 2’ 
dry) 1x6 1x8 1x10 1x12 
moO. 1... 00m 81.00 81.00 81.06 
No. 2.....%6.00 78.00 78.00 78.00 
No. 3....59.00 61.00 61.00 61.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.50 84.00 83.00 83.00 
2x 6 81.50 81.50 81.50 83.00 83.00 
2x 8 80.00 80.00 79.00 79.00 79.00 
2x10 80.00 80.00 80.00 80.00 80.00 
2x12 78.00 78.00 78.00 78.00 78.00 
No. 2 Dimension 
2x 4 76.00 76.00 76.00 78.00 78.00 
2x 6 75.50 75.50 75.50 75.00 75.00 
2x 8 75.00 75.00 74.00 74.00 74.00 
2x10 75.00 75.00 75.00 75.00 75.00 
2x12 73.00 73.00 73.00 73.00 73.00 
No. * Dimension R/L Only 
MNT, (avast: ancig atten hate Sia! pia avairevelar i buntetese 50.00 
2x 6 sigite earache ae WX Stal de Ol oi 0 ee eset Sha SPT 54.00 
Be re ee 48.00 
MEET“ sicicneie Gta acace slate dakace wine's wares 50.00 
BRUNEI ~ vais orasaiatauctetnis a.creiaicaieare wiotatere 50.00 
OAK FLOORING 
Clear Pin 3§x2% #x1% %x2 %x1% 
White ..245.00 215.00 187.50 177.50 
Red ....245.00 215.00 187.50 177.50 
Sel Pin. 
Red ....215.00 195.00 167.50 1652.50 
White ..215.00 195.00 167.50 152.50 
#1 Com. 
White ..190.00 165.00 152.50 132.50 
Red ....190.00 165.00 152.50 132.50 
= Mixed 
15” Shorts 
105.00 77.00 77.00 65.00 
#1 Com. & 
Btr.. ...135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 





WESTERN RED CEDAR 


Prices for red cedar siding in mix:d 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % inch 

Clear i ai 

144x4 inch ...... 95.00 92.00 70.90 

EG INEM ....2 120.00 118.00 88.00 

S626 IMGN ...2<% 155.00 153.00 120.90 

ze Inch ....- 185.00 183. ol 145 00 
Clear Bungalow Siding, % Inch 

SUMO sécn ene 210. 208.00 16000 

eo er 230.00 228.00 19000 

ie errs 230.00 228.00 16590 
Finish, B and Btr. S2 or 4S, 

6-16’ or rough 

EU ace giee es a wie eae 145.00-165 00 

OS ery ree 175.00 

BEE wt onervee ecw ee smal 185.00 
Ceiling or Flooring, B&Btr., 9-16’ 

B&Btr. 4 I 

SI Say a ouchaa ata seaee 100.00 97.00 85.10 

BE tise ss siate Mare 100.00 97.00 85.00 

Discount on mouldings, 6-20’ odd 
lengths. 

Series 8,000— 

ee under $4.00—list plus 125 jer 

cent. 

Listing $4.00 and over—list plus ~30 

per cent. 
Clear Lattice, 6 to 16”, 5-16’ 
100 Lin. Feet 
nee ee aay aera 1.50 
DUGG fb ociwle da wmsdthine nese dees eens 17a 
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COME OUT FIGHTING! 


The Bell Has Sounded for Round One (1951) 


Mr. Dooley once said “If a man wants to 
talk with you, walk with you, work with you 
or play with you, you can politely refuse him 
—but if he wants to fight, you must accom- 
modate him.” 

The Politburo has put us on notice that they 
propose to do away with Capitalistic Freedom 
and will use military force to do so. The elected 
Announcer at Washington has called the fight 
and we are in it regardless of our distaste for 
battle. 

Each individual citizen has or should have 
his own squared circle in which he does battle 
—a personal fight with the enemy! In this first 
round let’s size up the enemy’s strength and 
work out our ring generalship. 

In his corner the enemy has the insane 
strength of the fanatic together with numerical 
superiority in both armament and manpower. 
His right arm carries the punch of well organ- 
ized military aggression—his left is designed 
to break down our ideological and economic 
defenses. No holds are barred in his strategy. 
He will foul whenever he thinks it will give 
him an advantage and he has brass knuckles 
in his gloves. 

His weakness is that his military punch is 
delivered by slaves with guns at their back as 
well as in front of them. In his book, manpower 
is an expendable commodity—while we in turn 
will risk a battleship to save a soldier’s life. 

We therefore should enter the battle with 
a much higher morale. Such morale strengthens 
our fighting arms. Further, we know that the 
Great Referee gives the clean fighter the ad- 
vantage. 

Our left punch is the productive potential 
of our civilian economy—our right swing is our 
enormous military production capacity. Our 
training, however, has been handicapped by the 
ingrained habits of peace, comfort, pleasure, 
leisure and ease. We habitually resist the disci- 
plines and sacrifices necessary for maximum 
fighting strength. Another weakness is a tend- 
ency to refuse to pay the cost as we fight. 
Inflation can lose the fight for us as surely as 
an enemy knockout. 


With this ringside appraisal of our battle 
situation as the bell for 1951 sounds, let’s shed 
the robe of apathy, lethargy, confusion and 
disunity and Come Out Fighting! Let’s fight 
the 1951 round with the conviction that there 
will be more rounds—probably several of them 
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—and that a part of our first round strategy 
will be to determine the tactics we will use in 
subsequent rounds. 

Meanwhile in each of our own individual 
squared circles let’s use these fighting tactics 
in this first round: 

Let’s work longer hours—let’s set an example 
for our employes by putting in an extra hour 
per day on the job—extra management time 
in the overall production picture is probably as 
important as extra worker’s time. 

Let’s fight to maintain the impetus, momen- 
tum and velocity of our sales and profits—only 
sustained profits can pay high income taxes. 

Let’s fight to keep the civilian economy oper- 
ating at capacity after everything possible has 
been done for the war effort. 

Let’s fight to keep every building mechanic, 
not needed in the war effort, employed on 
needed construction projects which we will sell. 

Let’s fight to increase the productivity of 
every employe. 

Let’s fight for economy in government—and 
the elimination of subsidies and _ unessential 
government employment and expenditures. 

Let’s fight to have mortgage credit restric- 
tions lifted in defense areas because the private 
building industry can do a better job of defense 
housing than the government can. 

Let’s fight economic subversion as well as 
political—do our best to stamp out greed, 
chiselling, special privileges and violations of 
emergency laws. 

Let’s fight to make needed controls work. 

Let’s fight for improved human relations— 
employe, trade, customers and public. 

Let’s fight for full civilian employment be- 
yond the war effort. 

Let’s fight for increased consumer traffic— 
the only way to more sales volume and profit. 

Let’s fight for reduced costs—every penny of 
waste avoided, releases strength to our cause. 

Let’s fight to sustain our dollar’s value by 
doing everything possible to prevent inflation. 

Let’s fight and sacrifice and discipline our- 
selves until civilian effort will, insofar as pos- 
sible, measure up to the contribution of our 
men and women at the front. 


That is the road—the only road—to ultimate 
victory. 


—eckae Art Hood 
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THE OPEN-FLOOR LAYOUT makes all products and dis- 
plays available to the customer. It encourages self-service, 


and also stimulates impulse purchases, 


NO. 


1— STORE 


LAYOUT 


seRigs 





THE COUNTER-SHELF LAYOUT automatically brings all 
store traffic to a specific point. Selling is accomplished by 
personal contact between customer and sales clerk. 


Store Layout Depends on Sales Objectives 


This is the first of a complete series devoted to dealer sales area planning, 
arrangement, and merchandise display. Here is information to help you determine 
the tvpe of store best suited to your operations—based on your sales objectives. 


Interest among lumber and 
building products’ dealers in 
store arrangement and mer- 
chandise display is at an un- 
precedented high. Some of this 
may be due to the prospect of 
adapting a promotional pro- 
gram to the requirements of a 
defense economy. But the un- 
derlying and primary influences 
go much deeper, and are far 
more healthy than that. 

Home ownership has_ been 
sold to the American public in 
the past few years as it has 
never been sold before. Along 
with it, home utilization, com- 
fort, enjoyment—better living 
have also been sold. The home 
today joins the automobile and 
all other consumer commodities 
as a product available to every- 
one. 

A high percentage of new 
dwellings have been built -in- 
complete, or expansible. It was 
known at the time of their con- 
struction that in a short time 
they would need an added room, 
completed attic area, garage, 
etc.; they were designed that 
way. Now the first surges of 
this tremendous market are 
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making themselves felt in the 
industry. 


The New Improvement Market 


Promotional efforts of many 
manufacturers, together with 
the wealth of ideas and sug- 
gestions published in national 
consumer magazines, have stim- 
ulated the desire for modern 
conveniences and comforts 
among owners of older struc- 
tures too; and thus is added 
another source for selling im- 
provements and modernization, 
or the materials used for car- 
rying out these projects. 

The sum total is a gigantic 
market, and in its present form, 
an entirely new one to the lum- 
ber and building products’ 
dealer. Its potential, once it is 
fully exploited, is estimated to 
be equal to, or more than the 
amount spent for new housing 
during the recent boom years. 

Nor is it a temporary market. 
If anything, it will continue to 
grow and expand, no matter 
what the economic conditions 
may be, especially since a high 
percentage of the application 
work will be done, all or in part, 


by the home owner himself. It 
marks a new era in lumber, 
building material, and home ac- 
cessory merchandising. 

Consumer selling differs 
somewhat from the type of 
merchandising most dealers are 
accustomed to; that of servic- 
ing contractors and builders. 
These customers know the prod- 
ucts and how they are applied, 
or at least they can quickly 
grasp a descriptive explanation. 
Consumers usually do not. Con- 
tractors have plans or blue- 
prints to work from when they 
come to a dealer for a materia! 
bill. Consumers in most in- 
stances have only an idea, very 
often a picture clipped from a 
magazine to show the project 
they want. 


Stores Are Scientifically 
Planned 


Other fields of retailing have 
long ago made exhaustive and 
scientific studies of the store, 
and its usefulness as a sales 
tool. Department, chain nov- 
elty, automobile accessory, and 
drug retailers have carried the 
study to a point where they 
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THE SALES-OFFICE LAYOUT places selling on the per- 
It is used most extensively by 
dealers specializing entirely in contractor business or 


sonal interview basis. 


general contracting. 


know exactly the per square 
foot income of their sales area, 
and how various arrangements 
of merchandise can alter traffic 
patterns and stimulate sales 
from specific parts of the store. 

No such general] statistics are 
available in the lumber and 
building products’ field, al- 
though some of the large line 
operators are rapidly develop- 
ing a scientific system based on 
a cumulative record of experi- 
ence in a number of trading 
areas, With parallel merchan- 
dising objectives in each. 

There is a wide difference of 
opinion among dealers as to the 
physical aspects of a lumber 
and building material store, and 
for that matter ... the objec- 
tives of the store. 

This series of articles which 
will appear in subsequent issues 
of American Lumberman will 
ake up all phases of the lum- 
ber dealer sales area, and the 
methods of displaying the mer- 
chandise that he is handling. 

In order to clarify a contro- 
versial point—what is a lumber 
and building products’ store, 
and what is its function? In 
this industry, the same as in all 
other fields of retailing, a store 
is an area devoted to the sale 
of merchandise. This can vary 
from a volume traffic—small 
sale type of business to the 
limited traffic—large unit sales 
store. But in all cases, the sales 
area is a direct selling tool, and 
should be considered as such. 

In the lumber and building 
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products field, the problem of 
an adequate and effective sales 
area is complicated by the fact 
that most dealers actively mer- 
chandise two markets—1) con- 
tractor, and 2) consumer. On 
the surface it would appear 
that the two markets have dif- 
ferent requirements of sales 
promotion and product display. 
This is true to a certain extent, 
but the parallel is closer than 
many dealers may imagine. 
Before outlining and defining 
the various types of stores from 
the standpoint of their sales ob- 
jectives, it should be clearly 
understood, however, that no 
store—no matter how carefully 
planned and equipped—can do 
the entire sales job. A store is 
only as effective as the promo- 
tional program and the trained 
sales people that go with it. 


The Sales Office 


The sales office is in the strict 
sense of definition, not actually 
a store. Many lumber and 
building products dealers who 
specialize exclusively in con- 
tractor supply, or who them- 
selves are contracting dealers, 
employ this type of physical 
setup to handle customers and 
prospects. 

For this type of business, per- 
sonal interview is the most im- 
portant element of selling. The 
package that the dealer is sell- 
ing, either a new home or a 
remodeling job, usually in- 
volves a widely varied service— 
including determination of ma- 





THE PRODUCT-EXHIBIT LAYOUT devotes floor space to 
set-up exhibits of products or groups of products such as 
complete kitchens, bathrooms, house sections, etc. 


terials, estimation of costs, and 
in many cases, help with financ- 
ing. 

Some dealer sales offices are 
quite elaborate. The common 
practice is to make the room or 
area itself an exhibit of build- 
ing products. Walls, ceilings 
and floors are often finished in 
a number of different materials 
to show how they look applied. 

In addition, most dealers have 
cabinets and tables which con- 
tain samples or models of other 
items that cannot be incorpo- 
rated in the finishing or decora- 
tion of the area. 

A few instances have been 
noted in past years where a 
dealer has erected an elaborate 
system of bay displays in his 
sales office. Complete kitchens 
and bathrooms, fireplace assem- 
blies, house cross-sections, mill- 
work displays, etc., are included 
in these offices. 

But in connection with this 
type of store there are some 
points of caution to emphasize. 

1. Such a sales area is limited 
in its usefulness. It is a spe- 
cialized sales tool to handle a 
specific type of business. 

2. A room that contains a 
wide assortment of products in 
its finishing, must be very care- 
fully planned so that each prod- 
uct is exhibited to best advan- 
tage. Otherwise, a hodge-podge 
effect is achieved that fails to 
do the exhibit job desired. 

3. When bay or large unit 
displays are built in a sales 
area, two problems arise. One 


37 








is housekeeping. Setup dis- 
plays, particularly, require fre- 
quent cleaning and _ tidying. 
Second, bay displays require 
considerable space. In order to 
pay off, they must be used often 
and effectively. 

As will be discussed in a later 
article in this series, bay dis- 
plays are a most effective means 
of selling many building prod- 
ucts, especially certain pack- 
ages. But their limitations 
must also be understood if they 
are to be used to maximum ad- 
vantage. 


The Product Exhibit Layout 


This type of store utilizes 
the static display of which the 
bay or package unit exhibit is 
an important variety. The ex- 
tent that it may be utilized, 
however, is practically limit- 
less, and it is unequalled for 
graphically demonstrating the 
appearance, application and 
function of almost every mate- 
rial or product handled by a 
dealer. 

Here are a few kinds of ex- 
hibits that have proved effec- 
tive in retail lumber and build- 
ing products selling: 
Kitchens—including cabinets, 

wall and ceiling finishing 

materials, floor covering, cab- 
inet hardware, appliances 

(large and small), plumbing 

fixtures, lighting fixtures, 

venetian blinds, ete. 

Bathrooms— including plumb- 
ing, fixtures, accessory hard- 
ware, storage and medicine 
cabinets; wall, ceiling and 
floor covering materials; mir- 
rors, lighting fixtures, etc. 

House Cross-Sections—a house 
section bay can give details 
of framing, insulating, 
sheathing, siding, interior 
wall lining, flooring, roofing, 
electric wiring, heating, in- 
stalling sash and doors, trim, 
etc. 

Specific Product Displays—a 
use and application product 
display can be designed for 
practically every item; build- 
ers’ hardware, paint, mill- 
work, lumber, insulations, 
roofing, siding, masonry ma- 
terials, plywood, etc. 

The product exhibit store is 
particularly useful to the dealer 
who specializes in home main- 
tenance, improvement, modern- 
ization, and building. Not only 
does it dramatically illustrate 
the product or group of prod- 
ucts to a consumer customer, 
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but it has proved valuable as 
a guide to contractors and 
tradesmen who are always in- 
terested in all phases of mate- 
rial use and application. 


The Counter-Shelf Store 


This is perhaps the most fre- 
quently found store arrange- 
ment among lumber and build- 
ing products dealers today. 
Actually it is two areas, sep- 
arated by a counter—one the 
office, the other the display 
area. The store area contains 
shelves, tables, bay displays in 
various combinations and ar- 
rangements. Some have sales 
counters between the merchan- 
dise and the customer, behind 
which the salesman stands. 

It is not difficult to trace the 
development of this type of 
layout. Some years ago, when 
the bulk of a dealer’s business 
was sold to contractors and 
tradesmen, transactions were 
made over a table or counter. 
However, there has always been 
a certain amount of casual 
traffic in almost every yard, in 
some areas more than others. 
Consequently, dealers who had 
a substantial amount of this 
trade devoted a portion of their 
office to product display and 
small item storage. But the 
counter remained to facilitate 
the handling of professional 
trade—still the largest source 
of business. 

Other dealers, pioneering in 
the field of consumer merchan- 
dising, developed more special- 
ized sales areas, using the ac- 
cepted layout of the hardware 
merchant as a guide. Hence, 
the store with the sales coun- 
ters between the merchandise 
and customer. It would be fool- 
hardy to make a blanket con- 
demnation of this type of lay- 
out. On the contrary, it has 
certain features that are ideally 
suited to many dealers’ selling 
requirements. There are, how- 
ever, some considerations that 
should govern their use in a 
lumber and building products 
store. 

1) A counter or other obsta- 
cle in front of a wall 
shelf or cabinet is a nat- 
ural barrier to the cus- 
tomer. Thus, merchan- 
dise carried in the fixtures 
will never get close cus- 
tomer inspection or self- 
service. This means that 
impulse buying is stifled, 
and all sales are a per- 
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sonal transaction between 
clerk and customer. 

2) The sales counter between 
office and store is auto- 
matically a point of traffic 
concentration. People en- 
tering the store will in- 
variably head directly for 
the counter and stand 
there until waited on— 
unless certain tricks of 
layout and arrangement 
are practiced that tend to 
diversify traffic. These 
will be fully explained in 
a subsequent chapter. 


Open Floor Layout 


Employing the most modern 
ideas of consumer merchandis- 
ing, the open floor store is a 
highly specialized sales area. 
There is nothing rigid or per- 
manent about it. The entire 
area can be completely rear- 
ranged overnight. Merchandise 
sales fixtures and product ex- 
hibits are easily accessible to 
the customer. Arrangement is 
planned to encourage “shop- 
ping” in every corner of the 
area. 

Open floor layouts are ideal 
for the dealer who wants heavy 
consumer traffic—who carries a 
fully diversified line of prod- 
ucts. But they are not neces- 
sarily restricted to the large 
volume dealer. Some of the re- 
quirements are: 


1) A diversified line of prod- 
ucts, particularly small items 
that frequently mean small unit 
sales but repeated customer 
visits. 

2) Flexibility of arrange- 
ment. Store should be arranged 
and products displayed accord- 
ing to the promotion at the 
moment. 

3) Fixtures must be designed 
to display all products to best 
advantage to put them within 
the view and reach of custom- 
ers, and to stimulate impulse 
buying. 

4) Cleanliness and neatness 
are essential at all times. Suc- 
cessful merchants either have 
an employe responsible for 
store housekeeping, or have a 
definite period before or after 
store hours when all employes 
help prepare the store for busi- 
ness. 

While the preceding basic 
types of dealer sales area repre- 
sent specific merchandising ob- 
jectives, it is possible to design 

(continued on page 66) 
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Drake Lumber Company. 
when they enter store. 











CAREFUL workmanship enhances display’s value. 





Photographs courtesy Carr, Adams & Collier Co. 
CONVENIENT PARKING and standout exterior attract passersby to shop at 
Neat displays, featuring millwork, reward shoppers 


Millwork Display Builds Big Sales 


Bill Drake, at Lockport, IIl., discovers the 
advertising and promotion of millwork leads to profits 


and rapid expansion. 


In the recent trend to enlarge 
the scope of products merchan- 
dised by the retail lumber 
dealer, the value of highlighting 
one product as a sort of “‘spe- 
cialty of the house” is fre- 
quently forgotten. 

Drake Lumber Company, at 
Lockport, Ill., is an excellent 
example of how to build reputa- 
tion and sales by concentrating 
on the promotion of one depart- 
ment. 

Bill Drake, a veteran lumber- 
man in the Lockport area, de- 
cided two years ago to set up his 
oWn business with his son, Rob- 
ert, as partner. 

_ Drake picked a highway loca- 
tion at the edge of town—mean- 
Ing plenty of potential business 
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driving by—and plenty of park- 
ing area as business developed. 
He put up a modern display 
store that was designed to pro- 
mote the sale of all types of 
building materials. But he felt 
it would be necessary to do 
something extra to launch his 
business with a bang and get 
into the competitive swim in a 
hurry. 

His many years’ experience 
in the retail building materials 
field indicated millwork as an 
excellent “keynoter.” Drake has 
a number of reasons for making 
this choice. 

Perhaps most important, 
millwork—and particularly the 
kitchen variety—is a sure way 
to a woman’s heart. Next, mill- 





BOB DRAKE AND HIS FATHER, Wil- 
liam A., check new millwork display. 
Planning is important. 





DRAKE finds variety of millwork displays help sales. 


work lends itself to specially 
attractive “in-use” displays, in 
which numerous other building 
materials can also be shown. 


The Drakes spend a good deal 
of spare time keeping the kit- 
chen and millwork displays—as 
well as the whole store—neat, 
clean and shining. They make 
the effort to see that all the 
trim, hardware and other detail 
are properly installed. 


Another reason the Drake’s 
feature millwork is the way it 
can be adapted to local adver- 
tising—especially when the 
millwork is the product of a 
company that advertises nation- 
ally to the consumer. Drake 
finds that a well-known, quality 
product does a good share of the 
selling job. 

Millwork has another mer- 
chandising advantage. It will 
take a lot of glamorizing with- 
out tabbing the dealer as a spe- 
cialty house. Drake has found 
that plugging millwork sales has 
enhanced his reputation as a 
lumber and building products 
dealer. 
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PROMOTION PROGRAMS THAT PAY OFF 


Tested Selling Ideas 


Here’s how one Michigan firm analyzed its 
operating policies to step up its profit margin; first in 
a series of timely merchandising articles keyed to 
changing selling conditions. 


PART |. 


Are you selling 20% of your 
manufacturer’s inquiries? Do 
at least 33% of the persons 
inquiring about building or re- 
modeling buy from you? Do 
60 to 75% of your estimates 
turn into delivery tickets? 

If not, this proven plan is 
for you. The _ forthcoming 
series of articles will outline 
step-by-step a tested method 
for accomplishing such sales at 
a cost that any lumber dealer, 
no matter how large or how 
small, can afford. The articles 
will illustrate the letters, liter- 
ature, signs and displays used, 
as well as completely explain 
the operation of this simple 
system. 

You can adapt it to your 
own business and start increas- 
ing your sales volume immedi- 
ately. The plan keeps your ex- 
pensive sales personnel at a 
minimum, for an_ intelligent 
office girl, with some manage- 
ment supervision, can make it 
work. 

Other tested  sales-making 
ideas in future articles will in- 
clude: 

1) How to solicit your own 
customers for new busi- 
ness. 

2) How to secure valuable 
building and remodeling 
prospects at small cost. 

3) How to get double value 
from your newspaper 
space. 

4) How to cash 

pulse sales. 
5) How to make your sales 

promotions more effective. 


in on im- 


Testing Program 

These plans and ideas were 
evolved from a_ considerable 
amount of research and field 
testing by the Nowels Lumber 
and Coal Company, Rochester, 
Mich. Twenty percent of the 
manufacturers’ inquiries, 33% 
of the new home prospects, and 
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60 to 75% of the estimates were 
sold just eight months after 
the aggressive follow-up plan 
to be outlined had been started. 

About two years ago the 
Nowels Lumber & Coal Com- 
pany decided that the seller’s 
market had passed, and that 
the need for aggressive, crea- 
tive selling was at hand. We 
wanted a simple, low-cost plan 
to increase our margin of profit 
(in the face of rising competi- 
tion) by securing new business 
and by eliminating unproduc- 
tive advertising and wasted 
sales calls. 

_ We asked ourselves, How can 
we secure new customers; sell 
a greater percentage of our 
prospects; sell more products 
to our own customers? 

Could we accomplish these 
aims by slashing prices? No, 
we decided, for, as one famous 
psychologist, a student of buy- 
ing motives says, “Price is not 
a buying motive—never was— 
or will be. The more a custom- 
er thinks about his own wishes 
and desires, the less important 
price looks to him. The more 
he knows about the ways in 
which his wishes and desires 
can be satisfied, the less he 
thinks about price.” 

What, then, are some of the 
real buying motives of the pros- 
pective home owner or remod- 
eler? 


1. Pride of ownership 


a. Pride in appearance 

b. Pride in completeness and 
quality 

ec. Social standing 


2. Comfort and convenience 


a. Physical Comfort 

Warm in cold weather 

Cool in hot weather 

No drafts, no cold rooms, 
easy to heat 

Quiet and privacy 

No creaky floors 

Adequate lighting and 
ventilation 


January 





By MARTHA NOWELS 


Nowels Lumber and Coal Company, 
Rochester, Mich. 


Miss Martha Nowels, author of this 
series of articles, is the daughter of 
Russell W. Nowels, one of the mid- 
west’s best known retail lumbermen. 
After her graduation from the Uni- 
versity of Arizona, Martha started a 
snecessful direct mail piece called 
“Country Exchange” for her father’s 
business. “Country Exchange,” a 
small monthly tabloid-size mailing 
piece, carries free want ads for its 
readers while advertising the products 
sold by Nowels Lumber & Coal Co. 

(See AL&BPM, December 6, 1947, 
for details of this promotion.) 

Impressed with the results secured 
by direct mail, Martha returned to 
Tucson to sell direct mail campaigns. 
She financed a month’s tour of Europe 
with commissions on houses she sold. 
Upon her return she _ joined her 
father’s firm as sales promotion man- 
ager. She originated and tested the 
promotion plans presented in_ this 
series. Each is a proven profit-maker. 





b. Easy housekeeping 

The right number and 
size of rooms, well ar- 
ranged in relation to 
one another 

Well designed kitchen, 
properly equipped 

Sufficient closet and stor- 
age space 

Adequate wall space for 
furniture placement 

Minimum waste space 

Arrangement and _  con- 
struction that allows 
for easy and thorough 
cleaning 


3. Security 


a. Keep it up-to-date 
b. Maintain its resale value 


com 
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10 days— 2; 3.12% 

20 days—20; 31.25% 

30 days—26; 40.62% 
over 30 days—16; 25% 


otal Number of Prospect cards rec’d 


as a dealer—21 or 32.81%. 


‘“. of prospect card ree’d within 


10 days— 1; 4.76% 
20 days— 3; 14.29% 
30 days— 5; 23.8 % 
over 30 days—12; 57.14% 


Generalizations on mailings sent out 


by manufacturers based on a total 
of 64 


‘- of answers followed up by 


additional selling mail- 
NO ola takin ecskcuc hanes erates 0 % 


“ of answers followed by an 


unsolicited salesman’s call. 1.5 % 


% including the name of near- 


Ce OE orelotar ai soveciceneseigues 7.8 % 
~ using follow-up card giving 
name of nearest dealer.... 3.1 % 


HOW MANUFACTURERS ANSWERED THEIR INQUIRIES 
FROM NATIONAL ADVERTISING 


‘}otal Number of Coupons Clipped—64 
‘, of answers ree’d within 


% using typed or well filled in 


UE cocked ve ratanuneee alana teres 9.3 % 
% using poorly filled in letter 9.3 % 
% using hook in letter....... 10.9 % 
Jo USNS WStte? 2.6.00 0 c0sies 34.37% 
% using card or note—no fill 

DR aa as vatis cre aseancin feretaiaeehenats 15.6 % 
% using envelope to sell mail- 

iN@ OY PKOGUCE «......6 0060 21.8 % 
% using self mailer ........ 4.6 % 


Some Pertinent Observations 


Only 10.9% of the manufacturers give 
the name of the nearest dealer to 
the prospect—yet it is he who must 
“clinch the sale.” 

Only 29.50% use any kind of saluta- 
tion in the letter (poorly or well 
filled in letter plus hook) yet 
34.37% use letters. 4.87% of the 
letters start off with the first sen- 
tence. 

Only 49.97% use a letter or card en- 
closure. 50.03% just send _ re- 
quested material, yet direct mail 
experts say that a letter increases 
results from 25 to 400 percent. 





4. Economy 


a. Save by spending 
Belief that it is more eco- 
nomical to own than 
rent 
Reduce heating costs by 
having house well-built 
and properly insulated 
b. Desire to get full value 
for his money 
Honest desire for wise ex- 
penditure rather than 
lowest price 
Lay emphasis on true 
economy — not cheap- 
ness—that comes from: 
Savings in construction 
costs as a result of 


sound design, good 
materials and _ con- 
struction 

Savings from lower 


maintenance costs in 
later years 

Reduction of risk of 
loss from fire 


Savings of putting 
money into invest- 
ment rather than 
rent 


Gains from maintaining 
or improving the re- 
value of the home. 


Proven Buying Motives 


Base your advertising copy 
and your selling story around 
these proven buying motives. 
Hit the even-temperature, 
draftless comfort insulation 
affords, as well as its fuel sav- 
Ing qualities. When you’re talk- 
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ing to your customers, don’t 
forget that ceiling tile has the 
“effect of moving the house 
back from the street.” It in- 
sulates and it decorates, too. 

(Incidentally you will find 
American Lumbermen’s sound- 
slide films, “Selling Against 
Resistance!” helpful in ex- 
plaining how your salesmen can 
do a creative aggressive selling 
job against competition. These 
films may be borrowed free of 
charge. Application should be 
made at least 15 days prior to 
your showing date.) 

Hold a series of meetings on 
these sales films for your men. 
Require them to give sales talks 
on specific products, headlining 
their buying motives, as you do 
in your advertising copy. No 
doubt the men will feel awk- 
ward at first, but you’ll be 
amazed at the change in them 
—and in your sales figures— 
after just three months of such 
training. 

When, through this time- 
tested method of selling, you 
have whipped the customer’s 
casual interest into a desire to 
have the benefits, you still have 
— only half of your 
JOv. 

Can you help him... . select 
exactly the right insulation for 
his purpose .... arrange his 
ceiling tile into a pleasing pat- 
tern .... finance his improve- 
ments on a convenient monthly 
plan? Can you.... find hima 


competent contractor or car- 
penter to do the job... . pro- 
vide him all the materials he 
will need for completion in one 
package .... assure him of de- 
pendable deliveries of top-qual- 
ity materials that’will guaran- 
tee long-lasting pleasure? 

Of course you can! In other 
words your advertising and 
your sales story should tell 
your customer not only the 
benefits insulation and ceiling 
tile will give him; they should 
also tell him how easily these 
benefits can be his. 


Consult AL&BPM’s Annual 


Soon anyone in your office— 
even your secretary—will be 
able to answer all of these 
questions. Handy estimating 
tables, application instructions, 
product-selling sentences, re- 
lated items to sell, price.... 
all this information about each 
product can be at your finger- 
tips in American Lumberman’s 
annual Dealer Products File 
Issue. This annual issue, pub- 
lished each April, is a training 
manual as well as a complete 
buying and selling guide. 

The tested sales-making 
ideas presented in future arti- 
cles will show you how you can 
increase your gross margin of 
profit by: 

In future articles you will 
learn how you can increase 
your gross margin of profit by: 


1. Securing more business 


a. from manufacturers’ 
inquiries 

b. by selling more of 
your own prospects 

c. by making shoppers 
customers 

d. by getting new pros- 
pects at a low cost 

e. from your own cus- 
tomers 

f. cashing in on impulse 
sales 


2. Eliminating waste 


a. saving time in over- 
the-counter selling 

b. saving outside sales- 
man’s time by careful 
selection of prospects 

c. using manufacturer’s 
well prepared sales 
helps for greater prof- 
its 

d. getting more sales 
punch from your 
newspaper space 

e. integrating your ad- 
vertising around a uni- 
fied theme. 
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Expect price controls on lumber by June; 
controls on all types of residential building, too; gyp- 
sum shortage will ease soon. These were convention 
highlights of Kentucky’s 46th annual meeting which 
elected Sam Levy, Louisville, president. 


Price controls on lumber are 
coming, although it will be 
April, May or possibly June be- 
fore they take effect, predicted 
H. R. (Cotton) Northup, ex- 
ecutive vice-president, National 
Retail Lumber Dealers Associa- 
tion, at the 46th annual conven- 
tion of the Kentucky Retail 
Lumber Dealers Association, 
Louisville, January 15-17. 

Northup, who participated 
in a panel on National Prob- 
lems, said that the same gen- 
eral type of controls may be 
expected this time as during 
World War II. Controls may be 
expected not only on lumber 
but on every price category of 
residential housing, Northup 
added. He said that residen- 
tial units to be built in 1951 
will not exceed 600,000. 

Although maintaining that 
controls are inevitable this 
year, the severeness of them 
will depend in large measure 
on this country’s foreign policy, 
the NRLDA executive main- 
tained. 

The limitations on residential 
building will be pretty much 
determined by the amount of 
metal available, asserted John 
L. Haynes, director of the 
building materials division, De- 
partment of Commerce, another 
panel speaker. 

“The scarcity of copper and 
zinc and products made from 
these metals will limit your 
output,” Haynes told the deal- 
ers, at the same time denying 
that any controls limiting resi- 
dential housing were yet in the 
draft stages. He said that 
aluminum may be placed on al- 
location at any time but no al- 
locations are expected on steel 
for several months. No gen- 
eral schedule of civilian priori- 
ties is now being considered. 

Both Northup and Haynes, 
panel members from Washing- 
ton, expressed the opinion that 
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Mobilization Director Charles 
E. Wilson’s philosophy is to 
maintain a high load of civilian 
economy on top of the defense 
production. 

Reports made by dealers 
throughout the state indicated 
that business volume for 1951 
will remain high, although it 
will require resourceful man- 
agement to keep the _ profit 
margin equal to last year. 
The consensus was that limita- 
tions caused by tighter credit 
will be felt more severely in 
the metropolitan areas than in 
small towns and the rural sec- 
tions. 

Nearly 1,000 dealers regis- 
tered for the three-day session. 
Two panel discussions, one in 
the morning and one in the af- 
ternoon, attracted § standing- 
room only attendance. Don 
Campbell, executive vice-presi- 
dent of the association, was 
moderator of both panels. 

“Our job ahead is becoming 
plainer day by day,” declared 
Campbell, opening the panel 
on Local Problems. “That job 
is (1) prepare for war, and (2) 
protect our civilian economy. 
These conditions will require a 
great deal of flexibility in the 
dealer’s thinking.” 

Speakers on the panel con- 
sidering Local Problems _in- 
cluded Lloyd Yeager, secretary, 
National Gypsum Association; 
Sid L. Darling, secretary, Na- 
tional-American Wholesale 
Lumber Association; Atty. C. 
Boyd Mahin, who spoke on 
Wage and Hour Regulations 
applying to the retail lumber 
dealer; W. W. Owsley, Owsley 
Lumber Co., Cynthiana, repre- 
senting the dealers’ viewpoint. 

Excepting gypsum products, 
most materials are in good sup- 
ply, the dealers reported. Yea- 
ger predicted that expanded 
production facilities will en- 
able the gypsum industry to 





Latest Report on Materials and Controls 


catch up with demand by June 
at the latest. Admitting that a 
gray and black market has de- 
veloped because of shortages 
of gypsum products, Yeager de- 
clared that the industry will 
continue allocations to place 
the product where it is needed 
most. 

“We are at the last stages 
of finishing up the peak demand 
that occurred in 1950. It won’t 
be long before we will be knock- 
ing on your door trying to sel! 
you the new products about 
which we’re already preparing 
promotional literature,” said 
Yeager. 

Speaking for the lumber in- 
dustry, Darling declared there 
is neither a shortage of labor 
nor lumber. Nevertheless, lum- 
ber inventories are being built 
up everywhere except at the 
mills. With more freight cars 
being decommissioned than 
built, the car shortage is ex- 
pected to continue. As for price, 
the “highest bidder sets the mar- 
ket,” Darling declared. 

Explaining amendments to 
the Wage-Hour Law, Atty. Ma- 
hin said that 75% of the deal- 
ers’ sales must be at retail and 
“recognized as such in the in- 
dustry” to be exempted from 
the act. He warned that labor 
is attempting to push the mini- 
mum scale upward and to keep 
it there when the cost of living 
index drops. He also warned 
that there is a feeling in Wash- 
ington that the dealer performs 
an “utterly useless distribution 
function.” 

Regulation X will probably 
be modified this year when de- 
fense or critical housing areas 
are established, according to 
Roscoe R. Dalton, Kentucky di- 
rector of FHA, who spoke on 
Credits and Financing. If the 
defense housing bill becomes 
law, plenty of mortgage money 
will become available. This 
bill, Northup’ pointed out, 
makes another five million dol- 
lars available to the prefabri- 
cated housing industry. 

Sam Levy of Jacob Levy & 
Bros., Louisville, was elected 
association president, succeed- 
ing Ben P. Eubank, Lexington. 
Elbert Myers, Glasgow, was 
named vice-president. 


January 27, 1951, AMERICAN LUMBERMAN & 














Ye 
~ 


1} | 
ul 
1g 
id 


re 
or 
m- 
ilt 
che 
Ars 
lan 
eX- 
ice, 
ar- 


to 
fa- 
al- 
ind 

in- 
om 
bor 
ini- 
eep 
ing 
ned 
ish- 
rms 
tion 


ibly 
de- 

reas 
to 

r di- 
> on 
the 

mes 
mney 
This 
out, 
dol- 
abri- 


y & 
ected 
-eed- 
xton. 
was 


AN 








A WINTER’S SUPPLY OF SELECTED 
FIR LOGS 


Our plant is operated on a continuou:; 
basis. We have never been forced to cease 
operations due to weather conditions. 
Every summer we put enough logs in our 
cold deck to meet the winter's cutting 
needs. This year our cold deck contains 
approximately 11 million board feet of Old 
Growth Yellow McKenzie River Douglas 
Fir, which is enough to see us through the 
severest of winters. 


The finest timber in the world is grown 
on our McKenzie River operation, — Old 
Growth McKenzie River Fir. The dense 
rainfall combined with the severe winters 
of this region cause the timber to grow 
slowly and consequently stronger and 
more closely grained. No producer can 
boast of finer timber than that from which 
Rosboro lumber is manufactured. 








ROSBORO LUMBER COMPANY 
SPRINGFIELD, OREGON 
Douglas Fir West Coast Hemlock 










IT 


New Packaged Window 
and Door Trim... 


made of clear, soft-textured 
Ponderosa Pine 





Trim-Kit reduces costs — lower overall cost, lower 
handling costs. 

| Trim-Kit eliminates waste — no cutting waste, no 

| loss of material. 

Firpine also manufactures Ponderosa Trim-Kit saves distribution time — horizontal mem- 
Pine lumber and wholesales all species bers in one package, vertical members in 
of Western woods — lumber, millwork, another package. 

— cut stock and specialty Trim-Kit is always bright clean stock. 

items. 

Consult us on your needs in Western Trim-Kit is architecturally designed — adaptable to 
Woods as well as Trim-Kit. all types of architecture. 


OUR MOTTO: "If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 


R. A. Holmes 
Cc. F. Mimnaugh 











LUILDING Propucts MERCHANDISER 


43 

















- 





TWO HOMES in Manchest 


* 


er, N. H. being built under the “sweat-equity” plan. 





~ 


Most of the work is done on these homes during week-ends and evenings. 


THIS HOUSE, which is occupied by man, 





wife and five children, was built with 
the help of eight friends and relatives in four months. Subcontracting work cost 
about $300. 


Practical Program Against 
Socialized Housing 


New Hampshire dealer encourages people to 
build their own homes by offering materials at low 
profit margin plus on-site construction advice. 


More than 75 families in the 
Manchester, N. H., area are liv- 
ing in their own homes as the 
result of the build-it-yourself 
program sponsored by J. J. 
Moreau & Son, Inc. 

For $2,900, the ambitious 
home builder has been able to 
secure all the basic materials 
he needs plus such extras as a 
warm air furnace and kitchen 
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cabinets. The basic plan pro- 
vides for a full basement and 
two bedrooms on the first floor 
with space for rooms on the 
second floor. 

Lack of a home for one of 
Moreau’s own truck drivers 
started this program two years 
ago. The driver, who was 
served an eviction notice, owned 
a lot but lacked funds to build 








F. E. LETENDRE, manager, 
materials department. 


building 


a house. Fred Letendre, who is 
in charge of Moreau’s home- 
building program, took the 
problem to Harry Jones, presi- 
dent of the Manchester Federal 
Savings and Loan Association. 

Jones, after careful consider- 


ation, approved the _ project 
whereby the truck driver’s 
friends and relatives would 


help him build his home with 
materials costing about $2,900 
plus some additional labor cost- 
ing $600. The house was com- 
pleted within five months. To- 
tal costs remained within the 
$3,500 loan and the bank’s ap- 
praisal value was set at $7,000. 

With this start, Moreau con- 
tinued to arrange bank loans 
and provide all the necessary 
building materials for appli- 
cants who qualified. Moreau’s 
decided last spring to publicize 
its economy home program with 
a two-column nine-inch ad in 
the Manchester Union-Leader. 

“The response was unbeliev- 
able,” declares Letendre. ‘‘Let- 
ters poured in from nearly 
every hamlet in the state as 
well as from neighboring 
states. We decided that we 
could handle delivery of ma- 
terials efficiently only within a 
20-mile radius. Our ad brought 
in 200 inquiries, but we had to 
turn down half of them because 
they were outside our area. 
However, we did send these 
people a list of materials and 
referred them to their loca! 
lumber dealers.” 

Word-of-mouth advertising 
from satisfied customers has 
given Moreau’s all the business 
the firm can handle. Materials 
for about 75 homes were sold in 
little over a year. 


“What pleases us_ most,” 
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5 Sy Your Home Planned... 
"The Department Hardware Store" 
1117-27 Elm St. For Economical Living 
Tel. 4-4311 
MANCHESTER, N. H., Ss] mam : 
io. _Be0 Aaow 
iwATERIALS NEEDED FOR 28 x 24 = 6 Room Home under ge Toe | 
$2900.00, 2 rooms unfinished, (EV x iat Hey 
1908 -- ft. 2 x 4 Studding tne nao Pad Et 
1019 - ft. 2 x 6 Joists and Rafters es ba 
2008 - ft. 2 x 8 Joists = 
1U0 ft. 2x 10 Stringers i] 
54 £t. 6 x 6 Posts SPACE FOR ROOMS 
4000 £t. Boarding ON SECOND FLOOR 


ft, 1 x 4 Matched Fine Flooring 

#t. 1 x 3 Oak Flooring 

2/3 Sq. Cedar Wall Shingles 

Sq. Thick Butt Roof Shingles 

Ft, Pine Finish 

Ft. 2" Glass Insulation 

Rear Door and Frame 

i Front Door and Frame 

6 Cellar Sash and Frames 

ll Windows and Frames - complete with Inside Trim 


Plans Available 
at Low Cost 


We Can Furnish All the Materials Seen 
For Building This House For Less Than 


$+2900°° 





o 

~~ 
we (@) 
Rat eee es S| 








‘ 19 Inside Doors complete with Trim 
- Necessary Inside Finish 
, 1 Medicine Cabinet NOTHING MORE TO BUY 
; Necessary Outside Finish and Moulding “ i" | 
Necessary Hardware , LUMBER 8 NAILS 
| 5 Kegs Nails ‘ © ROOFING * HARDWARE 
Necessary Cellar Columns ; ®CLAPBOARDS ® HARDWOOD FLOORING 
Necessary Window and Door Flashing ; ®WINDOWS ® ELECTRICAL WIRING 
a 150 Bags Cement / *DOORS * ELECTRICAL FIXTURES 
t 1050 - Bricks ; © KITCHEN CABINETS * INSULATION 
‘ 13 = Lengths Flue Lining ® CEMENT ®SHEET ROCK 
8 - Gals, Inside and Outside Paint © PLUMBING ® CEILING MATERIAL 
5 = Gals. Varnish 








®HOT AIR FURNACE @ °PAINT © CHIMNEY 
COME IN FOR ITEMIZED LIST OF MATERIALS 

7060 - ft. Ceiling Tile STORE HOURS: 8 A. M. to 5:30 P.M. T . M. 

c= Bath Outfit allowance ......$150,CC ypsvngaananasiinintiie 


\- Rough Plumbing ” 0:6:0:000gadOece 
)- Kitchen Sink si . -50,00 , be < AU ON NC 
Warm Air Furnace with Pipes. $200,900 


d 
h 1 - Gal, Turpentine 
() 2200 - Ft, Sheetrock for Walls 

















le Electric Fixtures & Wiring $50,CcO . 

)- Kitchen Cabinets ........ + «+ 2$6C,00 MANCHES TER, Ni. 

. "TEL. 2980 CONNECTING ALL DEPARTMENTS 
1- 

















MATERIALS LIST, supplied each customer, shows the 
i, quantity and quality of items to be delivered to the job. 
i- 


ADS LIKE THIS in the Manchester Union-Leader brought 
in about 200 inquiries from throughout the state. 


Le added Mr. Letendre, “is the en- 15-year period at 5% interest is | who can assist him, his credit 
th thusiasm of the new home own- =‘ $43 _ per month. This sum also - references and moral charac- 
In ers and the pride these people covers tax and insurance ter. After the financing papers 
: take in their accomplishment.” charged. are signed, materials deliveries 
V- Under Moreau’s plan, anyone Overall) cost of the project is start to the site. Follow-up 
at - in the Manchester area owning _ reduced by (1) keeping the cost men not only check the prompt- 
ly a lot and who had good credit of materials as low as possible; ness of these deliveries but offer 
as references and willing to fur- (2) home-building prospects construction advice to the ama- 
ng nish his own labor becomes elig- are handled on a “temporary teur builder. 
we ible for a bank loan with an contractor” basis and allowed The Moreau plan for selling 
la- easy 15-year mortgage. Month- % discount on materials; (3) packaged materials for home 
| a ly payments against the mort- _ since builders are listed as con- _ builders is in line with its pol- 
ht gage are not made by the own- tractors, they are entitled to icy to increase the volume and 
to er during the _ construction wholesale price on hardware, profit margin not by cutting 
Se period, but by the bank for all plumbing, heating and _ elec- prices, but by expanding serv- 
ea. expenses incurred during that trical items, all provided by ices to its customers. The man- 
2S€ period. Moreau’s; (4) standard sizes of agement also believes that this 
nd Moreau’s supplies all neces- lumber are used and the simple merchandising program is a 
cal sary materials that go into the design of the home keeps waste step toward checking the trend 
house; arranges for subcon- at a minimum. toward socialized housing. Not 
ing tracting (if requested) such as Loans are handled by the only are families of limited 
1as plumbing and electrical work. Manchester Federal Savings & means given the opportunity of 
ess Added to the cost of materials Loan Association. Acceptabil- building up equity in their 
als (about $3,000) is about $600 for ity of the applicant is deter- home by the sweat of their 
| in subcontract work, necessitating mined by his willingness and brow, but Moreau’s is building 
7 a bank loan of $3,500. Amor- ability to do his own building, up a list of steady customers 
st, tization of such a loan over a number of friends and relatives for years to come. 
1 & 
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Plastie Wall Tile 


backs up your sales with product 
features that build confidence! 


Tile-Rite’s heavy beveled edges, 
beautiful colors and perfect 
quality are sure-fire sales starters. 
The outside corners molded in 
all field tile and trim colors add 
to your customers’ satisfaction. 





extra satisfaction 


starts at this point... 


Tiny molded-in pins 

anchor Tile-Rite securely in 

the mastic. Perfectly true, precision molded, 
double-bevel edges square off all lines. 


Put these extra features to work for you! 
Easier, quicker installation saves labor 
costs. Simple accurate grouting improves 
appearance. Tile-Rite’s plus qualities 
insure greater customer satisfaction, bring 
more volume business! 


Investigate Tile-Rite’s proven power-packed 
merchandising program to boost your sales 
today. Send today for. more information. 


e 4s ttrunp 
<a dak 
‘*" Guaranteed by 
Good Housekeeping 
« toy ” 
4 


a 


ihe 
fig 


COMPANY 5109 Euclid Ave. 


Cleveland 3, Ohio 
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APPLIANCES 





salle a 


INVITING EXTERIOR of “Farm & Home Appliance” showroom found at the St. 
Ann Lumber & Supply Co., St. Ann, Mo. 


Separate Appliance Showroom 
Pays Dividends in Sales 


Providing a separate build- 
ing near the main showroom 
for the display of “Farm & 
Home Appliances” has helped 
St. Ann Lumber & Supply Co., 
St. Ann, Mo., build up a profit- 
able volume in this specialized 
field. The showroom is large 
enough to accommodate a small 
but complete model kitchen, 
ready for either electrical or 
butane gas operation. The lum- 
ber firm is franchised with five 
leading manufacturers of ma- 
jor appliances, all of which are 
represented on the sales floor. 

Each of St. Ann’s building 
materials salesmen is qualified 
to sell major appliances and 
each man has been trained in 
the operation of ranges, auto- 
matic laundry equipment, dish- 
washers and labor-saving 
equipment. Every effort is made 
to steer each customer of gen- 
eral building materials into the 
Farm and Home Appliance 
Showroom. 

“We’re concentrating on the 
farmer,” declares Charles Vate- 
rott, head of the firm, “since 
the farmer has enjoyed a rec- 
ord income in recent years and 
can benefit greatly from elec- 
trical living after REA power 
lines supply his home. Many 
farmers buy as many as five 
major appliances in a single 
year when terms are right for 
their seasonal incomes.” 


Electric ranges have proved 
to be the No. 1 appliance sales 
item to farmers with washing 
machines, refrigerators and 
home freezers following in that 
order. St. Ann Lumber & Sup- 
ply Co. sends direct mail litera- 
ture to the wives of farmer- 
customers, inviting the wife to 
write or telephone for an appli- 
ance demonstration, usually at 
night, when husband and wife 
can visit the showroom  to- 
gether. 

In addition to major appli- 
ances, many pieces of farm 
equipment — milkers, electric 
water systems, etc., are carried 
in the Farm and Home show- 
room. The firm has developed 
many services in order to at- 
tract appliance customers. 
Among these services is the 
“Lumber Cut to Measure” offei 
seen advertised in the neon sign 
on the store roof. 

“Cut-to-measure lumber,’ 
says Mr. Vaterott, “has been 
one of our most important as- 
sets.” We encourage farmer: 
to phone in the dimensions of 
the lumber they need for par- 
ticular building jobs and their 
orders are packaged and ready 
for delivery when they eall. 
These services which also in- 
clude free delivery, have re. 
sulted in a number of addition- 
al appliance sales. 
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AMONG THE DEALERS 





Lynn Boyd at Gurdon 

Lynn Boyd, Hoo-Hoo’s Snark 
of the Universe, led a delega- 
tion of loyal members of the 
Black Cat in a program that re- 
dedicated the organization’s 
membership to the serious pur- 
poses for which it was founded: 
the promotion of brotherhood 
and the spirit of mankind in 
the lumber industry. 





JOE SMITH, Mountain States Ass’c. 


New Mexico Chapter 


Joe Smith, Denver, secretary 
of the Mountain States Lumber 
Dealers Association, met with 
a committee of dealers at Al- 
buquerque, N. M., to complete 
the organization of a New Mex- 
ico chapter of the Mountain 
states association. 

A. D. Ribble, Portales, N. M., 
was committee chairman. Albu- 
querque committee members in- 
cluded W. P. Harley and G. R. 
Harries. 
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Dealer Promotion Idea for Next Fall 

Southern Lumber Company, Warren, Arkansas, sponsored a 
midget football team which won the midget league championship 
in Warren. Local dealer groups could profit publicity-wise by help- 
ing establish such leagues in their cities and sponsoring teams. 
It’s great fun for the kids and adults both. 


Ontario Convention Notice 


Ontario lumber dealers plan- 
ning on attending the conven- 
tion March 19, 20 and 21 should 
make reservations at once 
through Horace Boultbee, Sec- 
retary-Manager, Ontario Retail 
Lumber Dealers Assn., Toronto. 
Space is still available at the 
Royal York hotel. When these 
rooms are filled, reservations 
will be filled at other hotels. 


Convention Dates 


The following convention 
schedule has been corrected to 
press date. An (*) means no 
exhibits are being planned. 


February 6-7-8— Michigan Retail 
Lumber Dealers Assn., Portland Ho- 
tel & Civic Auditorium, Grand Rap- 
ids, Mich. 

February 7-8-9—Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 
February 7-8—Lumber Dealers Assn. 
of West Pennsylvania, William Penn 
Hotel, Pittsburgh, Pa. 

February 7-8-9—Mountain States 
Lmbr. Dealer Assn., Shirley-Savoy 
Hotel, Denver, Colo. 

February 13-14-15—TIllinois Lumber 
& Material Dirs. Assn., Hotel Sher- 
man, Chicago, IIl. 

February 15-16—Virginia Bldg. Mtl. 
Assn., Hotel John Marshall, Rich- 
mond, Va. 

February 20-21-22—Wisconsin Retail 
Lbrm. Assn., Milwaukee Auditorium, 
Milwaukee, Wis. 

February 22-23-24—Nebraska Lmbr. 
Merchants Assn., City Auditorium, 
Omaha, Nebr. 

February 27-28 — Indiana Lbr. & 
Bldr. Supply Assn., Murat Temple, 
Indianapolis, Ind. 


February 27-28, March 1 — Indiana 
Lumber and Builders’ Supply Ass’n., 
Murat Temple, Indianapolis, Indiana. 


March’ 1-2-3—JIntermountain  Lbr. 
Dir. Assn., Hotel Utah, Salt Lake 
City, Utah. 


March 6-7—North Dakota Rtl. Lbr. 
Assn., City Auditorium, Fargo, N. 
Dak. 

March 9-10—West Virginia Lbr. & 
Builders Supply, Daniel Boone Hotel, 
Charleston, W. Va. 

March 14-15-16—Iowa Retail Lbrms. 
Assn., Iowa Exhibit Bldg., Des 
Moines, Iowa. 


March 14-15—Louisiana Bldg. Mtl. 
Dirs. Assn., Jung Hotel, New Or- 
leans, La. 


March 20-21-22—Carolina Lbr. & 
Bldg. Sply. Assn., Municipal Audi- 
torium, Asheville, N. Car. 

March 21-22-23—South Dakota Rtl. 
Lbrms. Assn., Coliseum, Sioux Falls, 
S. Dak. 

March 26-27—Tennessee Bldg. Mtl. 
Assn., Municipal Auditorium, Chatta- 
nooga, Tenn. 

March 29-30-31—Independent Retail 
Lbr. Dir. Assn., Radisson Hotel, Min- 
neapolis, Minn. 

April 4-5-6—Southern California Re- 
tail Lbr. Assn., Ambassador Hotel, 
Los Angeles, Calif. 

April 5-6—Mississippi Retl. Lbr. Dir. 
Assn., Buena Vista Hotel, Biloxi, 
Miss. 

April 11-12-13—New Jersey’ Lbr. 
Assn., Berkeley-Carteret Hotel, As- 
bury Park, N. J. , 
*April 18-19-20—Florida Lbr. & Mill- 
work Assn., Sheraton Plaza Hotel, 
Daytona Beach, Fla. 

April 22-23-24—Lumbermen’s Assn. 
of Texas, Municipal Pier, Galveston, 
Texas. 

May 17-18-19—Arizona Retl. Lumber 
& Builder Spl. Assn. 
Indefinite—Montana_ Retl. Lumber- 
mens’ Assn. \ 

October 16-17, 1950—Oklahoma Lum- 
bermen’s Association, Municipal Au- 
ditorium, Oklahoma City, Oklahoma. 
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YOUR PROFIT-MAKING FORUM 


How to increase profits 


One of the biggest obstacles to increasing profits is 
that most employes have no conception of the problems 
involved in managing a business. And no clear under- 
standing of their jobs and daily work habits in relation 
to management’s viewpoint . or to profit and loss, 
in other words. 

For example, a secretary knows she can draw freely 
on letterheads and other supplies—never sees your 
printing and stationery bills—has no idea of the 
huge increase in price! And no idea of what clerical 
supplies, alone, cost your company annually. Conse- 
quently, she thinks nothing of it when she has to throw 
single letterheads and other seemingly inexpensive 
items in the wastebasket. Multiplied, week after week, 
by all paper workers in your office, this costs you 
plenty. 

No yard can earn maximum profits until everyone on 
your staff understands how and where his individual 
job increases overhead—and how and where expenses 
can be safely cut. Too many of us take unnecessary 
losses each year because we generalize—don’t make 
our overhead problems clear, specific and meaningful to 
our employes. 

Merely telling personnel not to waste paper or run 
up phone calls unnecessarily does not carry nearly the 
impact that a factual memo does—backed up by con- 
crete figures, showing the relationship of individual 
departments and individual types of jobs to operating 
costs. Huge savings can be effected by management 
executives who take all employes into their confidence 
—carefully point out what current operating costs 
are—and how costly seemingly inexpensive, minor er- 
rors can be to the company. 








. . « gaining maximum cooperation 

Efforts to win stronger employe-cooperation often 
fail because the need to cut overhead or advance in 
some other way is presented entirely from the com- 
pany’s viewpoint. The most successful method of get- 
ting employes to think of their daily work and handle 
it from management’s point of view, is first to point 
out tactfully how they, themselves, profit from it! And 
also carefully stress the connection between overhead 
and pay checks. 

A memo encouraging greater understanding of these 
problems might well be written along these lines. 

‘As directors of this company, we feel the greatest 
opportunity for everyone lies in taking all our em- 
ployes into management’s confidence. For that reason, 
we are planning to issue special news bulletins to 
everyone, from time to time, explaining important 
facts about our business and how we can all help each 
other to greater success. 

“One of the most essential steps to greater success 
in any enterprise is greater understanding of the cost 
of doing business. Because raises, Christmas bonuses 
and vacation pay can only come out of profits—and 
profits are always dependent on the cost of doing 
business, it is tremendously important that all of us 
understand what our largest items of overhead are and 
how each of us can help to keep them down. 

“The more we save on the cost of doing business, 


By Norm Advertising, Inc., New York, N. Y. 
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the better chance all of us have to profit.” Concrete 
illustrations should then follow and tactful inferences 
be drawn, which show how substantial savings may be 
made by small individual savings, when multiplied 
many times over! 


. . . everybody's job 

How long is it since your staff has looked into the 
comparative costs of printing, office supplies, fuel and 
other overhead items? Very often people who have 
been working for a company for years, fall into the 
habit of doing business with the same firms year after 
year—accept price rises and other changes unques- 
tionably, especially if they are backed by logical 
reasons. 

Keeping down overhead is everybody’s job. So after 
the first of the year, why not make it a company-wide 
assignment to do a comparative pricing job and see if 
present suppliers are giving you the best possible 
price? 


. .. no time to waste 

In many offices files have not been cleaned out for 
20 years. Consider the time wasted each day and the 
great margin for error in having to pore through 
15 or 20 years’ accumulation of outdated letters and 
receipts. 

Some of the costliest and most time-consuming er- 
rors are made through antiquated filing systems. And 
with the lumber business growing more complex every 
day, this can be a tremendous handicap and time- 
waster to your most important executives. 


. . . more time savings 

Very often an expenditure of only $15 to $20 for 
small items like an extra pair of scissors and jumbo 
clips can pay off immeasurably in time savings and 
efficiency. No one but a secretary knows what it’s 
like to keep up with the boss or how much time and 
office space are wasted by petty inconveniences. 

Therefore, how about giving your Girl Friday the 
go-ahead to do a little inexpensive “modernizing” 
around the office that will make business go smoother 
and faster? 

Location is another thing that should be checked. 
Most of us are too prone to leave things where they’ve 
always been ... waste all kinds of time and strength 
when a slight change in location might conserve time 
and space. 


. . . better teamwork 

Furniture isn’t the only thing that needs re-locating! 
Sometimes the biggest dividends result from re-locat- 
ing people on the job. Often a man’s work is invalu- 
able to the company, but his temperament is a bad 
drawback to the people he is working with. 

In one company for example, one department head 
was a genius at saving money—but kept the whole 
department on edge because of a tense, scrappy dis- 
position. Result: bad turnover—constant trouble with 
other departments—bad morale. If this man had been 
retained in an advisory capacity and someone else was 
put in charge as assistant in charge of handling other 
departments and personnel, tremendous difficulties 
could have been avoided without losing the services of 
an otherwise valuable person. 
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is the way to your customer’s heart! 











Beautiful Bee GEE Windows 


Talked chout features that 
ale BEEGEE Windows 


EASY HOUSEKEEPING 


Clean the OUTSIDE 
from the INSIDE! 


HEALTH and COMFORT 


Bee Gee ventilating unit stops in any 
position — from closed to maximum 
opening. Permits control of ventilation 
from three directions of wind. 


ONE COMPLETE UNIT 


The factory pre-fitted Bee Gee Window 
is one complete unit consisting of 
FRAME, pre-fit glazed SASH with glass 
bedded in putty, copper SCREEN and 
all HARDWARE applied at factory. 


MORE STYLE . . . MORE BEAUTY 


The LOOKED FOR LOOK in modern 
windows with more than 42 styles and 
sizes for every home plan and build- 
ing requirement. 


Foe more window tales and guealer Crofita: 

















GLASS EASY 
TO CLEAN 


All glass is easily 
reached, both inside 
and outside from 
INSIDE the room. 
Women are quick to 
see how this Bee Gee 
Window feature 
makes cleaning and 
housekeeping easier. 


Famous Bee Gee 
Windows are sold 
only through local 
lumber dealers in 
the following states: 
Michigan, Ohio, In- 
diana, Kentucky, 
West Virginia, Penn- 
sylvania, New York. 


SELL GEEGEE WINDOWS 
for full details... write today... 


manpastrel OO Paling. g 


BROWN-GRAVES Co. 


AKRON 1, OHIO 





BUILDING PRopucTts MERCHANDISER 





The NEW Executone Intercom saves steps, 
increases output, cuts costs! 


Compute the cost of time wasted by executives and em- 
ployees running back and forth. That’s how much the 
NEW Executone Intercom can save you! Your voice—with 
lightning speed — gets information, gives instructions. 
Every working hour becomes more productive for you 
and your employees. “Inside calls” no longer tie up tele- 
phone lines. Office and plant operate at a new peak of 
efficiency! 

Years ahead of its time in operation and design! 
Executone’s exclusive “CHIME-MATIC”’® Signalling an- 
nounces calls by chime and signal light. Calls may be 
answered from across the room—yet privacy is assured. 
New switching circuits for every need make new savings 
possible. Voices are clearer, distinct, instantly recogniz- 
able. Inexpensive 2 station system easily expanded. It 
will pay you to get the whole story. Just mail the coupon. 


XECUIOME 


COMMUNICATION & SOUND SYSTEMS 


EXECUTONE, INC., Dept. A-8 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please let me have: 

[] The name of your local Distributor. 

(] Complete descriptive literature. 
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MERCHANDISING CLINIC 


"Hardships" 


Last evening I fell to worrying 
about controls, restrictions, freezes, 
allocations, shortages and all the 
things that war brings. It seemed 
such a short time since we were rid 
of most of the rules and regulations 
which we accumulated during World 
War II. Now we are facing them 
again. I was pondering thusly when 
the TV news reel took me to Korea. 
What I saw promptly convinced me 
that the “hardships” we undergo here 
at home are nothing compared with 
what the men in the armed forces are 
enduring. I watched a crew repairing 
a jet fighter plane on the wind-swept 
deck of a carrier heading into a snow 
storm. I tried to imagine myself 
climbing into the cockpit and taking 
off under the conditions which pre- 
vailed. When the picture was finished 
I had changed my mind about “hard- 
ships” at home. 


... Wartime rules on the home 
front may be annoying but how 
about the ironclad military 
regulations that determine 
every move made by the men 
who are doing the fighting? 


Pleasant Recollection 


During World War II, I made a 
13,000 mile trip calling on lumber 
dealers all the way from Maine to 
California and from Minnesota to 
Texas. It was an unforgettable ex- 
perience and the incident that still 
sticks in my mind was the interview 
with a dealer and his wife who were 
running a busy lumber yard without 
help. What a job they were doing 
and how happy they were to be doing 
it! Gist of their part of the conver- 
sation: 

“Don’t even bother to explain why 
we haven’t been getting lumber from 
your company. Sure we could use it 
because it’s good stuff compared to 
some that we are selling. But we 
know where it is going and the boys 
over there need it worse than any- 
body else in the world. The more you 
can get to them the better we’ll like 
your company and the more we’ll buy 
when this thing is over.” I will not 
forget the patriotic couple who in- 
sisted that the boys who were doing 
the fighting were entitled to the best 
of everything and as much of it as 
they needed. 


... When war comes, merchan- 
dising does not fly out the win- 
dow. 
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Good Merchandising 
To The Rescue 


War disrupts the normal flow of 
many building materials. It creates 
acute shortages. Under such circum- 
stances, it becomes necessary to comb 
markets for products that can be used 
in the place of traditional items. That 
calls for the highest type of mer- 
chandising skill and ability. As a 
matter of fact, it is this ability that 
always marks the difference between 
retail establishments. One ‘dealer is 
irked when he is unable to get a 
product he has always sold. Another 
dealer is continually looking for 
something new or different. The first 
dealer usually has plenty of compe- 
tition. The second seeks to avoid it 
by selling something else and by 
showing his customers how to use it 
to better advantage. In a wartime 
economy, Dealer No. 2 really comes 
into his own. 


Merchandising flexibility 
is a highly important factor in 
all retail establishments. 


Lesson From The Prize Ring 


“Rolling with the punches” has kept 
many a fighter on his feet and has 
saved him from taking a beating. 
It’s the same in retailing. The ability 
of a dealer to sell and find uses for 
such things as he can obtain puts him 
in a commanding position. War cre- 
ates overages as well as shortages 
and the good merchandiser sets his 
course accordingly. 


... Wartime formula: (a) For- 
get traditional items not readily 
available. (b) Look for prod- 
ucts that can be obtained in 
largest quantities. (c) Find out 
how to use them to meet cur- 
rent demands. 


Too Simple? 


That’s the trouble with the afore- 
said “Formula” but the truth of the 
matter is it only sounds simple. Ac- 
tually tradition rules the roost in 
many lumber yards that many of the 
new building materials are being sold 
by mail order houses, applicators, 
department stores and the big chains. 
It’s a mighty hard thing for the 
average person to break with tradi- 
tion although few will admit that 
such is the case. 


... Now is the time to come to 
grips with tradition. 


More Money Than Goods 


Business will not go to pot in the 
lumber yards during the war. We 
found that out during World War II. 
There will be more money than goods. 
Many dealers will probably worry 
because they can’t get as much ma- 
terial as they need but when the 
sales are added up for the year the 
total will be surprisingly high. Busi- 
ness must stay good in order to sup- 
port a war economy. It is not possible 
to have a war and a depression at 
the same time. Just the opposite 

inflation is the almost 
inevitable result. Hence the freezes. 


. .. It’s far easier to recover 
from a depression than from 
inflation. 


Good Sound Merchandising 


Big problem in connection with in- 
flation (which was well under way 
before Korea) is that it feeds on 
shortages. Hence the needs for con- 
trols which unfortunately do not al- 
ways control. That’s why it is so 
vitally necessary to concentrate the 
full force of merchandising upon such 
materials as are available. It evens 
up the pressure ... takes it away 
from an overcrowded spot and applies 
it to a less crowded area. That is 
good sound merchandising. 


Instead of needing less 
merchandising in a_ wartime 
economy, as is often assumed, 
we actually need more. 


Now Is The Time 


Since it is true that good merchan- 
dising evens up supply and demand 
. .. levels off the peaks and valleys 

. it naturally follows that now is 
the time for all good merchants to 
come to the aid of the nation. In 
doing so, they best serve their coun 
try, their community and their cus 
tomers. 


.. . There will be business but 
it will not be “as usual.” 


We Need No More Enemies 

Blaming a supplier for his in 
ability to fill a traditional order is 
not the answer. Threats, recrimina- 
tions, cajolery never produced a 
dime’s worth of material. They onl) 
make enemies. We already have 
enough of them seeking our destruc- 
tion without making new one: 
amongst ourselves. Good merchan 
dising on the home front is a war- 
time must. 
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complete line of COMMERCIAL 
and INDUSTRIAL DOORS 


MODEL 120--COMMERCIAL. Mounted on 
2” track, this model includes sizes up to 
192 sq. ft. and not higher than 14 ft. All 
Raynor commercial and industrial doors 
embody Raynor sturdy “three way stress” 
construction and are equipped with Ray- 
nor Graduated Seal. 


MODEL 210--INDUSTRIAL. Mounted on 
3” track, the Model 210 includes all sizes 
over 192 sq. ft. and a few smaller sizes 
where an extra heavy door is required. 
For added convenience, Raynor commer- 
cial and industrial doors can be equipped 
with chain hoist and electric operators. 


SPECIAL DOORS for SPECIAL JOBS 


MODEL T-17---an outstandingly designed twin 
torsion spring door for service garages, ware- 
houses, factories and other commercial buildings. 


MODEL 6---a fine Hy Lift door for service stations 
and lubritoriums where ceiling height permits 
the installation of this special door. 


MODEL VL-22---designed for installations where 
horizontal tracks are not desired and high ceiling 


Twin torsion springs are 
equipped with special 
safety locking device. 









Write to factory for complete dealer 
and distributor information. 


RAYNOR MFG. CO. 


Knox Ave., Dixon, Ill. 






BuItpING Propucts MErRCHANDISER 





permits the installation. - 
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Gate City @wuing 


WINDOWS 





“IS YOUR KEY TO 
CONTINUOUS SALES 


for greater profits during 1951 


Gate City 

WOOD awning WINDOWS 
are the popular choice of 
Building Supply Dealers 
concerned with future 
availability of a wood 
window performance 
tested for dependability. 





Gate City consumer acceptance is based on 
thousands of installations in all types of build- 
ings during the past ten years. 


Gate City style appeal, comfort appeal, and 
pocketbook appeal speed sales for dealers... 
bring you satisfied customers. 


Plus FEATURES include 100% visibility, sash 
adjustment for ventilation control, prowler 
guard, and attractive design that harmonizes 
with any style of architecture. 

Extra PROFIT FEATURES 


Ease of installation 





























42 (each window is de- 
* livered as a complete 
ay] packaged unit.) A 
" few standard sizes 
3-12" meet most order 
r. s requirements and 
y lower your service 
di" costs materially. 
2-36-18 
a DEALERS 
RE . Discover how profit- 
st Va able GATE CITY 
~*~ Wood AWNING 
. WINDOWS can be 
3-36-18 for you. Write for 





l \. 
romeo U5 atractve de 
THE PRODUCER'S : 


COUNCIL, Nc. Gate City 


SASH & DOOR CO., Dept. AL-1 | 
MAIL 


FORT LAUDERDALE, FLORIDA t 
Gentlemen: Please send full particulars ' 
COUPON 





on your dealer offer. ' 
NAME _ va 
ADDRESS ' 
| 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


Moore Dry Kiln Company’s 1951 
calendar features another incident in 
the life of “Uncle’Neas.” The calen- 
dar picture and the story printed un- 
der the calendar pad, show that 
“Uncle’Neas” is having his trials and 
tribulations in producing lumber, the 
same as lumber manufacturers in 
other sections of the country. For copy 
of calendars write Moore Dry Kiln 
Company, Dept. AL, Postoffice Box 
4248, Jacksonville 1, Fla. 


X-Cell-All Paint & Varnish Re- 
mover is fully described in a special 
folder entitled “How to Remove Paint 
and Varnish.” Three products are 
illustrated: X-Cell-All Liquid for 
economy which is said to zip through 
hard paint, varnish or shellac coat- 
ings; X-Cell-All Paste for convenience 
—won’t run or drip even on upright 
or overhead surfaces; and X-Cell--All 
non-inflammable for fire safety—no 
wash-up or neutralizing is required 
start repainting as soon as the old 
paint is off. For copy of folder write 
National Chemical & Mfg. Co., Dept. 
AL, 3612 S. May St., Chicago, Il. 








“Instructions for Installing the 
Strand 9-Foot Track-Type Garage 
Door” is a new four-page, punched 
folder in the standard 8% x 11” file 
size. It is a handy reference for deal- 
ers and builders, and also for distribu- 
tion with the new 9’-wide doors. 
Sketches, diagrams and photos show 
the simple step-by-step procedure in 
checking door openings, and install- 
ing the door. Instruction sheets are 
shipped attached to the doors and are 
also available for use of dealers and 
builders by writing Strand Garage 
Door Division of Detroit Steel Prod- 
ucts Co., Dept. AL, 2244 E. Grand 
Blvd., Detroit 11, Mich. 


“Recordabode”, is a unique home 
owners record book especially created 
to serve promotional needs of build- 
ers, realtors and home mortgage 
agencies. This book is built on the 
foundation idea of supplying the 
owner with a comprehensive home 
record—a _ single volume providing 
carefully designed sections for 12 
types of investment and expense en- 
tries—together with 11 other sections 
calculated to lend efficiency to home 
operation. Because such a book has 
long been needed—because it is really 
wanted and apparently not elsewhere 
obtainable—it becomes an attractive 
promotional medium. Because it will 
serve over a number of years and 
will be constantly referred to, it pro- 
vides an ideal vehicle for those busi- 
nesses which build, sell, finance or 
service homes. Inclusion of any num- 
ber of pages of specially prepared 
advertising inserts (prepared by 
either publisher or sponsor) is made 
possible by a mechanical binding. 
This binding permits ready insertion 
of inserts in the front or adjacent to 
any section at any time during the 
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duration of distribution—which may 
extend over a period of years. The 
cover also has ample space for im- 
printing. An idea of the book’s com- 
pleteness is suggested by its 23 sec- 
tional headings: Investment and ex- 
pense records: Contract, Payments, 
Taxes, Insurance, Maintenance, Im- 
provements, Utilities, Appliances, 
Furnishings, Personal Property, Au- 
tomobile Investment, Automobile Ex- 
pense; Convenience data records: Lo- 
cation, History, Materials, Services, 
Planting, Ground Plans, Dimensions, 
Floor Plans, Medical Record, Family 
Income, Estate Probe. Write Jackson 
Publications, Inc., Dept. AL, 305 E. 
46th St., New York 17, N. Y. 


“How to Have Comfort from Mov- 
ing Air” is a 138-page brochure avail- 
able from The Torrington Manufac- 
turing Company, published with the 
cooperation of its customers. The 
brochure was designed to help the 
consumer select equipment that will 
give him greater comfort in the home, 
as well as in the office or other places 
of business. Every piece of air- 
moving equipment described is 
equipped with a Torrington Vairified 
Air Impeller. For those who rent their 
homes, there is a wide variety of port- 
able units that just plug in at the 
nearest electrical outlet. For the home 
owner, there is a wider selection, and 
for those engaged in planning for new 
homes there is the broadest choice 
of all. Here is the Index to Comfort: 
Air Circulators, Air Purifiers, Attic 
Fans, Auto Heating Systems, Cen- 
tral Heating Systems, Clothes Dryers, 
Evaporative Air Coolers, Exhaust 
Fans, Kitchen Ventilators, Oil Burn- 
ers, Room Air Conditioners, Space 
Heaters, Unit Heaters, and Window 
Ventilators. Write The Torrington 
Manufacturing Company, Dept. AL, 
Torrington, Conn. 


Descriptive Color Names Dictionary 
is a 64-page supplement to the Color 
Harmony Manual for Container Cor- 
poration of America. The Dictionary 
contains 775 names so arranged that 
the user can work from names to col- 
ors or, conversely, from colors to 
names. All of the names are the 
kind commonly used to describe the 
color of merchandise sold in the mass 
markets. Special promotional words 
invented for private brand merchan- 
dising are not included. Manufactur- 
ers of paints, tiles, floor coverings, 
and other building and home furnish- 
ing materials will find the dictionary 
valuable in naming the colors shown 
on swatch cards and in sample kits. 
It is only necessary to select match- 
ing color chips from the Manual and 
then find the names in the Dictionary 
which correspond to the notations on 
the chips. Similarly, when a custom- 
er asks for merchandise in a certain 
color by name, the supplier can use 
the Dictionary to locate the chip in 
the Manual which corresponds to that 
name. Write Container Corporation 
of America, Dept. AL, 38 S. Dearborn 
St., Chicago 3, Il. 








GMC 1951 Two-Ton Stake 


This 1951 model GMC stake body 
truck is said to be the answer to 
farmers wanting extra _ built-in 
power and strength in a hauling 
unit for the times ahead. The 
GMC 350-24 has a more powerful 
engine, stronger and longer wear- 
ing brakes, and heavier axles that 
permit an extra 500 lbs. load on 
each. Many features found pre- 
viously only on GMC heavy-duty 
trucks now are on this two-ton 
stake. Write GMC Truck & Coach 
Division, Dept. AL, Pontiac, Mich. 


Westinghouse Sho-Cloth 

A new plastic drapery material, 
which serves as both an attractive 
background material and dealer 
identification media, is now avail- 
able from Westinghouse Electric 
Appliance Division. Called Sho- 
Cloth, the material is printed in 
rich mocha brown and_ brilliant 
chartreuse colors with an overall 
design of the Westinghouse trade- 
mark and company slogan. The dis- 
play material can be used with 
present display backgrounds, for 
display booths, wall coverings and 
pillars as well as for selling centers 
and spot displays. Washable and 
flame resisting, it can be folded or 
draped in a variety of shapes. Sho- 
Cloth is available by the yard or in 
standard size drapes. Write Elec- 
tric Appliance Division, Westing- 
house Electric Corporation, Dept. 
AL, Mansfield, Ohio. 


— 


raha 





Siliphane for Porous Masonry 
Without changing their appear- 
ance at all, porous masonry walls 
can now be made to shed waiter 
like the proverbial duck’s back. 
It’s done with a new product of 
the chemical, silicone. Called Sili- 
phane, this product is said to work 
on an entirely different principle 
from previous types of transparent 
‘waterproofings.’ Masonry, that 
normally absorbs water the same 
way a blotter does, actively repels 
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AGED TRIM SAVES.. 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 
less, since it seldom needs sanding and Pon- 

derosa Pine takes less paint. 


You can show a faster turnover on a lower 
inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 

















DONLEY Corten Steel 
Fireplace DAMPERS 


Corten steel is a celebrated U. S. Steel product, with 4 to 6 
times the corrosion resistance of ordinary, open hearth steel, 
with greater tensile strength. Hence we chose it as material 
for Damper that should be worthy of the standard set by 
Donley cast iron dampers, over a period of many years. . . 
Made of heavy plate, varying from 12 gage to '/% inch thick- 
ness, in different parts and strongly welded. . . Conforms to 
correct construction exemplified in Donley fireplace plans— 
attached to each damper. . . All painted with heavy, gray 
paint, baked on... Fully assembled and semi-crated to protect 
regulating device. . . Made in five sizes, 24", 30", 33", 36" 
and 42". Substantial, attractive, thoroughly tested—a product 
any dealer may be proud to handle. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohie 
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Linwood Siding pre- 
sents attractive 
shadow line plus 
combed design. 


Yew! LINWOOD SIDING* 


Saves 2/3 installation time! 
PRE-FABRICATED a DECORATIVE 2 


i a. - 


. Pre-fabricated panels—ready to put up. Weather 
proofed to prevent decay, swelling, shrinking and 
termites. 

2. Attractive vertical-line combed design. 

Splines lock joint and permit concealed nailing. 

Tongue and groove panel edges. 

4. Large size panels cut installation time to |/3! Sizes: 
32" x 10" and 32" x 14". Cardboard packaged. 


LINWOOD SIDING AVAILABLE NOW. 
Write for folder, prices and installation hints — today. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 
ARmitage 6-7100 Teletype: CG305 
BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Seg Milwaukee and Green Bay, Wis.; Minneapolis; 
Richmond, V. : Sprinafield, Ill.; Marion and West Lafayette, Ind. 

*U. S. Patent No. 2276170 SEE PHONE BOOK 


PACKAGED 
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water when treated with Siliphane. 
This transparent product is easily 
brushed or sprayed on exterior, 
above-grade masonry walls of all 
types, including cinder block, con- 
crete, brick, limestone and asbestos 
shingles. Siliphane is excellent 
for churches—office buildings and 
grain elevators. It is not a surface 
film that seals the pores of the 
masonry, and prevents breathing. 
Instead, Siliphane is reported to 
penetrate deeply, coating each 
part of the masonry with a micro- 
scopically thin water-repellent film. 
Write Prima Products, Dept. AL, 
10 East 40th st., New York, N. Y. 





Sherwin-Williams Color Service 


To provide at-a-glance guidance 
in home decorating, a new color 
service is announced by The Sher- 
win-Williams Co. The service in- 
volves three correlated units—the 
Paint and Color Style Guide; the 
Style Guide Companion, a new type 
of color combination selector, and 
the Home Decorator booklet. The 
Style Guide is an authentic refer- 
ence book, recently off the press, 
which contains 100 large pages of 
full color illustrations of color com- 
binations for the home. Color 
photographs of authentic, lived-in 
rooms from homes all over the 
country dominate the book, with 
corresponding artists sketches 
showing the identical rooms in dif- 
ferent color schemes. The Style 
Guide’s page size, 18 x 16 inches, 
gives the impression of third di- 
mension. The Style Guide Com- 
panion presents correct companion 
colors by means of windows in its 
pages. Between the covers of this 
album are hundreds of color com- 
binations. Color index tabs enable 
the user to turn immediately to the 
dominant shade of the color scheme. 
By simply turning adjoining pages, 
forward or backward, a selection of 
various companion colors comes to 
view. The Home Decorator is a 32- 
page publication which discusses 
interior and exterior decorating 
problems in practical terms. The 
theme of the 1951 Home Decorator 
is “Modernize Without Remodel- 
ing.” Write The Sherwin-Williams 
Co., Dept. AL, Cleveland 1, Ohio. 
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Corbin Key-In-Knob Lockset 


Installation of this Key-In-Knob 
tubular cylinder lockset for entrance 
doors, is fast and easy. All the car- 
penter has to do is drill two holes 
to template furnished and cut out 
for lock front. It is an ideal lockset 
for the modest budget home. Spe- 
cial features include 5-pin-tumbler 
cylinder security; master keying; 
auxiliary latch protection; reversi- 
ble; for doors of 1°.” and 1%4” 
thickness. Operation is by knob 
from either side and by key from 
outside when knobs are locked by 
inside lever. There is a choice of 
four inside knobs; outside knob 
always the same. Available in five 
popular finishes—polished brass A, 
satin brass EA, satin bronze DB, 
satin nickel finish DE, chromium 
CR. A Corbin tubular lock or 
latchset may be had for every door 
in the home. Write P & F Corbin 
Division, The American Hardware 
Corporation, Dept. AL, New Bri- 
tain, Conn. 


15 Home Plans 


A full set of detailed blueprints 
and working drawings are available 
in one complete package, ready for 
the local contractor’s bids, thereby 
eliminating guesswork, and saving 
much time and considerable money. 
There are 15 designs from which 
to choose. Called Plandrite Homes, 
these blueprints are mailed in a 
flat, colorful carton, size 13” x 16” 








and each carton contains one full 
set of prints for one of the 15 dif- 
ferent designs. The blueprint 
sheets are printed blue on white, 
on heavy grade of paper, stapled 
together for easy reference, and 
include front elevation, side ele- 
vations, floor plans and all of the 
necessary construction drawing de- 
tails to enable a local contracto) 
to estimate the cost of erecting the 
home, and then to build it. Ever) 
one of the exclusive Plandrite 
Homes has been designed according 
to modern trends and living re- 
auirements. Write Plandrite 


Homes, Inc., Dept. AL, 845 Chi- 
cago Ave., Evanston, III. 
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Moisture-Free Clothes Dryer 


This young housewife has dry 
clothes and a dry laundry because 
her new automatic electric tumbler 
dryer does not give off moisture, 
heat or lint in room, according to 
Hotpoint sales officials. Introduced 
by Hotpoint, Inc., for shipment to 
dealers, dryer (Model LD-3) adapts 
revolutionary principle of condens- 
ing moisture from heated air by 
means of cold water spray. Spray 
filtering also washes out lint, which 
together with condensed moisture 
from clothes, is then pumped 
through rubber hose to nearest sink 
or drain outlet. Appliance obsoletes 
principle of drawing in air and dis- 
charging it into room, thus elimi- 
nating need for expensive piping or 
venting. Hotpoint sales officials 
assert new model will open up mar- 
ket for dryers which have not sold 
well in past because housewives 
have objected to moisture in room. 
The user controls the machine by 
two dials, one for time settings 
from 15 minutes to an hour; tie 
other, a selection of high, medium 
or low heat. Cost of operating the 
dryer including electricity and wa- 
ter for the spray is about 10c for 
an 8-pound load of clothes. Write 
Hotpoint, Inc., Dept. AL, 5600 West 
Taylor St., Chicago 44, Ill. 
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This low-priced 
UTILITY HARDWOOD 
PLYWOOD 


“NATURAL” FINISHES! 














Mengelbord* is a low-priced, one-piece face, 
3-ply, utility hardwood plywood, %” thick. 
Made from beautiful White Tupelo Gum (a 
genuine cabinet-maker’s hardwood). It is 
ideal for “natural” finishes! 


Mengelbord is ideal for all interior uses: 





DRY WALLS PARTITIONS 
CABINETS STORE FIXTURES 
FURNITURE 


Write today for descriptive literature. 
No obligation, of course. 
Where fine wood panels of Ma- 
hogany, Oak, Birch or Walnut 


are desired—ask for Mengelux*. 
Literature on request. 


THE MENGEL COMPANY 
Plywood Division « Louisville 1, Ky. 
*Reg. U.S. Pat. Off. 
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Wire strapping 
holds matched pieces together 
for your convenience in handling. Just 
one of many operations that assure you beautiful, 
long-lasting floors. 


build 47 with 


Vestat Branb 
carefully matched 
Oak Flooring 


You get the best floors, in character and 
appearance; Vestal Brand Appalachian Red or 
White Oak has even color and texture. Thor- 
oughly kiln dried, it is precision machined 
and carefully matched in strapped bundles of 
the same grade, length and specie for con- 
venience, beauty, and long life. 

Remember, you can order Vestal Brand 
flooring in mixed cars with other Appalachian 


hardwoods from your “Headquarters for 
Hardwoods.” 












Headquarters 
for 
Hardwoods 


THE ATLANTIC LUMBER Co. 


88 BROAD STREET 
BOSTON, MASS. 


1055 SENECA STREET 
BUFFALO, N. Y. 











INSTALMENT FINANCING 


SeerreR creoit Phe 


This emscem on 


YOUR DOOR MEANS... 


Q) More profits for you 
Q More service to 








your customers fay 
QOmore sates te 


Let Us tell you more about |_— ’ 
t and send you a copy of... 
THE ABC'S OF MAKING MONEY 


ALLIED BUILDING 
CREDITS, INC. 


HEAD OFFICE: 3109 WILSHIRE BLVD. + LOS ANGELES 


NATIONWIDE SERVICE 








Dealer Ad Guide 


This Dealer Ad Guide, featuring 
a free, easy-to-use advertising mat 
service, is another of the new sales 
promotion helps being supplied to 
dealers by Marsh Wall Products, 
Inc. Carefully planned to furnish 
dealers with effective Marlite ads 
that tie in with wide-scale national 
advertising, the Ad Guide is made 
available at this time when most 
homeowners are planning to re- 
model kitchens, bathrooms and 
other interiors. The new Ad Guide 
—a 12-page, 842” x 11” folder— 
contains important aids for a deal- 
er’s local newspaper and radio ad- 
vertising. From it, dealers can 
order the particular free mats they 
require—to use as complete adver- 
tisements in themselves with only 
the dealer’s name and _ address 
added, or to use as elements in ads 





The brand to rely on 
for quality. 


Hipedon- 


PORT MOODY, B. C., CANADA 


MANUFACTURERS OF 


RED CEDAR SIDING 
AND 
SHINGLES 


Distributed through the wholesale 
trade exclusively. 
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which the dealer himself prepares 
for his paper. The Guide also in- 
cludes suggested copy for newspa- 
per ads and radio spots about Mar- 
lite plastic-finished wall panels and 


all other Marsh products. Write 
Marsh Wall Products, Inc., Dept. 
AL, Dover, Ohio. 
New Wall Coatings 

Tuff-Kote, made of 100% bodied 


oils, is weatherproof and water- 
proof. The surface to which it is 
applied is protected from the de- 
structive effects of sun, wind, rain 
and frost. Tuff-Kote reportedly not 
only saves walls (and maintenance 
dollars ) . it also “glamorizes” 
such surfaces as stucco, cement, 
brick, concrete block, metal and 
plaster. Conduro is a sand finish 
wall coating made with polymerized 
soybean oil... said to be the strong- 
est, most durable binder known for 
paint pigment. Conduro is an at- 
tractive finish, water repellent, dur- 
able, mold and mildew resistant. 
One coat of Conduro is three to 
four times the thickness of ordi- 
nary piant. For descriptive litera- 
ture write the Nall Corporation, 
Dept. AL, St. Charles, Il. 

















Crown Introducing New Line 
The Crown Stove Works is intro- 
ducing a complete new line of gas 
ranges. The backguard has been 
enhanced through a new treatment. 
A lamp that is useful as well as or- 
namental blends in with an electric 
clock-timer, a nameplate, and 
chrome vent strips to make an un- 
usual panel. A touch of color has 
been added to some parts for those 
who are tired of plain black and 
white. Arrangement of the handles 
adds to the beauty of the line, and 
the base is entirely concealed. All 
top burners have center-simmers to 
simplify surface cooking, in addi- 
tion to the “Even-Action” Crown 
oven with top center flue to assure 
heat circulation and even browning 
and thorough cooking for baking, 
roasting and complete oven meals. 
Write Crown Stove Works, Dept. 
AL, 4631 W. 12th Pl., Cicero, Ill. 
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Cylinders Easily Handled 


Rolls of roofing paper, drums, 
and other smooth, cylindrical ob- 
jects of varying diameters are 
easily moved with the SpeedWheel 
lightweight gravity conveyor. Rolls 
and drums move along straight run 
of conveyor without need for guard 
rails. SpeedWheel conveyors are 
available in 12”, 15”, and 18” 
standard widths with any desired 
wheel or roller spacing, in 5’ and 
10’ straight lengths and 45° and 
90° curves. So light in weight that 
even a 10’ section is easily port- 
able, these conveyors sustain weight 
of 60 to 70 lbs. per foot. They are 
easily assembled, without special 
tools. For guide to determine cor- 
rect size of conveyor for handling 
specific requirements, write Speed- 
ways Conveyors, Inc., Dept. AL, 
1261 Niagara St., Buffalo, N. Y. 


New Heller Fixture Manual 


W. C. Heller & Company an- 
nounce many improvements in mer- 
chandising features of their line of 
hardware store fixtures. The com- 
plete new line including Multi-Level 
terraced fixtures and islands, corner 
cabinets, feature end racks, coun- 
ters, nail bin counters, showcases, 
glass racks and a full line of ac- 
cessories are all featured in a new 
manual now available. This manual, 
according to the manufacturer, con- 
tains the most complete line of store 
fixtures ever offered by one firm; 
consisting of not only conventional 
type fixtures but also the new im- 
proved Multi-Level line of terraced 
fixtures as well as an entirely new 
line of fixtures. The Heller line is 
the only line on the market that is 
completely assembled and finished 
at the factory. Being sectional, the 
various cabinets are interchange- 
able and can be quickly re-arranged 
or moved whenever desired. The 
manual is illustrated with the com- 
plete specifications for each fixture 
plus store views and store plans. 
Also illustrated is the entirely new 
style extended fluorescent lighting 
headboard offered as optional equip- 
ment. This headboard is also avail- 
able to dealers who have purchased 
Heller fixtures during the past 50 
years to be installed on present 
Heller installations. Of special in- 


terest to the dealer is the manufac- 
turer’s new store planning and esti- 
mating service which has been 
streamlined to include an elevation 
picture of selected fixtures. For a 
copy of the new Heller Manual No. 
51L, write W. C. Heller & Company, 
Dept. AL, Montpelier, Ohio. 


CONNOR BOARD 





Kiln Dried Connor Board 


The new Connor board is pre- 
cision manufactured of kiln dried 
lumber and glue-bonded. It is said 
to have the superior nail holding 
power of wood, and combines the 
strength advantages of plywood. 
Each board covers 16 sq. ft. in area, 
making it lay up faster and re- 
portedly, 30% cheaper than lumber. 
It is also described as_ sturdier, 
stiffer, better for underlay and sub- 
floors. Connor Board is heavy 
Kraft-paper covered, and packaged 
for easy handling and warehousing. 
Write Connor Board Division, The 
Connor Lumber and Land Co., 
Dept. AL, P. O. Box 112-M, Marsh- 
field, Wis. 















how white is white? 


In William Shakespeare’s words: 


ae 


eal perfect white shows like 


an April daisy in the grass... 29 
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Sai Trinity White — the whitest white cement. 
Trinity White is a true portland cement. It meets all 
Federal and ASTM specifications. Sell Trinity White 
for architectural concrete units, terrazzo, stucco, paint, 
ornamental work, tile setting, etc. When ordering ask 
for it by its full name Trimty White — it’s widely 
advertised to your trade. . 
Trinity Division, 

General Portland Cement Co., 
111 W. Monroe St., Chicago, 

Republic Bank Bldg., Dallas; 


| i i | | 816 W. 5th St., Los Angeles. 
? — 


White (2 


PORTLAND CEMENT 
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Thanks 


for your 
TREMENDOUS | 
DEMAND 
for 


BRAUND 
BIRCH 


Carload Shipments 
° 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/3” to 3/4”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
Vy" and 3/16". All 
panels are 3-ply. 


| All Birch plywood meets | 
| Bureau of Standards spec- 
ifications. 


| BIRCH VENEER 


| Rotary and Sliced Cut. 
Standard Thicknesses. | 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our | 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS | 
birch and gum | & 3/16 | 


STOCK PANELS | 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 

Suite 214, Dept. CD | 

Wabeek Building 

BIRMINGHAM, MICH. | 

Vatephene—(itnest 4- — i 52-53 


irmingham TWX 5 
Detroit Warehouse—Tel. hn 4-4095 








| 
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Wayne's National Advertising 

Wayne Home Equipment Co., Ine. 
is launching a 1951 national advertis- 
ing and merchandising program with 
local participation for Wayne whole- 
salers and dealers according to B. G. 
Duer, vice-president in charge of 
sales. Appeal to consumers will be 
based on a 1951 Wayne “Dream 
Home” completed in September, 1950. 

A folder, “Facts About The 
Wayne Dream Home,” illustrates 
the finished home including floor 
plans, elevations, dimensions and 
photos. Drawings include layout 
and details on the water system, 
softener, water neater and winter 
heating and summer air cooling in- 
stallation. Engineering factors of 
water supply, water analysis and 
treatment, and heating require- 
ments are also included. “Facts 
About The Wayne Dream Home” is 
available on request from Wayne 
Home Equipment Co., Inc., Dept. 
AL, 800 Glasgow, Fort Wayne 4, 
Ind. 


Lawn Trimmer 


A national advertising campaign 
will introduce Trim Master, Jr., a 
new electrical lawn trimming de- 
vice. The trimmer does in five 
minutes trimming, jobs that nor- 
mally take an hour of back-break- 
ing work with a hand trimmer. 
Consumer advertising will feature 








the lightness (it weighs only 7 
pounds), safety, ease of operation, 
and the “vacuum action” that pulls 
the grass into the are of the cut- 
ting blade and assures uniform 
trim in even the most hard-to-get- 
at nooks and crannies. The trim- 
mer is intended for use in trim- 
ming along walls, walks and drive- 
ways, around trees, rock gardens 
and shrubbery. Trim Master, Jr. 
is equipped with a powerful 110- 
volt 60 cycle motor which weighs 
only 3 pounds and operates from 
either household current or port- 
able generator. It is mounted and 
insulated entirely in rubber, which 
reduces vibration to virtually zero. 
Write E. F. Britton Co., Dept. AL, 
Cranford, N. J. 
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“YOUR DREAM HOME 


—How to Build It for 


LESS THAN $3500!” 


Featuring 4 Houses with Material Costs 
from $1495 to $3355! Also 4 More Spacious 
Houses Using More Materials! 


ne Uidea!? end 



















Plans and Instructions Show How to 


SAVE up to ‘8,000! 


HOUSANDS are doing it—so can you! 
With the aid of this easy-to-follow, illus- 
trated wonder book, you can build 
YOURSELF the home of your dreams! 
Step-by-step instructions—650 “Show-How”™ 
pictures! Complete building plans and 
material lists of EVERYTHING you need, 
down to the last nail, on EIGHT different 
houses — including the popular Ranch- 


Type House. . the easy-to-build Vacation 
Hideaway . . . the lovely, 4-bedroom Sub- 
urban Modern and 5 others YOU 
can build! 











Every detail covered! Every ques. 
tion answered! Complete STORE NAME 
AND ADDRESS 


how to _ the site 
lan wild og ndati “ : ° 
late througho: ae 
dows and doo rou = 7 inva one eub- ‘o Please send me “Your Dream Home 
ing, heating. wiring aint and ©) =— How to Build It for Less Than 
*: Build modern kitchen B $3500." 
financ ¢ construction . 


_ clear the a 


C l enclose $3.95 0 Send C.0.D 
© Charge my account 
Home worth $16,000! 576 big t 


pages! Only $3.95! Neme 


* 
’ Address 
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"Your Dream Home" 


“Your Dream Home—How to 
build it for less than $3,500”, fea- 
tures four houses with material 
costs from $1,495 to $3,355, also 
four more spacious houses using 
more materials. Prospects inter- 
ested in building their own homes 
can do so with the aid of this easy- 
to-follow, illustrated book. Step-by- 
step instructions include 650 “Show 
How” pictures, complete building 
plans and material lists of every- 
thing needed, down to the last nail 
on eight different houses. There is 
a plan for the popular Ranch-Type 
house; one for the easy-to-build 
Vacation Hideaway; the four-bed- 
room Suburban Modern; and five 
others. Every detail is covered and 
every question is answered. The 
book retails for $3.95—covers 576 
big pages. Shown above is a 200- 
line newspaper mat available to 
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lumber dealers with an advertising 
allowance on each book ordered to 
support the ad. The publisher will 
also furnish imprinted stuffers for 
mailings on “Your Dream Home.” 
Write William H. Wise & Co., Inc., 


Dept. AL, 50 W. 47th St., New V AZ 
York 19, N. Y. GREATER 


with GRANT 
SLIDING DOOR HANGERS! 


The GRANT No. 11 series, Snap-On Carriers for lightweight 
panels are easy and economical to install. The Snap-On 
Carriers feature Tenite ‘‘Silent Glide’ rollers and Self- 
Aligning Pendant Studs that snap into the carrier housings, 
allowing for quick installation or removal of panels. The y 
Carriers are available with either aprons or top plates. 
(Load capacity: 20 Ibs. per panel). For heavier doors (up to 
50 Ibs.) the GRANT No. 16 hanger is recommended. Its 
advantages are nylon rollers for silent operation, center 
hung, three adjustments, self aligning, hanger cannot 
jump the track. For multiple unit doors, specify the GRANT 
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No. 1720 hanger. 
GRANT also manufactures: 
' 3 Oe : SASH PULLEYS *« DRAWER pes STAGE CURTAIN ee 
. e Pa : CURTAIN & DRAPERY HARDWARE + SHEAVES & TRACK f 
| s \ » err. HOSPITAL CUBICLE HARDWARE 
F| ex-i-Brush Write Dept. L1 for complete illustrated literature. 
Flex-i-brush combines both the 2 GRANT PULLEY & HARDWARE co. 
principles of the lamb’s wool paint fA ‘A B7 WHITESTONE PKWY., FLUSHING, L. I., N.Y. 
roller and the bristle brush. It is 
made by fastening a piece of lamb’s 
wool 1” wide x 215” long on a 
metal strip that will bend to any 
shape and hold that shape. This 
ability to take any shape and hold 
4 it makes it possible to easily paint 
inside of radiators, behind pipes, 
window sash and many other diffi- 
aha cult tasks. The Flex-i-brush is ¥ 
used by dipping the lamb’s wool 
om into a shallow paint receptacle and 
saturating the surface of the 
plied by sideway rubbing action 2. BLANKET & BATT INSULATION 
and will permit painting in an area , . 
with as little as 14” clearance. Reduce application costs! 
After use, the Flex-i-brush can be ai 
‘leaned by standard methods for a 
to — bse anger tage ~ = Manufacturers in applying Ceiling 
a- CIIGNeS SOReUre © a vee 1S oe Tile and Panels. The Markwell 
al use for dusting of radiators, vene- “L3D” (9/16” leg) Staple is driven 
so tian blinds, and other difficult to flush into the nailing tongue of the 
ng reach places. Write J. W. Andrews tile. The Markwell gun type tacker 
nel Company, Dept. AL, 166 W. Jack- eliminates damaged edges on tile. 
os son Blvd., Chicago 4, III. 178: 
y- TRIGGER FAST! 
V- 
. >) . 
~ ee Monee Super aeetSK™ Trigger action drives 
ng Plastic Wood is said to have more (4” leg), “L3B™ (5/16” leg) andj staples flush into rafters, 
ry- than 100 uses in the home. It han- "L3D™ (9/16” leg). , joists and studs. A gun 
ail dles like putty and hardens into “LA” Model loads 157 round, wie “/ ( type Insulation Tacker 
is wood. Ease of handling for the (Weep). *LAC™ (34" lee) ~~ Oo! en iy on gpa 
ype home repairman is increased for ” 4" leg) Seite end tieaiiate "Ses 
‘ild special uses, and for the cleaning Other Markwell Products « “L3D” Staple in putting 
ed- of hands and tools, by a solvent sold MITRE CUTTERS, we up Backer Boards. 
ive under the same brand name. Avail- SCREEN vine Sinerowens, a 
und able in both cans and tubes. Write aaa TACKERS. 
The Boyle-Midway, Inc., Division of 
576 American Home Products Corp. ORDER NOW FOR IMMEDIATE DELIVERY 
ru : Manufacturing Co., Inc. Industrial Products Division 
a eee Catalogue on request 200 Hudson St., New York 13 
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NAMES IN THE NEWS 














HOME OF GRANT PULLEY AND HARDWARE CO., manufacturers of house- 
hold and builders hardware in Flushing, N. Y. 


Manufacturers of Household and Builders Hardware 


Grant Sash Pulleys and Sliding De- 
vices have been used in the building 
construction field and woodworking 
industries since 1895. The company’s 
ball bearing elevator and residence 
door hangers, drawer slides and sash 
pulleys have been installed in thou- 
sands of prominent institutions, office 
buildings, residences and apartment 
houses throughout the world. The 
ball bearing sliding devices which 
Grant has pioneered, are also applied 
in increasing volume in the field of 
electronics. 

Grant’s 


streamlined drapery and 


curtain hardware was developed with 
the introduction of modern buildings 
of contemporary design. In the house- 
hold field, the company is well known 
for its quality clothesline hardware. 

N. A. Gussack, owner and general 
manager who has been associated 
with the company since the early 
twenties, is also the company’s pro- 
duction expert and product designer. 
The firm maintains a fully staffed and 
completely equipped engineering de- 
partment for continued research and 
development work. 





Film Shows Farm Families 
How to Remodel Homes 


In line with the times is a new 
film currently being released by U.S. 
Gypsum which shows farm families 
exactly how to remodel and modern- 
ize their homes with new interiors 
and new labor-saving appliances. The 
picture, titled “My Father’s House” 
from the biblical quotation “In my 
father’s house are many mansions”, 
was made by George Carillon, Inc., 
from work done on an actual 100- 


year old farm house in Elkhorn, 
Wis. 
Says Producer Carillon, “One of 


the chief problems of the agricul- 
tural future of this country is the 
continuing drop of farm population 
because the farmer’s sons and daugh- 
ters don’t want to stay on the farm. 
The youngsters grow up, realize how 
outdated their parents’ houses actu- 
ally are, and turn to the city where 
life is easier because it’s more 
modern. In this picture, we have tried 
to point out that a home owner can 
take a $10,000 house, do $5,000 worth 
of work on it and come up with some- 
thing worth $25,000. With restric- 
tions on new building now in effect, 
the importance of remodeling is 
greater than ever.” 

Along with new walls, plumbing 
fixtures, paint and wall paper, new 
electrical wiring and a new heating 
system, the picture also shows how 
the farm wife can be helped with 
such up to date appliances as new 
stoves, dishwashers, water softeners, 
washing machines, freezers, and iron- 
ers. The 52-minute color film, which 
is the first industrial picture treated 
as a dramatic screen play, will be 
shown to farm audiences through 
USG dealers. 

Another 16 mm _ sound-color film 
just being released by the U. S. 
Gypsum Co. is titled “The Outside 
Story.” This is a semi-historical film 
telling the history of asphalt shingles 
and how they are made. It runs 25 
minutes. Both films are available 
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free of charge and a screen, projector 
and operator are supplied. Applica- 
tion should be made to U. S. Gypsum 
Co., 300 West Adams St., Chicago 6, 
Ill., Dept. 122. 


Coleman Launches Long-Term 
Dealer Training Program 


A dealer education program which 
has been planned to reach 8,000 key 
retailers of home heating equipment, 
will begin in February at the Cole- 
man Heating Institute, Wichita, Kan. 
Sponsored by The Coleman Company, 
Ine. in cooperation with 67 wholesale 
distributors of Coleman gas and oil 
heating equipment, the program will 
require five years to complete and will 
cost in excess of $2,000,000. 

A group of 40 California and Nev- 
ada dealers will inaugurate the pro- 
gram, February 5. A total of 1,600 
dealers will attend sessions this year. 
The full cost of the program will be 
borne by the manufacturer and its 
distributing organization. Selection of 
dealers will be left to individual dis- 
tributors. 

Coleman officials describe the pro- 
gram as a combination factory visit, 
a vacation, installation and service 
school and a sales clinic. 

Arriving in Wichita, dealers first 
will be given a full showing of the 
Coleman heating appliance line and 
a preview of heating equipment still 
in design and testing stages. This will 
be followed by an extensive tour of 
the two Coleman Wichita factories. 

Activity during the next three days 
will center in the classrooms and labo- 
ratories of the Heating Institute. The 
Institute program will stress funda- 
mentals of home heating including the 
study of house construction, insula- 
tion, estimating heat loss, heating lay- 
out and special installation problems. 

Interspersed with classroom work 
will be sessions in the Institute labo- 
ratories where nearly 100 working 
models of Coleman appliances will 
give each trainee an opportunity to 
gain practical experience in installing, 





venting and adjusting gas and oil 
heating equipment. 

The fifth and final day of each ses- 
sion will be devoted to sales train- 
ing, sales promotion and national ad- 
vertising. A staff of 20 instructor: 
and technical assistants will be en 
gaged in the project this year. 


Mullins Stages Contest for 
Dealers and Dealer Salesmen 


To stimulate the sale of automatic 
dishwashers in general and especially 
Youngstown Kitchens Jet-Tower dish 
washers, Mullins Manufacturing Cor 
poration currently is staging a nation- 
wide automatic dishwasher _ sale: 
contest for dealers and dealer sales 
men. The contest which starts Febru 
ary 1, is also designed to provide 
information for sales manuals and the 
development of sales tools. 

Pointing out that the highly suc 
cessful promotional and sales efforts 
put behind the Youngstown units in 
1950 also stimulated the promotion 
and sale of others in the industry, the 
company feels that “now is the time 
for everyone to build on the public 
interest”. 

National prizes in the _ contest, 
which will be the basis for analyzing 
sales problems and learning effective 
sales techniques, include a 1951 Cadil- 
lac Coupe de Ville and five 1951 Fords. 
In addition, Youngstown Kitchens dis- 
tributors will award territorial prizes 
of vacation trips. 

To qualify for the contest, sales- 
men must sell four automatic dish- 
washers (any make) during February 
and March. Judging for prizes is on 
an accompanying essay in which the 
qualified salesman tells how he located 
the prospects, how he met sales re- 
sistance and how he closed the sale. 

Each qualifying salesman receives 
a set of cuff links with Mullins’ Diana 
trademark. 


New Dryer Highlights 
Hotpoint's 1951 Line 


James J. Nance, president, Hot- 
point, Inc., recently announced the in- 
dustry’s first moisture-free automatic 
electric clothes dryer, as well as other 
new appliances, at a press preview at 
the Merchandise Mart, Chicago. Mixed 
carload air cargo shipments were de- 
livered to New York and San Fran- 
cisco for simultaneous showings the 
same day in those key markets. 

The new dryer highlights 1951 
model automatic work-saving devices 
the company is mass producing in 
seven midwest factories. Mr. Nance 
said that the dryer will spearhead a 
drive to place the planned home laun- 
dry on the same footing with scienti- 
ficully designed kitchens. The long- 
range defense effort will make greater 
demands on household productivity 
and efficiency paralleling demands on 
factory output, he said. This will focus 
attention on new work saving equip- 
ment in the home that will relieve the 
family of time consuming chores, and 
hold housekeeping expenses at a mini- 
mum to meet the rising cost of living. 

In explaining advantages of the now 
design, marketing officials headed »y 
Edward R. Taylor, general sales man- 
ager, said the dryer is expected to 
find a greatly expanded market now 
that the primary objection of moistue 
discharge has been solved. 
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SUPERIOR LUMBER 





95°% OF DARGAN'S PINE 
LUMBER IS KILN-DRIED 











Practically all the southern pine lumber manufactured 
in Dargan's Conway plant is dried in Moore kilns, 
under the same rigid quality controls that character- 


ize every step in the making of "Superior Dargan 
Lumber." 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 





Trade Mark Registered 


Write Box 406C today for 
lists, prices, and illustrated 
literature. 


g g, pi umber is 
placed on tracks to await kiln- 
drying. 














DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill + Dry Kilns + Planing Mill CONWAY, S. C. 





















Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 


OAK 
» 


BEECH 
e 


PECAN 





Also kiln dried 
hardwoods. Mod- 
ern kiln drying and 
planing mill facili- 
ties. 








| Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 
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DON’T 
HANDCUFF 


Give them 


‘Supet-Secd 
PERMA GLAZE 


FAR SUPERIOR 
_To PUTTY 










The 
EASIEST WORKING 
compound on the 
market. Runs fast, 
>> sets fast, with no re- 

glazing worries. 





PERMA GLAZE also gives you... 


Uniformity in every barrel, on every job. 


ae never settles out, is ready for 


use instantly. 


Aigh onal insured by the finest materials 
> and strict production control. 


Permanence ... on the job PERMA GLAZE 


eeui_ remains elastic, never crumbles. 


PERMA GLAZE SASH CAN BE SHIPPED IMMEDI- 
ATELY WITH NO REGLAZING WORRY. 
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Red Cedar Closet Lining 


RBrown’s 


SUPERLEDAR 


P| Gare | NATIONALLY 
2’ ADVERTISED 


. gaa Ma 
Guaranteed 90% Red Heart or Better 
* 


100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 





















Only SUPER- 

CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 
content that produces 
the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 

tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 

on with no waste. Packaged and 

sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 


, 

























means 
Extra Profits 
for YOU 


“The Good Way ta Bus 
a WOODWAY 








PACKAGED 
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Empire Millwork Corp. Celebrate 





cs 


s 60th Year 


The Empire Millwork Corporation of New York opened for business in a tiny 
neighborhood store in 1890. Today the company operates two large mills in 
Washington and Oregon, a modern hardwood flooring plant in Harriman, Tenn 
and two yards in Corona, N. Y. The firm recently acquired the Sutherlin Timber 
Products, Inc., of Sutherlin, Ore. The plant includes its own 50 acre pond and 


has a capacity of 13,000,000 feet of logs. 


was acquired with the property. 


In addition, a large stand of timber 





"History of Mexico" 
in Mahogany 

The “History of Mexico in Mahog- 
any” by Sculptor Octavio Medellin, 
was executed expressly for the Frank 
Paxton Lumber Company—Chicago- 
Denver-Des Moines-Fort Worth-Kan- 
sas City. Despite busy occupation 
with commissions for large sculptural 
undertakings, Octavio Medellin, a citi- 
zen of Texas who was born in Mexico, 
finds time to teach at the Dallas Mu- 
seum of Fine Arts. He began his art 
studies in San Antonio working with 
Arpa and Gonzales, then studied 
briefly at the Art Institute in Chi- 
cago. His work for the Paxton Lum- 
ber Company, “History of Mexico,” 
is now illustrated in a folder entitled 
“Sculpture in Wood by Octavio Me- 
dellin.” 


"Cost of Materials Handling 
Can Be Cut in Half" 


Machines must do more of indus- 
try’s work in 1951 if combined defense 
and civilian needs are to be met, L. B. 
McKnight, president of the Conveyor 
Equipment Manufacturers Association 
reported in a year-end review of his 
industry. 

The area of greatest waste today, 
according to the association, is in 
materials handling. Reports on hun- 
dreds of companies served by mem- 
bers of the association show that in 
the average plant about one out of 
every three dollars of cost goes for 
lifting and moving materials. Usually 
the cost and personnel used for mate- 
rials handling, it was found, can be 
cut in half by mechanization and sci- 
entific planning. 

“The country’s working force in re- 
cent months has been at an all time 
peak,” Mr. McKnight, vice-president, 
Chain Belt Company, Milwaukee, said. 
“This means that there is less oppor- 
tunity to expand it than there was 
after Pearl Harbor.” 

Mr. McKnight said that most con- 
vevor installations are special projects 
tailored for particular needs. A good 
materials handling system, he said, 
must be engineered into a plant. It 
involves coordination of the right han- 


dling equipment with the entire opera- 
tion of the plant. 

Mr. McKnight has for several years 
headed the Conveyor Equipment Man- 
ufacturers Association’s program to 
acquaint students of engineering col- 
leges with the importance of mechan- 
ized handling. Engineers who have 
been reached by his talks, films and lit- 
erature are now in responsible posi- 
tions in industry where they can ap- 
ply scientific handling techniques to 
the defense program. 


Wood Lumber Ends 5lIst Year, 
Elects Officers for 1951 


Wood Lumber Company, Birming- 
ham, Ala., which has just completed 
its 51st year in the same stand, re- 
cently announced election of officers 
for the new year. 

Allen K. Wood was reelected presi- 
dent, Gilbert L. Vaughn, formerly 
secretary, was elevated to vice-presi- 
dent in charge of the wholesale divi- 
sion; James Arthur Jones was made 
vice-president in charge of the retail 
division. 

John R. Boswell was elected vice- 
president in charge of manufacturing 
and production, and Charles W. Cun- 
ningham was elected secretary-treas- 
urer. 

Each of the new officers has ac- 
quired stock in the company, Mr. 
Wood said. 


Building Products Co. 
in New Offices 


Building Products Co., Inc., Evanis- 
ville, Ind., has completed moving its 
operations from 103-5 N. Governor 
St., to 101-3-5-7-9 N. Elliott St., John 
H. Endrun president, announced. The 
firm, which wholesales building ma- 
terials, has constructed new offices 
there. Mr. Endrun said the new ware- 
house provides more space and adii- 
tional load docks on the Southern and 
C. & E. I. railroad tracks. And he 
added, “the installation of modern 
conveyors makes handling of mer- 
chandise more economical.” The bui!d- 
ing will be given a “facelifting” as 
soon as conditions allow, according to 
Mr. Endrun. 

Mr. Endrun organized the compa'ly 


% 


January 27, 1951, AMERICAN LUMBERMAN © 








i ood ad ~~ cd 





Bul 








Le ee 


ny 
in 
in 
er 
nd 
yer 


Yra- 


ars 
an- 
to 
col- 
an- 
ave 
lit- 
Osi- 
ap- 
to 


ar, 


ing- 
ated 

re- 
cers 


esi- 
erly 
resi- 
livi- 
1ade 
etail 


vice- 
ring 
Cun- 


"eas- 


ac- 


Mr. 





A. W. Lingaas 


| H. G6. Dowson 


Rogue Lumber Sales Co. 


| P.O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon 1091 


Specializing in the Distribution of All 
West Coast Woods 


Our subsidiary, Southern Oregon Planing Mill Co., 

Inc., has recently completed its new, modern re- 

manufacturing plant. Complete with 6-foot band 

mill, planing mill, dry kilns and storage capacity for 
_ 10,000,000 feet. Producing Ponderosa Pine, Sugar 
| Pine, Douglas Fir and White Fir. Shipping over 
| 5,000,000 feet per month. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill 
Company, Inc. 


| and 
Jackson Creek Lumber Company, Inc. 
Standard Yard Items 


Reputable Sales Representatives Throughout the Nation. 











MIXED CAR SHIPMENTS 


Genuine 

»>Aremetie> Red Cedar Closet Lining 
Solid White Ash Panelling 
Solid Philippine Mahogany Panelling 
Kiln Dried Yellow Pine Shed Stock 

















Solid 
Red Cypress 

Panelling 
3%" thick, 3¥g, 5g 
and 7!" widths. 
Tongued and groov- - 
ed, V-Joint. Double 
ploughed on back to 
prevent cupping. 
Paper wrapped and 
securely taped. 


Our Red Cypress Panelling is attractively 
figured, with plenty of contrast in color. 
Our customary dependable manufacture. 
Real value panelling. Send today for 
samples. 








“It’s Quality that Counts” 


Robert 0. Foerster Lumber Co., Inc. 


ae ame :1-) aed Jacksonville, Florida 


Phone 2-3642 





Members: 


Manufacturers of Band Sawn 
@ NORTH CAROLINA PINE 
@ SOUTHERN HARDWOODS 
@ CYPRESS 





Mixed cars 
mouldings. 
flooring. base- 


board casing, @ END-MATCHED 
linish stock. PINE, OAK, MAPLE and GUM 
ie. Sate FLOORING 








MELEY, SOUTH CAROLINA 















___ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 





BuILDING Propucts MERCHANDISER 

















For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is 
machine work unexcelled. 





modern throughout and 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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in 1936. Other officers are Charles E. 
Taylor, vice-president, Fred W. 
Becker, secretary and Samuel Fau- 
cett, manager and treasurer. 


Meeting Dates of Michigan 
Association, February 6-7 

The Michigan Association of the 
Traveling Lumber and Sash and Door 
Salesmen will hold its “Frolic” at 
11:00 o’clock on the night of Febru- 
ary 6, in the Grand Ball Room of the 
Pantlind Hotel, Grand Rapids, Mich. 
Arrangements are being made for a 
bang-up show which promises to over- 
flow as usual. The annual meeting, 
scheduled for February 7, will be com- 
bined with “Breakfast” at 10:00 a. m. 


L-O-F Contest for Best 
Use of Glass in Home 


Many homes planned for 1951 may 
be expected to feature new uses of 
glass for better daylighting as a re- 
sult of the interest shown by archi- 
tects participating in the national 
house design competition being judged 
in Chicago this month, according to 
G. P. MacNichol, Jr., vice-president 


of Libbey-Owens-Ford Glass Com- 
pany. 
More than 10,400 architects 


throughout the United States received 
background information from L-O-F 
for use in designing houses for the 
competition which is sponsored by the 
National Association of Home Build- 
ers and Architectural Forum. A prize 
of $2,500 will be awarded for the best 
use of glass. Three other main awards 
and 10 honorable mentions bring the 


total prize money offered by L-O-F to 
$8,000. 

“The purpose of the competition is 
to encourage the better use of glass 
and especially standard sizes of 
double glass units to enhance the liv- 
ing comfort and salability of low-cost 
houses,” said Mr. MacNichol. 

“The requirements called for glass 
areas to be designed to provide good 
daylighting, adequate ventilation, feel- 
ing of spaciousness, proper considera- 
tion for privacy and orientation with 
respect to sun and view.” 


‘Homestead Brand" Shingles 
Now Available 


During the period of World War II, 
Mauk-Seattle Lumber Co., long known 
for their “Homestead Brand” red ce- 
dar shingles, discontinued distribution 
of that brand of shingles because they 
couldn’t guarantee the quality of the 
war-time product. Now, however, 
Mauk-Seattle Lumber Co., once again 
puts “Homestead Brand” back on the 
market because they now control the 
quality through the two shingle plants, 
one at Darrington, Wash., and one on 
Lake Shannon, Wash. These mills are 
operated by the Three Rivers Plywood 
& Timber Co. of Darrington. Mauk- 
Seattle has exclusive sale of the prod- 
ucts of these two mills which will in- 
clude 16”, 18” and 24” shingles and 
Handsplit Shakes. 

“Homestead Brand” shingles were 
known as the “300%” shingles—that 
is, 100% clear, 100% heartwood, 100% 
edgegrain. Many former customers 
will be glad to know that these shin- 
gles are again available. 





COMPANIES ANNOUNCE 


Spencer Kellogg and Sons, Ine. an- 
nounces the appointment of John IF. 
Reid as trade sales representative in 
the Linseed Oil Division with head- 
quarters at the Buffalo office. Mr. 
Reid is being transferred to Buffalo 
from Decatur, Ill. where, since, 1945, 
he has been with the Kellogg Com- 
pany as assistant to the manager of 
the Soy Flour Department in charge 
of sales promotion. He is a native of 
Buffalo and first joined the company 
in 1944 as advertising manager. For 
a period in 1944 he was in the military 
service. 


Paul W. Curtis, who has been mai- 
ager of the Chicago Office of J. 
Neils Lumber Company for the past 
16 years, has been placed in charge 
of the Minneapolis Office of the con- 
pany at 582 Northwestern Bank 
Building, Minneapolis 2, Minn. B. C. 
Denvir, tormerly in charge of sales 
of the Pole and Treating Department, 
has taken over as Chicago Office 
Manager of the company at 308 West 
Washington St., Chicago 6, Ill. J. 
Neils Lumber Company manufac- 
tures Idaho White Pine, Ponderosa 
Pine, Engelmann Spruce, Larch and 
Douglas Fir lumber with mills at 
Libby, Montana and Klickitat, Wash- 
ington, producing around 130,000,000 
feet of lumber annually. 


Stewart W. White has been ap- 
pointed sales manager of Plywood & 
Doors of Georgia-Pacific Plywood & 
Lumber Co., it has been announced by 
Paul B. Shoemaker, vice-president, 
sales. Mr. White, a Phi Beta Kappa 





Dependable Quality 


OAK 
ASH - 


sion. Excellent 
service. 


For prompt attention on your needs 


phone or write 


Miller & Company, Ine. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 23761 
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BEECH 
PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
manufacture, 
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ALUMINUM NAILS 


SHOO WINDS AWAY 


Winds beat in vain against the — 
roof that is nailed down with 
SCREWTITE NAILS - - they 
really 'shoo the winds away!’ 
SCREWTITE screw shanks 
clamp roof on tight -- patented neoprene wash- 

er plugs nail hole, preventing moisture seepage. — 


CUPPLES COMPANY, st. tours 2 
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tmore people into VOUR store... 
| yh trade. Heller store fixtures possess 
Ww the greater sales producing possi- 

vested. 
une W.C.HELLER&CO. Montpelier, Ohio 


It's a proven fact! Heller fixture 
more selling features than any 
bilities of Heller fixtures, and you 
Send size of store today for free 


° equipped stores attract more 
wen wt other line of fixtures on the mar- 
im ry [ich ket today. You will be amazed at 
get more value per dollar in- 
reer em % i plan. Ask for new manual No. 51 L. 
WACHELLER C0. "SS 
me High Altitude, Soft Textured Growth 
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(EW. Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 





REGISTERED 




























Mr. Dealer, you can depend on it— 

your mixed car needs will be “a served here 

at Southern Pine Lumber Company. We are 

shipping well-manufactured, properly seasoned 

and carefully graded mixed car assortments— 

Dependable shippers since 1890 YOur' choice of items as listed at the right. Try 
—and for years to come. us on your next order. 


SOUTHERN PINE LUMBER COMPANY 


Mills: Diboll & Pineland, Texas Sales Office: Texarkana, U. S. A. 























BURNER with YOUR COMPLETE NEEDS 
CONE GRATE IN SAWMILL MACHINERY 


* Burns 25%, More 


a Band Mill carriages . . . edgers . . . Portable Mills 


cinders. Fool proof . .. Log stop and Loader . . . Shotgun steam feeds 
We Also Bulld . . . Automatic feed table for planing mills. Write 
BOILERS — 5 TO 1200 HP. for catalog and ‘Power House’. 


TANKS and STACKS 
STRUCTURAL STEEL 


FABRICATORS aa 
MERS. FLANGED & DISHED HEADS UNMING, LUN 
We Stock 
Straight & Bent Boiler Tubes MACHINERY 
SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 
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alumnus of the University of Wash- 
ington, has been associated with 
Georgia-Pacific for the past three 
years, first as sales manager of the 
company’s Wholesale Distribution 
Warehouses and for the past year 
as western division sales manager of 
Plywood and Doors. Prior to his con- 
nection with Georgia-Pacific in 1948, 
Mr. White had spent 15 years in sales 
and administrative positions with Pa- 
cific Mutual Door. Mr. White will 
headquarter in the company’s offices at 
Olympia, Wash. from which all sales 
of Plywood, GPX and Doors are di- 
rected. 


Harvey Paul Moyer is now affiliated 
with the J. P. Moyer Lumber Com- 
pany, Montgomery, Ala., in charge of 
the Yellow Pine Department. He is 
the son of the president, J. P. Moyer. 
Harvey Moyer was formerly with the 
J. W. Wells Lumber Company, Mont- 
gomery, and the Cherry River Boon & 
Lumber Company, Richwood, W. Va. 


George A. Petters, 73 Palisade Rd., 
N. E., Atlanta, Ga., has been ap- 
pointed Atlanta District manager for 
the Johns-Manville Building Products 
Division to succeed Joseph W. Hamil- 
ton, recently retired, it was announced 
by R. S. Hammond, vice-president and 
general sales manager of the Building 
Products Division. Hughes Jackson, 
Jr., senior sales representative for 
Johns-Manville in Dayton, Ohio, will 
assume Mr. Petters’ former post as 
assistant district manager of the At- 
lanta District Building Products Divi- 
sion. 


E. P. Lawrence, associated with the 
Boston Varnish Company for 22 
years, has been advanced to the posi- 
tion of Chicago Branch manager. 
“Ed” Lawrence has represented the 
Kyanize line in various states operat- 
ing under the Chicago Branch Office, 
and for the last several years has 
been Chicago Branch sales manager. 
His experience has included assign- 
ment as salesman to specific terri- 
tories, office manager, and supervisory 
work both in connection with indus- 
trial and trade sales. 


Robert M. Wagner’s appointment 
effective January 1, as sales manager 
of the Wire Products Department of 
the Wickwire Spencer Steel Division 
of The Colorado Fuel and Iron Corpo- 
ration was announced by H. C. Alling- 
ton, general manager of sales at the 
executive offices of the Corporation in 
New York City. In 1931, Mr. Wagner 
joined the then Wickwire Spencer 
Steel Company. Except for four years 
of service in the Armed Forces, his 
employment in the corporation has 
been continuous. He has served in 
various capacities in the Chicago Dis- 
trict Sales office and in the General 
Wire Sales office located in Buffalo, 
N. Y. His most recent position was 
that of Assistant Wire Sales Manager. 

Mr. Wagner succeeds L. A. Watts 
who has assumed the position of as- 
sistant general sales manager. 


W. H. Barron of the local selling 
staff in Boston Varnish Company’s 
Chicago Division has been made Chi- 
cago sales manager. A native of 
Chicago, “Bill Barron” has been ac- 


tive in that city’s paint field for a 
number of years, in the last 10 of 
which he has represented the Kyanize 
line. 


STORE LAYOUT DEPENDS 
ON SALES OBJECTIVES 


(continued from page 38) 
one that combines the features 
of two or more of them. 

For example, it is entirely 
practicable to have the best lay- 
out factors of the counter-shelf 
store and the open floor area. 
Certain dealers, due to the 
nature of their own business, 
might also have a sales-office 
setup. 

There is no iron-clad formula 
of store layout that covers all] 
dealers. Rather, the most effec- 
tive layout is one that is styled 
to meet the dealer’s own busi- 
ness objectives, as described in 
these four general classifica- 
tions. 

After the type is determined, 
the next consideration is the 
size, shape, and decoration of 
the sales area. This is the phase 
of layout to be covered in the 
next article in this series. 

Read it in the February 10 
issue of American Lumberman. 
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SECOND 
& THIRD 


GRADE 
Ng 8 


FLOORING 


FOR LOW COST HOMES 


Don't pass up this opportunity to 
save your customers money on good 
value flooring. Diamond Hard second 
and third Grade Flooring is unex- 
celled for wearability. Recommend it 
for homes, factory installation, ware- 
houses, institutions, etc. 


J. W. WELLS LUMBER CO. 


Menominee, Mich. 





For bindin 
LUMBER, LOGS. 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . .« « 
easiest to use 
» « « most prace 
tical and effece 
tive. Three 
sizes. Write for 
circular and full 
information. 


the market. 


American vouie swive: Load Binder 


THE ORIGINAL ALL STEEL 


(Goodyear Pattern) 


QBEN 


“American” line of Logging Tools and Appliances is the best on 


Write for Catalog 


AMERICAN LOGGING TOOL CO. 


Evart, Mich. 































Tim Pe 


















"| still think it would be better to 
buy our lumber already cut!"' 


Name 


Address . 





YOU CAN SAVE your ad- 


especially for Lumber Yard 
advertising. Mats of 104 car- 
toons in both | and 2 column 
sizes now ready. Write to 


LIL-AD FEATURES, 


RFD 3, Santa Ana, 


Calif. 


1842 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 





ag Ay vertising dollars by using 

bs "Timber-r-r'' cartoons in your 

: 3A: own newspaper ads. These Mfrs. of (PINUS 
2 cartoons were prepared Genuine STROBUS) 


Also some Norway and Spruce 


AIR-SEASONED 


WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3“&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3”&wider x 13/71”. 


Sawmills — Braeside and Temagami, Ontario 


Member N-A. W.L.A. 1951 
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